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To fill out its structure, 
akolae Mi al-\-ielalel-1ama\Ag-lel_mr- | ~— 
new management man, - 
James J. Nance, and a 
new car, the Edsel. 
(Marketing) © * 
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1946 Yeor Month Week § Latest 
Average Ago Ago Ago Week 


BUSINESS WEEK INDEX (chart)... . . 91.6 147.8 1435 +1445 *144.5 


PRODUCTION 
Steel ingot (thous. of tons) a 1,281 2,290 2,212 +2,214 2,240 
Automobiles and trucks... 62,880 133,57! 162,538 +163,438 156,084 
Engineering const. awards (Eng. News-Rec. 4-wk daily av. in thous.)......... $17,083 $76,880 $64,909 $65,140 $66,528 
Electric power (millions of kilowatt-hours) 4,238 11,425 11,519 11,550 11,958 
Crude oil and condensate (daily av., thous. of bbis.)...............00006- 4,751 7,066 7,511 7,338 7,294 


Bituminous coal (daily av., thous. of tons). . 1,745 1,617 1,614 1,618 1,670 
Paperboard (tons) 167,269 289,328 286,720 263,469 287,444 


TRADE 


Carloadings: miscellaneous and I.c.1. (daily av., thous. of cars) 
Carloadings: all others (daily av., thous. of cars) 

Department store sales index (1947-49 — 100, not seasonally adjusted) 
Business failures (Dun & Bradstreet, number) 


PRICES 
Spot commodities, daily index (Moody's, Dec. 31, 1931 = 100) 311.9 426.0 
industrial raw materials, daily index (BLS, 1947-49 — 100) tt73.2 93.5 
Foodstuffs, daily index (BLS, 1947-49 = 100) tt75.4 84.5 
ee Os ns ce wddeecdccbectvceceesoess 17.5¢ 17.9¢ 
Finished steel, index (BLS, 1947-49 = 100) tt76.4 174.3 
Scrap steel composite (iron Age, ton) $20.27 $54.83 
Copper (electrolytic, delivered price, E & MJ, Ib.)... 2... ccc cee ewe ees 14.045¢ 31.770¢ 
Wheat (No. 2, hard and dark hard winter, Kansas City, bu.) $1.97 $2.20 
Cotton, daily price (middling, 1 in., 14 designated markets, Ib.)........ ska **30.56¢ 33.95¢ 
i Cin .cchiedaakssedtadaiedhdobes abdeowedediccness $1.51 $2.22 


FINANCE 
500 stocks composite, price index (S&P’s, 1941-43 = 10) 
Medium grade corporate bond yield (Baa issues, Moody’s) 
Prime commercial paper, 4 to 6 months, N. Y. City (prevailing rate) 


BANKING (Millions of Dollars) 
Demand deposits adjusted, reporting member banks ++45,820 56,974 55,057 55,320 56,448 
Total loans and investments, reporting member banks +t71,916 85,236 85,905 86,210 86,754 
Commercial and agricultural loans, reporting member banks tt9,299 28,258 31,569 31,170 31,519 
U. S. gov't guaranteed obligations held, reporting member banks tt49,879 26,745 25,221 25,790 25,690 
Total federal reserve credit outstanding 25,251 25,031 24,987 24,988 


MONTHLY FIGURES OF THE WEEK ne. Yoor Month Lovest 
$178.0 $3228 $339.3 $340.4 
$16.9 $15.2 $15.3 $15.3 

tt$85,577 $185,584 $192,628 $197,181 

$992 $1,131 $1,118 


Personal income (seasonally adjusted, in billions) 
Farm income (seasonally adjusted, in billions) 
Bank debits (in millions) 

imports (in millions) 


* Preliminary, week ended June 15, 1957. ; 8 Date for ‘Latest Week’ on each series on request. 


+ Revised en designated markets, middling 4 in. 
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Men with hose are changing 
the shape of the earth 


B. F. Goodrich improvements in rubber brought extra savings 


Problem: Those workmen are drilling 
holes tor dynamite charges that will 
blast solid rock to pieces. They're at 
work on the St. Lawrence Seaway, where 
the shape of the earth is being changed, 
so that ocean-going ships can reach the 
Great Lakes. 

The air hose on such jobs used to go 
to pieces, too. When heat from the 
compressor got into the hose, it would 
harden the rubber, breaking it into 
loose pieces that clogged the air tool, 
put it out of action. 


What was done: B.F.Goodrich engi- 


neers went to work on the problem. By 
adding, subtracting, changing propor- 


tions of rubber, they developed a spe- 
cial compound for the hose that stands 
heat without scorching or hardening. 
Hose lined with this new rubber was 
made and put to work. 

Savings: On jobs where air hose used 
to go to pieces in weeks, B. F.Goodrich 
hose lasts months, even years. Thou- 
sands of feet of it are in constant use 
on the Seaway project, doing dozens of 
different jobs. The hose pictured above 
has been at work 6 months, is expected 
to last another year despite the rough 
treatment it gets. It is dragged over 
rough rocks and is often run over by 
trucks. 


Where to buy: Your B.F.Goodrich 
distributor has exact specifications for 
the B.F.Goodrich air hose described 
here. And, as a factory-trained specialist 
in rubber products, he cam answer your 
questions about a// the rubber products 
B.F.Goodrich makes for industry. 
B.F.Goodrich Industrial Products Co., 
Dept. M-983, Akron 18, Ohio. 


B.EGoodrich 


INDUSTRIAL PRODUCTS 
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TURNPIKE TOURISTS 


lhe smiling faces in our little cartoon reflect the merry mood 





of motorists parading along America’s new high-speed highways. 


The Sunday Pleture Magazine |: 


When it appeared on the cover of a recent issue of PARADE, Parade 


it led 8 out of 10 to read the accompanying story describing 


America’s vast new turnpike network. 


Each week PARADE’s pages are filled with enlightening, 
provocative and timely features. The kind that make people stop, 
look—and remember. Small wonder that PARADE has now 
become one of the best read magazines in print. 


lo you as an advertiser, all this means twice as many readers 
for your dollar as any of the big weekday magazines. 


Join the happy throng: to open new markets, to establish brand 
names, to build sales all week long . . . PARADE has what it takes! 





PARADE ...THE SUNDAY PICTURE MAGAZINE OF 56 FINE NEWSPAPERS COVERING 
SOME 2700 MARKETS... WITH MORE THAN 15 MILLION READERS EVERY WEEK 
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READERS REPORT 





Too Much Nonsense 


Dear Sir: 

Our farm policy for too long 
has been characterized by nonsense 
rather than sense. Problems of sur- 
plus are directly attributable to 
legislative price fixing. It should 
be obvious by now that a price set 
at a level higher than that which 
would prevail in an uncentrolled 
market results in a surplus. The 
upshot is government purchase and 
storage of farm produce which 
the consumer obviously does not 
choose to buy. Other demonstrable 
effects are quota restrictions, soil 
banks, and innumerable schemes 
designed to alleviate the ills result- 
ing from price fixing. 

Production, purchase, and stor- 
age of commodities, as a rule, is 
nonsensical whether the items are 
wheat and potatoes, or buggy whips 
and snow shovels. No one should 
produce more than the consumer 
(taxpayer) chooses to buy, or not 
to buy. It is not too late to recall, 
or become cognizant of, the role 
of price in a free market—the direc- 
tion of production of commodities 
in amounts that people choose to 
buy or refrain from buying, at 
prices they are willing to pay. 

The $5-billion allotted to farm 
“relief” in the current budget is 
a good place to economize, in the 
real sense of the word. Free rather 
than fixed prices, and the elimina- 
tion of this spending should guide 
us in the resolution of a farm 
problem created by interference in 
the marketplace. A_ rational as 
against an emotional (political) 
approach is overdue. 

RICHARD F. KRAWCZYK 
WEST SENECA, N. Y. 


No “Cuts” Wanted 


Dear Sir: 

In the story about industry 
and defense contracts |[BW—May 
18°57,p91], a paragraph . . . de- 
voted to International Harvester Co. 

read: “International Harvester 
Co. has cut its defense business 
back to about 4% of its billion- 
dollar volume because defense 
profits are so slim.” 

This paragraph is factually inac- 
curate, and completely misstates 
our company’s attitude toward 
defense business. The facts are: 

1. International Harvester Co. 
has not deliberately “cut” its de- 
fense business. We are interested 
in defense work that we can per- 
form, and frequently bid on such 
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Wherever Electricity 
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HALF-MILE CONTROL PROBLEM! 


One man, stationed at a pushbutton panel, has 
complete electrical control of the operations in 
this midwest limestone mine...and that includes 
control of the conveyor line and the bin-loading 
operations a half-mile away! 


In the early planning stages it appeared that 
DC power would be a “must” for such a control 
system. Several electrical equipment manufac- 
turers confirmed that belief. Square D was called 
in and, working closely with engineers from both 


the mining company and the conveyor manufac- 
turer, developed an AC control system which 
met every requirement. In addition, it (1) elimi- 
nated the cost of generating DC power, (2) saved 
more than $10,000 in installation costs, and 
(3) effected a continuing savings in the use of 
AC compared with more costly DC power. 


Here, from Square D’s files, is another example 
of the kind of teamwork which helps America 
work better and live better —electrically! 


ECaM HEAVY INDUSTRY ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE 7) COMPANY 
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Above—through this bank of pushbuttons, located 
within the mine, one operator can control all min- 
ing, conveying and processing operations. Notice 
the closed circuit TV (at left) which gives the 
operator a constant view of the loading bins, a 
half-mile away. This enables him to switch bins 
instantly, as they are filled. 


Field Engineering Service is available through more than 
one hundred Square D offices, backed by an international net- 
work of over 1000 authorized electrical distributors and 17 
plants in the United States, Canada, Mexico and England. 


Executive Offices « 6060 Rivard Street, Detroit 11, Michigan 


At left 

one of the three 
Square D control 
centers which re- 
spond to the push- 
button commands of 
the operator shown 
at left. A Square D 
unit substation and 
high voltage starters 
also are a part of the 
complete system. 





Steel that goes into this bumper, being installed on 
one of America’s fine cars, is ordered and tested to 
rigid specifications. The steel must be exceptionally 
clean, bright, flat, and with no surface defects. It 
must have close chemical analysis and internal qual- 


ity so it will draw deeply without “‘orange.peel.”’ The 
company installing this bumper is so careful that in 
the last % million bumpers it has scrapped only % 
of 1% due to metal failure! Pittsburgh Steel's sheet 
constantly meets these exacting specifications. 


Pittsburgh Steel’s quality standards pay off 


as automakers in a highly competitive market demand... 


Better Sheet Steel For Making Bumpers 


Today, the makers of America’s bet- 
ter cars are more than just critical 
when they specify steel for making 
bumpers. They realize that the broad 
and complex chromed areas front and 
back on their models must enhance 
the appearance of the cars if they ex- 
pect to beat competition in today’s 
tight market. They demand the best, 
and then test exhaustively against 
strict specifications to make sure they 
get it. 

That’s where Pittsburgh Steel 
and- 


Wi i S outs 


Company shines 


ing new cold rolling :ecilities backed 


up with the latest technology, it daily 
produces sheet for a variety of the 
toughest applications. When an auto- 
maker says of its bumper stock that 
yield must be held to 30-33,000 psi, 
before 
failure—that’s duck soup for Pitts- 


and elongation must be 38% 


burgh Steel. Orders like this come 
from one company that prides itself 
on less than one-half of one percent 
of scrap due to metal failure in the 
last half-million bumpers! 
One bumper piant ins; 
this way: ““We have to-be espex 


careful to watch steel quality because, 


the draw isn’t unusually 


deep on wrap-around bumpers, it is 


although 


very critical since it involves complex 
bends up to 120°. And even the tini- 
marks or 
like a 
bright 


est stretcher-strain other 


defects would show up sore 


thumb under the chrome 
finish.” 

If Pittsburgh Steel’s sheets can 
meet standards as high as these, they 
can help you solve your forming prob- 
lems, no matter how tough they may 
be. When you buy from Pittsburgh 
Steel you can always be sure you are 


getting sheet that has 
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Grinding provides a surface finish which must not The draw of this massive press is critical since complex angles 
deviate more than 10 micro inches and since rarely up to 120° must be achieved without steel failure. Sheet steel 
more than 2% is taken off, the original sheet surface supplied by Pittsburgh Steel Company has excellent formability 


had to be excellent. 


which stems from good internal quality. 


After all drawing and stamping operations are com- 
plete, each bumper is carefully inspected before go- 


ing to the plating line. 


¢ Superior Internal Quality— 
proper uniform grain structure free 
from flaws and subsurface imperfec- 


tions. 


¢ Good Surface—clean, bright and 
smooth—free from scratches, pits and 
slivers. 


¢ Flat and Uniform—consistent 
from sheet to sheet to save you scrap. 
¢ Formability —excellent capacity to 
withstand deep drawing. 

There is an experienced Pittsburgh 
Steel Company sales engineer as close 
to you as your telephone. He is at 
your service—eager to help you solve 
your toughest sheet problems. 


X “3 A ate eeetll 


Each bumper gets a last close look after plating. The bright 
finish magnifies any defects so the surface must be perfect. 


Pittsburgh Steel Company 


= Grant Building . Pittsburgh 30, Pa. 


District Sales Offices Dayton Los Angeles Pittsburgh 
Atlanta Cleveland Detroit New York Tulsa 
Chicago Dallas Houston Philadelphia Warren, Ohio 











YOU SAVE THREE WAYS 
WITH A CRANE LIKE THIS 


Series “D” ‘Load Lifter’ Cranes are economical to buy, use and 
maintain. They are built in 1 to 20-ton capacities to meet aver- 
age industrial needs, but mass production methods make them 
available at prices substantially lower than other cranes for the 
same services. 


Series “D” ‘Load Lifter’ Cranes incorporate operational features 
found on only the most expensive cranes. They utilize modern 
construction techniques and components that eliminate needless 
dead weight and drag. They do not whip or skew. Consequently, 
whether the span is 20 feet or over 50 feet, high performance is 
coupled with low power consumption. 


Maintenance is never a costly problem with Series “D” Cranes. 
All gearing operates in oil in sealed housings. Anti-friction bear- 
ings minimize wear. Rotating axles carry the bridge and trolley 
wheels. Long wheel bearing life is assured. 


Series “D” ‘Load Lifter’ Cranes have positive magnetic control: 
push button on floor-controlled cranes; master switches on cage- 
controlled cranes. Whatever size, type, trolley style or span you 
require, you can order what you want from Catalog 221. Write 
for a copy and learn how much you can save with a Series “D” 
‘Load Lifter’ Crane. 


MAXWELL Load lifter’ CRANES 





MANNING 


Ml 
M1 MANNING, MAXWELL & MOORE, INC. 


356 WEST BROADWAY MUSKEGON, MICHIGAN 
Buliders of “SHAW.BOX" and ‘LOAD LIFTER’ Cranes, ‘BUDGIT’ and ‘LOAD LIFTER’ Hoists and 
other lifting specialties. Other Divisions produce ‘ASHCROFT’ Gauges, ‘HANCOCK’ Valves, ‘CON- 
SOLIDATED’ Safety and Relief Vaives, ‘AMERICAN’ and ‘AMERICAN-MICROSEN’ Industrial 
instruments, and Aircraft Products. 
In Canada: Manning, Maxwell & Moore of Canada, Ltd. Avenue Road, Galt, Ontario 











work. We have not been as suc- 
cessful as we could wish in secur- 
ing it. 

2. Our 1956 volume of defense 
product sales was 2.4% of total 
sales volume. 

3. The fact that defense profits 
are slim—and they are—has not 
deterred us in the past from seeking 
such work, and will not deter us 
in the future. 

JoHn W. VANCE 
ASST. DIRECTOR, PUBLIC RELATIONS 
INTERNATIONAL HARVESTER CO. 
CHICAGO, ILI 


Wrong Figure 


Dear Sir 
In your In Marketing |BW 
Apr.27°57,.p79 . . you state that 
Sears Roebuck Acceptance Corp. 
showed that its receivables due 
from customers amounted to $959- 
million in 1956 
the Acceptance Corp.’s an- 
nual report states that since the 
inception, the corporation has pur- 
chased over $204,600,000 of in- 
stallment receivables and as of 
Jan. 31, 1957, outstandings exceed 
$160-million 
It appears the item in your 
magazine is a misquote and we 
are bringing it to your attention 
E. F. LEMkKt 
VICE-PRESIDENT AND TREASURER 
SEARS ROEBUCK ACCEPTANCE CORP. 
CHICAGO, ILI 


Wrong Impression 


Dear Sit 

I am writing in reference to... 

The Bite of the GM Decision, |BW 
—Jun.8°57,p41 . particularly 
section “VI. What Now for GM?” 

This section cannot but leave 
the reader with a wholly erroneous 
impression regarding the General 
Motors top management team. 
Through the use of terms such as 
“loyal opposition,” “The Two Par- 
ties,” and the “oversimplification” 
stated in the last paragraph, an 
impression is created that, in effect, 
a conflict exists in GM’s top 
echelon. This interpretation is most 
unfortunate, particularly because 
the reputation of your publication 
gives weight to it. 

The best refutation of such a 
conclusion is the record of General 
Motors under the present manage- 
ment over the past several years. 
Such results are not accidents—they 
can be accomplished only by co- 
operative effort 

ANTHONY De LORENZO 
VICE-PRESIDENT 
GENERAL MOTORS CORP. 
DETROIT, MICH. 
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What do giraffes 


have to do with 


High Blood Pressure? 


N ITS SEARCH for more knowledge about baffling dis- 
| eases, medical science takes some strange turns. For 
example, doctors have gone to Africa to study the 
blood pressure of giraffes. 

They found that it takes an unusually high pressure 
to pump blood from the giraffe’s heart to his brain—a 
distance of some 14 to 15 feet. Yet, its heart and blood 
vessels are not under strain. 


Doctors are trying to learn more about how this is 
accomplished for it could shed new light on the disorder 
affecting an estimated 6 million Americans—high blood 
pressure or hypertension. 

Fortunately, most cases of hypertension can be helped 
by proper treatment. In fact, it can often be controlled 
simply by relieving day-to-day emotional stresses which 
push blood pressure up and tend to keep it excessively 
elevated. 

If you have hypertension, your doctor may suggest a 
way of life especially adapted to your needs. Among 
other things, he will probably recommend plenty of rest 
and weight control. The latter is important in treating, 
and possibly preventing, hypertension. In fact, hyperten- 
sion is four times as common in overweight men as in 
those who are underweight. 


If changes in living habits do not control this disorder, 
then other treatments . . . including medicines, special 
diets or surgery . . . may be used. 

Hypertension is more easily controlled when discov- 
ered early. So, everyone should have periodic health 
examinations. Those who have reached middle age, are 
overweight, or whose parents or close relatives had ele- 
vated blood pressure should be especially watchful. 

When hypertension is diagnosed, a patient should 
continue to see the doctor regularly. Then possible com- 
plications can be prevented, postponed or, if they occur, 
treated promptly. 


Metropolitan Life Insurance Co. 
1 Madison Ave., New York 10, N.Y. 


Please mail me a free copy of your 
booklet, “Your Heart,’ 7-57-S. 
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With the help of BAKELITE Plastics: 


Today's foods are drown better... 
keep better... taste hetter 


Corn grows taller and more plentiful through a mulch of film 
made from Bake.rre Brand Polyethylene (right). Ears are much 
larger, too. Spread over the ground, the black-pigmented film 
retains soil moisture and heat, hampers weed growth, and keeps 
produce from touching the damp ground and rotting. Plants grow 
through slits in the film. Such film has now been used for two 
years, having repaid its cost during the first year. The same film 
unpigmented, makes an excellent and inexpensive hothouse when 
tacked to a wood frame. Since it is also completely impervious t 
moisture, it is used as a liner in the “crawl space” under houses, 
keeping ground dampness from reaching the lower floor 


Shoppers buy 25 to 35 per cent more “Sunkist” oranges packaged 
in film bags made from Bake rre Brand Polyethylene. Similarly, 
lemon sales are expected to rise 50 per cent. Polyethylene film 
keeps the fruit visible, is readily printed, and forms a strong, dura- 
ble bag “all at a lower cost than any comparable material.” 
Housewives like the bags’ reusability. Polyethylene film now pack- 


wes hardware, soit goods, bakery products, and meat — hundreds 
crvice market. 


of items — in today s 
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And the same plastics that bring such benefits 
—on the farm, in processing plants, at the 
market and in your home—provide proper- 
ties that help make products better in every 


industry. 


Whatever your product, take your cue from the food 
industry. You too, may find that one of the many 
Bakewire Brand Plastics provides the exact set of prop- 
erties you need —color, chemical resistance, light weight, 
or flexibility, for example —in the exact combination you 
want. These phenolics, styrenes, impact styrenes, poly- 
ethylenes, vinyls, epoxies, and silicones offer the greatest 
variety of plastics and resins obtainable at one source. 

And, in matching the material to your needs, you can 
enlist the facilities of Bakelite Company, whose long 
experience in plastics is unsurpassed. It is your store- 
house, complete and convenient, of both materials and 
ideas. Draw on it when you plan to make or market 


better products for business, industry, or the home. 


Tank linings in the food industry are under attack from fungus, 
abrasion, and corrosive agents. Nine years ago, these grain steep 
tanks were given a coating based on BAKELITE Brand Viny] Resins. 
Not one cent has been spent for maintenance since. Vinyl-based 
coatings resist most chemicals, corrosive atmospheres, oil, and 
water, and can be scrubbed repeatedly without losing their color 
or texture. One of their biggest uses is as the lining for beer cans. 
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Steaks taste better when their moisture is retained 
I ven under retrigeration, loss of moisture can causeé 
shrinkage and loss ot color and freshness Now, cot 
ton fabric with a coating based on BAKELITE Brand 
Vinyl! Resin is being used to w rap the entire carcass. 
These wrappers are used to control moisture con- 
tent in beef, veal and lamb. Vinyl-based coatings are 
also noted for their toughness. One type, plastisol, is 


used to cushion-coat such familiar kite hen appli- BAKE i | co 
inces as dish drainers and racks with a thick, soft L | 


covering that quiets clatter. 
PLASTICS 


BRAND 


First in the world of plastics... 


DID YOU KNOW: For years, the handles and knobs on kitchen utensils have 
been molded from Baxeuire Brand Phenolic Plastic. It protects against heat ae 
and keeps its color and finish throughout the roughest scullery service. and 


BAKELITE COMPANY, Division of Union Carbide Corporation 


30 East 42nd Street. New York 17, N. Y. 
The terms BAKELITE, UNION Canrsiwe and the 


Irefoil Symbol are registered trade-marks of UCC 
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In Paper Making 

This 300-ton per day instrument-controlled 
hardwood kraft bleach plant in Oxford 
Paper Company's Rumford, Me., mill needs 


I 
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only one operator per shift. Instrumentation: 
(1) control consoles for startup; (2) graphic 
panel for process control; and (3) conven- 
tional ponel for cost accounting recording 
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In The Petroleum Industry 

An ElectroniK instrument and a Baird Asso- 
ciates Plant Stream Analyzer are saving 
$35,000 a year by controlling isobutane 
losses in producing aviation alkylate at 
Standard Oil Company of Ohio's Toledo 
refinery. This installation paid for itself in 


six months. 


GG your 


reverse the 


in Water Treating 
A Honeywell ElectroniK pH controller cuts 
‘erating costs in the compressor station of 
handle Eastern Pipe Line Company. A 
- _ automatic method for treating cooling 
water at Panhandle has reduced chemical 
costs 50 to 75 per cent. 
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trend with Honeywell instrumentation 


Instrumentation can deliver more profit from 
your process . . . automatically. Today’s auto- 
matic controls can improve your process in 


many ways. 


Instrumentation can help you make better 
products in fewer man-hours . . . give your 
technical men more “think” time. . 
provide accurate data for continuous cost 


.- even 


accounting. 


If you’re planning to modernize your plant or 
build a new one, ask Honeywell to show you 
how instrumentation fits into your particular 
picture. You’!l get well-qualified help from the 
world’s largest maker of automatic controls. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., 
Industrial Division, Wayne and Windrim 
Avenues, Philadelphia 44, Pa.—in Canada, 
Toronto 17, Ontario. 


Minn €aAaAPOLIS 


Honeywell 
iH Fits on Couttcols. 
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Building tomorrow’s trains today 


On the Burlington’s luxurious new Denver Zephyr you 
find the “Slumbercoach’’, a new, all-room, sleeping car 
for passengers traveling at coach fares. 

On the Santa Fe’s El Capitan you find Hi-Level 
coaches, where everyone rides upstairs. 

On the New Haven you find the Roger Williams, a 
high speed, low-center of gravity, six car train in which 
every car propels itself. 

On the Pennsylvania you find the low-slung, “‘tubular”’ 
Keystone, and, on order, a radical new lightweight car, 
Pioneer III for commuter service. 

All these trains are built of stainless steel. All were 
built by Budd. 

They present many startling differences, for each was 
custom-designed to meet particular railroad needs. You'll 
enjoy riding in a modern train. 
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EXPANDING BUDD ACTIVITIES 


Long known as the nation’s largest independent producer 
of automobile bodies, and famous for the steel disc Budd 
wheel, Budd is entering other fields where its engineering 
and production facilities can contribute to manufacturing 
and scientific progress. 

These include two subsidiaries, Continental-Diamond 
Fibre Corporation, an important supplier of vulcanized 
fibre, tapes and laminated plastics to the electrical, elec- 
tronics and many other industries, and Tatnall Measur- 
ing Systems Company, providing new kinds of proof 
work called “environmental testing’. Another recent de- 
velopment is the Nuclear Systems Division, which deals 
with radioactive materials and machines for radiography 
and the utilization of nuclear radiation in industries of 
all kinds. 

In addition Budd is becoming increasingly active in 
the aviation industry, manufacturing components for jet 
engines, and working with manufacturers in the de- 
velopment of air frames of high thermal tolerance. 

The Budd Company, Philadelphia 32. 





‘‘What do you know about 


Texaco's One Sales Agreement?” 


Many of the more profitable approaches to reduced 
operating costs can and should be applied to lubrication 
routine: (1) quantity buying, (2) simplified inventory, 
(3) uniform specification and (4) adequately engineered 
application. It is because of this that Texaco’s One Sales 
Agreement has become so overwhelmingly popular with 
the management teams of multiple-plant operations. 
You see, only Texaco operates out of more than 2,000 
Distributing Plants strategically placed in all 48 states. 
This arrangement means you can get rapid delivery and 
lubrication engineering service that is fully coordinated, 
yet is geared to solve individual lubrication problems no 


matter where they arise in your operation 


i8 


“It offers 
4 compelling advantages 


to Management.” 


“- 


ve 
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This is practical aid to management. The kind of aid 
that helps bring production up and costs down. Would 
you like to know exactly how this One Sales Agreement 
operates? Call the Texaco Distributing Plant nearest you 
or write: 

The Texas Company, National Sales Division, 135 
East 42nd Street, New York 17, N. Y. 


Texaco) 


INOUSTRMAL LUBRICANTS 
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Production trends aren’t too heartening—and won't be till fall. 
Yet personal income and retail sales—the heart of any economy—con- 
tinue to do just about as well as anyone has a right to ask. 
In other words, consumers are helping manufacturers work down inven- 
tories. This, if it keeps on, will soon prod production. 
— 


Retail sales aren’t setting any monthly records, after you allow for 
normal seasonal variations. In fact, the margin of gain over a year ago may 
even be thinning a bit from its earlier rate of roughly 5%. 


Yet the unadjusted dollar value of all store sales in May was $16.9- 
billion, the Dept. of Commerce reports, highest so far this year. 


And the five months’ sales hit $78.2-billion for a 4.9% gain. 


Presumably the value of retail sales currently are inflated a couple of 
percentage points due to higher prices. But gains are fairly satisfactory, 
even allowing for that, when you consider that factory employment has been 
slipping gradually and overtime virtually disappearing 


People’s income from wages and salaries has gained at an annual rate 
of only $1.8-billion so far this year. The improvement since the end of 1956, 
in fact, has amounted to not quite 1% 


For the five months last year, the gain was $5.6-billion or 2.8%. 


The sharpest gain in personal income is going to people who aren't 
working—perhaps people in many cases who have recently stopped work 


During May, as was the case in April (BW—May25’57,p35), there was 
a noteworthy rise in social security and other welfare payments made by 
government. Such outlays are 17% ahead of a year ago 


One group sharing in social security for the first time to any extent 
are farmers. Their payments, along with receipts under the soil bank 
program, doubtless are causing many elderly farmers to call it quits. 


In view of the cost-price squeeze, incentives to keep on are slim. 
e 


Widespread vacations from now through August, including some that 
involve industry-wide shutdowns, will keep business lackluster. 


Demand for most raw materials, even those on which inventories have 
been pulled down to the danger point, will be slack. 


Production has been declining very gradually so far this year, and there 
is little reason to expect the trend either to improve or worsen over the next 
couple of months. 


The Federal Reserve Board’s production index for May stands at 143. 


There has been a decline of a point a month for the last three months 
(The cut for March involved a revision just announced.) The drop from 
December’s 147 peak amounts to roughly 3% so far, but we remain a couple 
of points higher than a year ago 
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Production of durable goods for the consumer market—mainly things 
made of metal and wood such as autos, furniture, and appliances—accounts 
for much of this year’s decline in manufacturing activity. 

Such output, down 10% from December, is little ahead of a year ago. 


At the same time, metal fabricating in general has come down about 
4% since the year end. Even machinery, buoyed by high-level demand for 
production equipment, has had a moderate dip. 


e 
Producers of nonferrous metals see no likelihood of a real upturn in 
demand for several weeks unless Congress comes to the rescue 


Prices of copper, lead, and zine at midweek were the lowest in three 
years or more. This came about when the big copper producers finally tired 
of trying to hold the 32¢ a lb. quotation and cut to 29%¢. A few minutes 
later, zinc was cut another %¢ a lb 


Sharply lower prices for the red metal in London on Monday and 
Tuesday had foreshadowed the cut 


Demand for copper and brass products recently hasn’t been too bad. 


Consuming industries have been buying hand-to-mouth, to be sure. And 
careful pricing has been essential in closing contracts. 


But even lower prices for copper and zinc aren’t going to end brass 
mills’ worries; the latest threat is a rising tide of imported products. 


Pricing policy, always tricky, really gets tough in times like these. 


You saw it highlighted by markups in two industries this week: 


* Cigarette manufacturers added about 1¢ a pack for most brands. This 
coincided with a favorable report on April sales—but it also came on the 
heels of the latest lung cancer scare. 


¢ Sinclair Refining boosted gasoline and light burning oils a fraction of 
a cent to compensate for costs added by a new wage contract. But the higher 
prices face their test in a market beset by oversupply. 


Troubles in lumber and plywood, tracing to the low level of homebuild- 
ing, cropped out anew this week. 


Two plywood producers in the Northwest cut $2 a thousand off sanded 
panels. Output had risen on signs of improving business. However, it now 
appears that production again is outrunning shipments. 


And mill prices on lumber still are sagging. Crow’s price index dipped 
more than 50¢ last week and now is down nearly $13 in a year 


Reassurance on future paper and paperboard supply came from two 
sources this week, one within the industry and one from government. 


* David L. Luke, Jr., president of the American Paper & Pulp Assn. and 
head of West Virginia Pulp & Paper Co., sees capacity outrunning needs 
during most of the next two years—even in newsprint. A bit of excess 
capacity has been apparent in paperboard for some time. 


* H. B. McCoy, for the Dept. of Commerce, reports newsprint production 
in the U.S. rising faster than demand. While imports will continue the 
largest part of the supply, they soon will cease to dominate the market. 
In a few years, domestic output will meet about one-third of all needs. 


Contents copyrighted under the general copyright on the June 22, 1957, issue—Business Week, 330 W. 42nd St.. New York. N. Y. 
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TAPPING MOLTEN IRON FROM A BLAST FURNACE AT J&L’'S ALIQUIPPA WORKS 


Research Looks Ahead...to Lower Costs 


Perhaps the most pressing problem in the steel yield through improved practice on present facilities, 
industry today is the search for new and less costly with even better yield in prospect. Meanwhile, the 
ways of making steel search continues for entirely new iron-making 

In J&L and throughout the steel industry, re methods. ‘These and other research 
search scientists see a great opportunity in develop projects are typical of continuing 
ing new machines and methods that will improve progress at J&L—a growth company 
our products, raise our productivity, and cut costs in rowth industry 


The familiar blast furnace, where iron ore is 


smelted into iron, already has come under the long Jones & Laughlin 
ha “d look oi our tect! IK al 0 le Result incre ised Tres RF RAT N-PITTS 
lar ly in peo} lt: iner STEEL 

J&L...A GREAT NAM E IN STEEL 
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in this and other smart decorator colors 


2 smartly-styled models, efficiently designed and sturdily built for a business lifetime of wear 


Your office should be as attractive and 
comfortable as a home living room. And 
why not when you can get General- 
aire, America’s most modern office desk 
that is turning dull-looking clerical 


areas into pleasant places to work 


To harmonize with wall, fixture and 
drapery surroundings, GF’s General- 
aire comes finished in many interesting 
color tones... Suede Brown, Pine Frost 
Green, Autumn Haze, Manila Tan and 
Glen Green. And all have harmoniz- 
ing Velvoleum or Textolite writing 


tops for eye-resting qualities as well 
as smooth functional beauty. 


As for the GF Generalaire desk itself, 
it incorporates too many new exclusive 
features to name here. But of this you 
may be sure: It has everything you'd 
expect in a much costlier desk .. . plus 
some efficient features you won't find 
even in far more expensive desks. This 
metal desk can’t split or warp, its 
drawers will never stick, its solidly- 
welded joints can’t come loose. Year 
after year, from the day you buy a GF 


MODE-MAKER, GENERALAIRE, 1600 LINE DESKS @ GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT @ GF ADJUSTABLE STEEL SHELVING 


GF metal business furniture is a GOOD investment 


Generalaire, it will be as handsome as 
it is today. That’s real economy! 

The best way to choose from GF 
Generalaire’s 42 models is to see them 
at your local GF Dealer or branch. 
For a full-color illustrated folder, write 
The General Fireproofing Co., Dept. 
B-84, Youngstown 1, Ohio. 


GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 
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SEN. HARRY F. BYRD, second from right, and Treasury Secy. George Humphrey, left, square off during Democrats’ 


Opening Attack on Tight Money 


( speeches in the Senate, casti 
ati ig hi th interest rate A few day 
financial condition, but it could be a political free-for-all. pefore the hearings opened, the word 
ime from the party’s top man in the 
A’ S. SENATE committee this week Harry F. Byrd (D-Va ind apparent! Senate—Majoritv Leader Lyndon John 
b 


began what was billed as a-his will last until Byrd's patienc x m of Texas. “‘Hard monev,” he said 


Byrd hopes to make it a historic inquiry into the nation’s 


toric inquiry into the financial cond hausted. He has promised each memb« domestic issue number one 

tion of the nation—from U.S. Treasury of the 15-man committee unlimite Johnson described it as a “ruinou 

to crossroads bank time to question witnesses. Sen. Robert lic) harmful to business and to 
But in a matter of hours, the inquir S. Kerr (D-Okla lemonstrates what state and local government, profitabk 

erupted onto the floor of the Senate as___ this can mean: He plans to question mly to lenders. And he pinned respon 

an all-out political eve-gouging 'reasury Secy. George M. Humphre ibility on Humphrey, who will shorth 
It’s unlikely that’ the inquiry—as it the lead-off witness, for two days leave the Administration after 44 vears 

is now being conducted—will turn up Humphrey is to be followed by Wil is the personification of fiscal orthodox, 

anvthing new or significant about fi liam McC. Martin, chairman of the md the strongest defender of credit 

nancial conditions. But it mav show Federal Reserve Board, and lesser off tringency in time of boom 

whether tight monev and all its ramifi cials, many of them prime targets of 

cations will help Republic ins or Dem Democrats on the committee. Some of \. Humphrey Well Armed 

ocrats in next vear’s election the Democrats are urging Byrd also to 

¢ Humphrey Leads Off—The hearings ask “victims” of tight money to testift When the hearing opened Tuesday, 

by the Senate Finance Committee began ¢ Top Issue—Democrats have been Humphrey was ready with a counter 

Tuesday under the chairmanship of leading up to the issue for weeks in a ittack. Congressional committees usu 
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ADVERSARIES: Sen. Robert S. Kerr (D-Okla.) asked two days for his own cross-questioning of Treasury Secy Humphrey, right. 


set only a brief prepared statement 
m Humphrey—insultingly brief, some 
itive lawmakers have said. Not this 
He read a tightly written, statis 
tudded 50 pages of 
nd a half 

showed from the beg 

loa led 


his 


material for 


LIT 

n of 
ut that there was no micro 
vl k ot the 
have trouble hearing 
few pages, he accepted 
ion of Republi ins on the 
to move up to the 


wh 


md peopl in the 
might 


icine i 


raised 


bench occupied by members 
the 
ement wrapped up the hard 

n favor of tight credit as a 
booms. He defended his 
is Treasury Sec 


Martin 


uld tace iudien 


own 
retary, and 
I’ederal Re 
described an economy that is 

ilong at full throttle, 
this prosperity 
common man 


ind the 


ind 
had 


In four vears, 


| of how 


helped the 

he said, the earnings of labor, even after 
iyustments for price inc 

gone up $10 a week 

¢ People’s Choice—Humphrey 

hed inflation as the 

continued prosperity 


reascs, have 
identi 
threat to 
ind he challenged 
the 


greatest 


carry their case to 


his critics to 


ter 
iC 


24 


“Faced with this choice between 
the inconvenience of limited credit and 
the robbery of renewed 
people would certainh 


course which we have pursued for the 
} | 


inflation, our 


} 
choose tne 


ll. Political Outbreak 
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phrey’s statement represents the strong- 


est, tightest, most-reasoned defense that 


the Administration’s top 
brains could produce, 


economic 

in order to con- 

the public that their policies have 

right 

midweck, as the questions began 

is plain that Humphrey 

iad anticipated most of the Democratic 

criticisms. Democrats tele- 

their Senate 

ilreadv asked 
Most of Humphrey 
mages consisted of 

All this lavs down the 
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take their 


» come, if Ww 
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icr hearings 
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general direc 
hearings will take, as senators 


turn in the questioning. 


ill. Reply to Byrd 
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Though a warm admirer of 
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He find 
“exceedingly dangerous 
urrent fiscal and 
Byrd has three 
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threat of inflation 
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Humphrey of having 
Dept. bookkeeping 
though the Ad 
ministration had reduced the public 
debt, whereas Byrd argued it had really 
increased from $266.7-billion in Janu 
rv, 1953, to $274.2-billion currently 
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had been reduced some $1.6-billion the 
past couple of years, 
Byrd's main point 
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whole, 
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public debt, Humphrey was dealing 
with the subject that helped lure Byrd 
into the whole investigation. In a pre 
liminary statement, Byrd pointed out 
that interest on the debt is taking 10¢ 
out of eve ind that 
if the 


rehnanced at 
recent rates, the cost 


the present $7 


; 


federal tax dollar, 
entire debt wei 
would rise from 
2-billion to $10-billion 

Humphrey showed that, since the 
Administration ok office, the per 
capita interest irge on the debt ha 
risen from +2 This $5 per 
person, he sisted, is a bargain | 
would be disappointed to sce [interest 
rates| go anv higher,” he told the com 
mittee, “but if that is the price we must 
pay to prevent the growth of excessive 
credit and consequent inflation, it will 
well justify the 

Humphrey 


particular 


price 

denied that the ‘Treasury 
trouble with it 
even though, the da 
Ire isury bonds had 


page ZO). 


Is m any 
own fhnancing 
before he testified, 


unk to new lows 


IV. Hot Issues 


lhe issues with highest appeal to pol- 
iticians will be developed by a group of 
Democrats on the committec 
bv Kerr, Albert Gore (Tenn 
sell B. Long (La 
Hubert Humphrey (Minn vho has 
taken a leading part in Senate debates— 
m unofhcial board of strate for 
the Democrats against tight 
¢ Heavy Spending—Kerr talks about 
“the triumvirate of high interest, 
hard money, and tight credit \ 
group deplore th 
f credit 


headed 
md Ru 


Thes« men plus 


DOT 
evil 


the scnators 


stringenc' n housing 


works. und small business loans. Secy. 
Humplire u th Republi 
imswel 
e In the ol ' I be 
b 1 spel for 
much as in the pre 
e $16.7-billion has 
ew highwavs—mor 
ceding 11 vears 
1 


1} 
. SS.8-billion i 


billion has housing—as 


Cais 1\ Cal 


been spent for 


than 


pcen 
more than in the 
And during the 
months for which 
school 


previ 


chool constructi 
preceding 20 


I 
most 


vear;rs 
recent ning 
comparisons are available, mor 
bonds have been sold than in am 
ous nine-month period 

Even in regard to 
Humphrey had a reassuring word: Credit 
eranted by the banks of the 
that, in cannot make 
more than $100,000, has in- 
creased 19° during the 
Administration 
¢ Housing—Gore makes a specialty of 
ight money’s impact on housing. He 
likes to show that on a $10,000 20-vear 
mortgage, the cost of interest has 
from $7,000 to $10,000. Secy 
phrey concedes that interest 
gone up, but only by a 


small business, 
10 R53 
countr\ gcncral 
loans of 


] IS¢ nhower 


gon 
Hum 
costs have 


small fraction 


of the in other costs such as 
land, materials, and labor. 
Humphrey blames the current slump 


gencral cost in 


MICTCAas¢ 


in housing on these 


creases and a slowdown of new-family 
formation, rather than on tight money. 
¢ Inflation Theories—Gore and Long 
onsistent position that increases 
infla 


COUTSC, 


] 
take a 


in interest rates are themsclves 
tionarv—cxactly 
from the views of 
theorists iIrguc 
discourages marginal demand for money 


inflationary 


opposite of 
orthodox monetary 
who that rising interest 


ind therefore lessens pres 
ures 
inflationary 


Gor 


Chere is nothing more 


than high interest rates,” con 
tend 

Secy. Humphrey was prepared with a 
detailed rundown of the role of interest 
in cost Of the cost of a {manufac 
tured| article selling for $100, about 33¢ 
represents interest, with no more than 
l0¢ of that representing an 
since 1952.” he told the committec 
He said that consumers are now paying 
$127.50 for that 10 
$100—and 


of this $27.50 rise, 


INCTCASC 


VCars igo 


that out 
interest 


goods 
would have cost 
1MICTC ised 
responsible for only 20¢ 
¢ Who Profits?—Sen. Humplirey and 
Johnson repeatedly charge that tight 
operates for the sole benefit of 
‘An economic svstem in which 
only profitable 
imnot long survive,” Johnson told thi 
Senate the same day the Bryd hearings 
opened 

At almost the 
Humphrey 


that the earnings of insured commercial 


’ , 
Dian l ! 


Mmonc' 
] 


ICNIGCT 


lending is the ictivits 


same moment, Secy. 


was telling the committee 
return on average capital 
unts, were 7.82‘ last vear—lower1 
werage for the prior three 
ind for th 1945-5 
Democratic Administrations 
¢ Douglas’ Role—In all this, Sen 
Douglas (D-Ill), plays a_ rol 
own. He is a 


committee, but his 


1} the 


vcars under 


Paul 
ill his 
junior member of the 
standing as a for- 
mer professional cconomist and _ his 
fiscal-monetary study of 1953 as chair- 
of the Joint Economic Committce 
ipart 
Secy. Humphrey, indeed, took pains 
his statement to nominate Douglas 
1 patron saint of tight credit to 


train 


nan 


of Congress, set him 


i boom. Humphrey quoted twice 
Douglas’ 1953. stud 
proval. During one of these 
Douglas’ neighbor at the committec 
table—Sen. Clinton Anderson (D-N, M.) 
made the halo 
Illinois 

Douglas’ questioning, when he gets 
his turn, will probably sustain the prin- 
ciple of using tight money as a restrain- 
will be critical of 
the way the principle has been applied 
On the whole, he'll probably have a 
restraining effect on the Kerr-Gore-Long 
group 


trom with ip- 


pass ivcs, 


sign of a over the 


in’s head. 


ing influence, but 
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Money Gets New Arm-Twisting 


@ Squeeze approaches climax, as all sectors of 


money market are caught by new rise in borrowing costs. 


@ Monetary managers hold to restrictive credit 


policies, hope latest rate adjustments will stabilize market. 


@ But most market authorities see worst still to come, 


and many Wall Street men fear a blowoff ahead. 


Ihe squeeze on ipproached 
1 climax this week as the cost of bor 
owing jumped perpendicularly all along 
the line 

All sectors of the money market 
felt the pinch And though there wa 

general expectation that this week's 
queeze would temporarily case some 
what for technical reasons, market au 
thorities were almost 
predicting that the 
come. 


monc' 


unanimous in 
worst was vet to 


Uhis is because the nation’s monetary 
Washington are intent 
their restrictive credit 
In a statement before Congress 
page 23 Federal Rx serve Board 
Chmn. William McC. Martin made 
this week that economic condi 
tions do not call for “relaxation in 
efforts to curb 
Martin's statement was consistent 
th current Fed policy. Last week, for 
example, the nation’s banks were forced 
into debt with the Fed to the tune 
of $570-million, up $124-million from 
tl vious weck. But the Fed 
no attempt to ease pressure, although 
learly the banks face 


th an upsurge of demand 


manager®rs in 
on mamtaming 
policy 


ck iI 


inflationar. pressures is 


¢ rT made 


were being 

from 
itions borrowing to pay taxes 
The ( | ed 7 i} 
time of 
COTH inced the 


indications of th 
ittitude 
hear tax borrowing 
market that though 
how ome slight 


coming at a 
conditions might 
improvement once 
the tax date passed, the squeeze itself 
ould get worse 
In fact, the market was not 
ibout the high 
but even its availability 
¢ Everybody Caught—There was no 
doubt this week about the trend t 
higher rates. Borrowers of all kinds, 
public and private, short-term and long 
were caught by the 
¢ The U.S. Treasury paid 3.4% 
on its weekly of 91-day bills, the 
highest vield since the bank holiday of 
1933 

e The major finance companies 
upped their rates on borrowings for 
the second time in less than a week 
to 34% for 5-to-29 day paper, 4% for 
six-month money. Commercial paper 
ilso raised their rates, with the 


onl 


concerned cost ot 


Mone 


term squceze¢ 


ISsuc 


ck ilers 
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result that big corporate borrowers will 
“ for tour-to-six 


smaller 


have to pa\ 36 month 
firms will pa 
| 


monev, while 
+} 
e In the long-term market, South 
ern Bell Telephone & Telegraph Cx 
top-rated utility that sold $60 
million issue at 3.9 last October 
this week $70-million at 
+9 the highest it has had to pay 
since 1929. Moreover, it had to sweeten 
its offering by refund 
inv of the 


borrow¢ d 


iwreeing not -to 
issue for five 
Companies that did not 
best terms paid even higher costs and 
had to swallow stiffer terms. For 


years 


command 


rcnture 


sore new 


now 


urities 


imple, Michigan Consolidated Gas Co 
this week paid 6.1% on an offering of 
$30-million first mortgage bonds. In 
November, 1955, it had paid slightly 
ke than 3.4% 
¢ Pulling Back—Faced with these con 
ditions, some companies changed thei 
plans for borrowing. Last week, New 
York Central RR decided against pa 
ing the rates demanded by underwriter 
fe public offering, and sought to 
mak yrivate placement. This week, 
Public Service Flectric & Gas Co 
postponed an offering of S25-million 
n prete red stock because of “‘unsettled 
conditions,” and Associates Investment 
( drew back a $20-million del 
issue due to “the disorganized condi 
tion of the market.” Kerr-McGee Oi) 
Industries, Inc., delaved a public offer 
ing while it sweetened the terms 
¢ Stabilization Hope—According  t 
market experts, the high 
level of rates represents an attempt 
to achieve a supply-demand equilibrium 
in the interest rate structure. As once 
underwriter put it, “We've 
reached a point where rates are realistic 
enough to tempt investors.” 

The U.S. government se 
market is also undergoing a full-scale ad 
justment. Normally, interest rates on 
governments are about 4 of 1% below 
the top corporate issues. But as the 
vields on corporates rose this spring, 
the margin widened. However, in the 
past two wecks, prices of governments 
have declined sharply, in many cases 
reaching record lows. For example, the 
famous Humphrey-Dumpty” 34‘ 


bonds \( lling bel yw 94+ now vield alm st 


4 


Ihe Federal CSCI 
broad idjusti cl 3 rates carried 
through th 
ket. But 


hope s that the 


tabilize the mat 

that the 
irc not su he fact is that the 
market, both for 
new sh and refinancing, fairly con 
stantly this summer. If corporate de- 


: } : 
mand I 1! i 


: 
idmiut 


Ire ISUTV W 


then interest 


rates will pl urge higher 

Certain! he mone 
that as long 
by both 


managers feel 
mand for funds 
ind business con- 
tinues, th 1ust manintain a tight rein 
on the n upph As 


it, any ixation in their credit policy 


the sc 
would I new stimulus 
to the wage-price spiral. The 
siders that higher rates are inevitable 
it this t ipital boom 
¢ Discount Rate Debate—Actually ther 
now a strong board 
ind at the regional want 
nother hike in the discount rate, which 
has been at 3 ince August. ‘They 
that it merely confirm 
the over-all rise in interest rates. From 
hike in the dis 
count rate would not be an indication 
but merely be 
state of 


led con 


minority in the 


banks 


who 


iTrguc 


this point 


urrent 
the market 
Chis view pr 


in man f the gional 


idherents 

Fed banks 
is well as in the board itself, does not 
officials who 
ove claim that 
te structure has 


ustment, a_ rise 


h has 


claim a m hos« 


vould insure a fur 
i] the Sd\ it 
le idl to I 
ymmercial 
unts 
t least tw ed 
ipplications for 
unt rate 
in board ot ZOVCT 


nors, wl uthority to ap 


hike in 


b nks 


turned 


prove r reject ll moves on the 
York Fed, 
which is i e heart of the money 
market I 
strongly. A 
cials, anv neé 


discount rate 1¢ ew 


overt move most 
one of its top ofh 
of tightness might 
market. 
hold off any 
gets through 
the financing operation it has coming 
up within two weeks. But the market 
has no assurance that the majority now 
against a still exist later in 
the summer 
¢ Blowoff Ahead?—Many Wall Street 
men feel that whether or not the Fed 
money market is headed 


bring on a crisis in the money 
The led will probably 


move until the Treasury 


HOVE will 


moves, thc 
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for a climactic blowoff. As they see 
it, the Treasury will be forced to pay 
a great deal more than current rates 
for the cash it needs, and this will 
not only mean higher rates all around 
but will cut down on the amount avail 
able to the rest of the market. The 
result could make the squeeze so tight 
that it would precipitate the kind of 
crisis that existed in early June, 1953, 
when borrowers were unable to get 


funds at any price. If that happened, 
the ed certainly would have 
its tight money policy—and might be 
forced to swing toward easier moncy 

Ihe Fed says it would like to avoid 
any severe trouble in the market. But 
observers point out that the market 1s 
ilready undergoing a lot of stress and 
strain. “It will only take a little 
pressure,” underwriter, “to 
bring on real troubles.” 


to relax 


more 
SA4VS One 


Heat Plays Hob With Utilities 


Breakdowns and unexpectedly high summer demand 


catch New York and Chicago with reserves unready. 


“Emergency!” cried two of the na- 
tion’s largest electric utility companies 
early this week. They sent out appeals 
to their customers: “Turn off all the 
lights and air conditioners that you 
don’t really need—please.” 

Heat over the half 
of the nation, a few minor breakdowns, 
ind the changing pattern of national 
demand, had caught up with 
the two utilities—Consolidated Edison 
Co. of N. Y. and Chicago’s Common- 
wealth Edison Co. 
¢ Change from South—Over the last 
decade, with a spreading northward 
movement, the nation’s utilities have 
had to change their operating rule 
books to cope with peak demands for 
power that come now in the summer, 
breaking the old tradition of winter 
peak loads. 

The change began right after World 
War II in Houston, Tex. This week, 
New York, at least, expected it. For the 
last two years, Con Edison's winter pow 


waves eastern 


powe! 


er loads, climbing themselves, have con 
sistently been topped by the following 
Last Mondav, though, after 
three solid days of high temperatures, 
the heat cycle caught up with Con 
Edison 

It thought it would have enough of 
its 3,696,000 kw. capacity available. 

Some standby generators were idle, 
ind others, normally running, were 
down for Available capacity 
was between 200,000 kw. and 300,000 
kw. less than the 3.69-million § kw. 


summer's 


repairs 


maximum. 

Then demand started to soar. A 
large part of it came from air condi 
tioners, installed in thousands over the 
last few years. 

Simultaneously, breakdowns began in 
the power stations, and, in a few cases, 
in cables and transformers 

The prime cause of 
around heat. In _ the 
tions, heat helped cause the break- 
down of boiler and generator parts. 
Bv 10 a.m., these breakdowns cut Con 


trouble all 


was power! sta 
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Edisons’s capacity by some 550,000 kw 

he appeals went out, some to inter 
connected systems, others to customers 

Within an hour, other systems were 
helping out. Niagara Mohawk Power 
Corp. sent Con Edison 100,000 kw., 
stepped it up to 200,000 kw. later. Long 
Island Lighting Co. put in almost 100, 
000 kw. These amounts still couldn’t 
help Con Edison meet the demand 
Con Edison itself struggling to 
put its standby generators to work 
ind repair the breakdowns. In the hour 
between 3 p.m. and 4 p.m. it met its 
peak load for the day—3,236,000 kw 
e Same Story—In Chicago, Common 
wealth Edison’s troubles were similat 
Generating equipment of 400,000 kw 
was shut down for repairs at the start of 
the day. By mid-morning, breakdowns 
again caused by heat reduced capacity 
Rapidly, service had to be 
cut to some areas, and voltage reduced 
to others 

Later, with power 
utilities, it met a load of 
3.7-million kw.—still not above last 
winter's peak of 3.74-million kw 

Utilities know that thei 
wavy around the danger of the blackouts 
ind dim-outs that afflicted New York 
and Chicago this week is to have 

e Batteries of extra 
ready to take over if one or more of its 
plants is unable to produce 
Extra capacity is usually left lying idle, 
sometimes it takes a full dav to get it 
running at full output 
e Finely scheduled 

programs. A decade ago, utilities 
handle this in the quiet 
riods; now they have only a few weeks 
in spring and fall when they can safely 
dismantle and repair large parts of thei 


Was 


even mor°e 


borrowed from 


other 


only sure 


gencrators 


powe! 


maintenance 
could 
Summecr pe 


svstems 

lo guess right, utilities must obtain 
ind imterpret correctly long-range 
weather forecasts, must also keep a clos« 
check on sales and installations of ele 
tric appliances in their territories 
Sometimes they still gue 


Ha Ss wrong 


Fall-Out Problem 


Radioactivity in water 


and air poses operational 
problems for the photographic 
industry—but it is licking them. 


Knowlton Bros., an 
York manufacturer of 
papers, has just resumed production 
after a 45-day shutdown The laps 
in operations was caused by a slight 
radioactive contamination of the com 
pany’s water supply. The degree ot 
contamination was much too slight to 
be considered a health hazard. But even 

light degree of contamination is too 
much if you make photographic sup 
plies. And the fall-out problem created 
by the testing of atomic weapons 1s 
which the whole photographic 
industry is having to cope with 
¢ Adjusting Schedules—Knowlton has 
to schedule its production of special 
papers that it supplies to several major 
photographic products manufacturers 
by the level of radioactive contamina 
tion in. the and air. A 
scopK radioactive dust particle on paper 
that is used for wrapping or packing 
film can seriously fog or spot sensitive 
film So the Watertown company 
makes photographic paper as fast as it 
can when fall-out is low or absent 
When fall-out is high, production is 
shifted to other types of paper products 
he 45-day halt in photographic paper- 
making was the most prolonged shut 
company has had 
upstate New York paper 
Lewis Co. of Beaver Falls, 
much the way. The 
longest period during which it has had 
to curtail production of sensitive prod 
ucts has been 12 days. “Fall-out is a 
problem,” says Pres. J. P. Lewis, “that 
we have learned to live with. We build 
up inventory when conditions ate 
favorable, then shift to other products 
when our water and air show any signs 
of fall-out It’s like the construction 
industry where building goes fast in 
good weather and slows down when it 
storms.” 
¢ Fall-Out Information—Knowlton and 
Lewis and other photographic suppl 
companies throughout the country get 
1 big from the National Assn 
of Photographic Manufacturers, Inc., 
in licking the fall-out problem. NAPM 
maintains liaison with the Atomic En 
ergy Commission warned of 
impending weapons tests. Large com 
in the field, such as Ansco and 
Eastman Kodak, also keep small sup 
pliers in their areas informed on local 
fall-out conditions 

There ar 


upstate New 
photographic 


one 


water micro 


down the 
Another 
mill, J. P 


opel ites same 


assist 


and is 
panies 
why the 


several reasons 
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industry has kept quict about the fall 
out problem. For one thing, it doesn’t 
want to draw public attention for fear 
of an imcrease in complaints or local 
panic. For another, there apparentls 
is widespread confusion concerning the 
security classification of any informa 
tion on fall-out 

lhe AEC supplies the NAPM with 
advance warning of all weapons testing 
by the U. S. and any other countn 
it knows about. The NAPM sends out 
conhdential letters to its members, who 
udvise suppliers in their area 
¢ Security Confusion—As far as AEC 
is concerned, all information passed out 
except Pacific test dates is unclassified 
But NAPM, in order to simplify its 
job of getting information to the in 
dustry and to keep on the safe side, 
has tended to stamp all fall-out infor 
mation as confidential 

Actually, NAPM’s system of dissem 
information of 
dates back some 


rachoactivity 
In the 1930s 
radium paint in scrap paper used as a 


inating 


20 vears 


film 
radioactivity 
proportions in 1945 
first atomic Was ex 
NAPM and the government 
then set up the present comprehensive 
vstem for 


resulted im 
problem ot 


raw material 
But the 


issumed 


fogged 


serious 
when the bomb 


plod d 


exchanging information 
¢ Industry Precautions—Now, al) man 
ufacturers, including Eastman Kodak, 
Ansco, and du Pont, keep a close check 
on raw materials and local conditions 
nd report no spoilage 

Eastman Kodak maintains 15 moni 
toring stations, supervised by Dr. E. K 
Carver, who also is chairman of the 
NAPM committee on fall-out pollution 
Carver is not about future 


level He 


materials for 


worried 
in the fall-out 
that quality control of 
ensitized products is so rigid that the 


MICTCASCS SavVs 


idditional precautions taken because of 
fall-out are not too significant 
of massive fall-out, a standby procedure 


In Case 


has been developed to clean up the area 
entries, but it 
Fortunateh 
ill the radioactive particles 
filtered out 
of air and water where necessary.’ 

Du Pont has had the 
Che problem,” 


by scrubbing roofs and 
never has had to be used 


savs ( 


we have 


ITVCT, 


seen so far can be 


San experi 
Roscoe G 
Robinson, plant manager of the com 
Defender Div is like 
plant blight—vou develop an 
went to combat it 
your tomatoes.” 

¢ Special Problem—The problem is a 
little different for the photographi 
papermakers Thev need huge amounts 
100 tons of it to make a ton 
of paper ind putting in expensive fil 
ters or changing to underground water 
So, un 
thev'll 


crice SaVS 


pany handling 
i new 


ind go on growing 


of wate 


sources is not always possible 


less the situation grows worse, 


continue to produce on the basis of 
favorable fall-out reports 
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Where Congress 


ONGRESS has its second wind and is 
ia getting ready to close out its affairs 
for the vear. And the thing that 
can be said about this vear is this: ‘The 
members of the House and Senate 
found no overriding issue that needed 
legislation (chart mght). Indeed, the 
dominant political and economic prob 
lem turned out to be whether the high 
cost of government coukd be cut. 
¢ Stalemate—Pres Eisenhower, re 
turned to office by one of the biggest 
votes of confidence in history, put be 
fore Congress in his State of the Union 
ambitious legislative pro- 
effect his own 
But a 
Congress, with 
President until 
declined to do any 


onc 


message an 
gram designed to 
Modern Republicanism.” 
Democratic-controlled 
littl from the 
recent davs, has 
th ng ibout it. 
No major 


nas been passed this session 


urging 


new of legislation 
Many of 
the President’s proposals will go over 
to next table Little if any 
progress has been made on proposals 


for school 
} 


piece 


vCal 


construction aid, for a 
roadened law, for 
federal authority over civil rights, even 
for statehood for Alaska Hawaii. 
Instead, Congress and the President 
have been occupied with the economy 
debate—the President seeking to justify 
his $71.8-billion budget, with 
and Congress 


minimun, wage 


and 


minor 
concessions, trving to 
slash it, with minor success. 
¢ No Keen Interest—!h« 


Congress this vear 


record of 
is already being ex 
plained by contemporary historians on 
this ground: Relative peace and sub 
stantial prosperity make lawmaking a 
pretty unimportant activity \ vast 
majority of the citizenry, most congress 
feel, do not need 
You can recall a 
1947-49, when the country 
both prosperity and an 
of shooting wat 
Pres. ‘Truman was 
Republican-con 


refused to 


men want or new 


laws passed similar 
imate im 
was enjoving 
uneasv absence 


At that 


frustrated 


time, 
when a 
Congress espond 
juickly and affirmatively to his am 


bitious legislative 


] | 
One 


program. He talked 
ibout a “do nothine’ Congress, and, 
ifter his renomination for President, 
he called the famous “Turnip Day 
pecial session in order to get something 
done on price inflation and welfare. 
Che special session, still reflecting the 
ho-hum mood of the 
invthing either 

¢ Dull Performance—Th« 
tabular proof of the 
Congress. Except for the 
of appropriations bills, this 
Congress has little. Before the 
session is OVET. probably sometime near 
mid-July, Eisenhower will 


voters, didn't do 


table 
mood of 


gives 
this 
mandatory 
passing 
done 


have gotten 


a foreign aid act. But there is little 
chance that much more of his January 
program will be adopted this session. 
e Economy Fever—This year’s  dis- 
tinguishing feature of economy was al- 
most a chance development. ‘There al- 
wavs is latent demand for economy 
from those who pay big taxes. This 
vear, the Eisenhower in 
backing his budget, coupled with the 
dissents of key Cabinet members such 
Secy. George Humphrey, 
fanned the economy sparks to life. 
The economy first took hold 
of the House Appropriations Com- 
mittee, which set its sights on lopping 
$4-billion to $5-billion from the regular 
bills 


which in the 


indecision of 


as ‘Treasury 


revel 


The mood spread to the 
otten 
much of the reduction made 
House Senate Democratic 
Lyndon Johnson, hungry for a 
to make the 
economy and 


money 
Senate, 
restored 
by the 
Leader 


past has 


chance 
Democrats the party of 
to pin a spendthrift label on the Eisen- 
hower Admin 

Chief victims of the 
ire the new programs that call for new 
iuthorizations by Congress for future 
both 
parties teamed up to threaten any new 
public projects, 
school construction, and even military 
construction. The biggest White House 
casualtv is the program calling for 
$1.5-billion over the vears to 
help the states 

The school 


snagged in the 


good issuc, SaW a 


stration 


economy drive 


spending. The conservatives of 


works, reclamation 


next five 
schools 
onstruction bill is 
House, and prospects 


build 


for passage are din Last 
enough to bring 
This vear, the 
idded. 


politics, alwavs 


vear, the 
segregation issue wa 
1 thumbs-down vot 


h iS been 


economy issu 
¢ Politicking—There is 
to be 
ire relying on 
than legis m, to produce 
Early in the ssion, 


sx nat 
best 


remembered. Democratic leaders 
investigations, rather 
election 
Spe iker 
John 


issue Was 


mssuecs 
Sam Rav 
son agreed tl 
“tight monev” (p 2¢ 
So Ravburn s ked the Admin- 
istration 's study and 
instead pushed for an investigation to 
be made bv the House. Sen. Johnson 
picked up the ball in the Senate, tossed 
it to the Finance Committee, where 
Sen. Harrv | vrd could join with New 
Dealers such as Sen. Robert Kerr of 
Oklahoma and Sen. Paul Douglas of 
taking a skeptical view ot 
Administration monetary poli ies toward 


burn leader 


Dp op sed monetar\ 


Hlinois in 


small businessman. 


that 


dramatize the 


the farmer and 
Johnson is gambling these men 
will be able to fiscal 
policies of the Administration so as to 
produce pay-dirt issues for next year's 


elections 
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Stands, With Recess Near 


THE MEASURE 


Extending the Housing Act 
to provide lower down- 
payments and more money 
for Fannie Mae. 


Alaska statehood. 


Aid for school construction. 


Increase in first- and sec- 
ond-class postal rates. 


Easing controls on natural 
gas producers. 


Tightening requirements 
for registration of lobby- 
ists. 

Requiring prior notification 
of corporate merger plans. 


Extending minimum wage 
law to retail and wholesale 
workers. 


Requiring labor unions to 
disclose pension fund data. 


Guaranteeing voting rights 
of minorities. 


New reclamation projects. 


Adding 7,000 miles to fed- 
eral highway system. 


Eliminating tax loopholes. 


Atomic energy measures, 
including ratification of in- 
ternational agency, liabil- 
ity insurance for private 
plants, construction of fed- 
eral power plants, more 
public regulation of AEC. 


Extending temporary ceil- 
ing on federal debt. 
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HOW IT STANDS 


Both branches have passed 
substantially similar bills. 


Reported favorably in House; 
no Senate action to date. 


Reported favorably in House. 


Reported out in House; mov- 
ing slowly in Senate commit- 
tee 


Democratic sponsors and 
White House now jointly push- 
ing bill in House 


Senate committee holding 
hearings 


House ready to take up bill. 


Senate hearings ended; House 
hearings continuing until fall. 


Committees split on what 
types of plans to include. 


House has passed Administra- 
tion bill 


Action slowed by “‘no new 
starts’ policy among conserv- 
atives. 


Bill linked to ban on bill- 
boards along federal high- 
ways 


House committee disagreed 
on language. 


Treaty approved by Senate 
this week; other measures still 
in committee. 


lf July 15 tax collections are 
good, permission to continue 
$3-billion increase in ceiling 
may not be needed. 


LIKELY 
This Year 


Conferees will compromise 
differences 


Despite Administration sup- 
port, Southern opposition re- 
duces chances. 


Despite Administration sup- 
port, segregation issue and 
economy drive will block it 
even in House. 


Good chance in House; Sen- 
ate outcome doubtful 


Fair chance in House; no Sen- 
ate action 


May be reported—but not 
passed—in Senate 


House almost sure to pass 
bill; Senate won't act. 


Good chance in Senate; 
House won't act 


Almost sure to pass in Senate 
once committees agree. 


Senate chances hinge on 
move to invoke cloture, South- 
erners’ ability to filibuster 


Niagara power project may 
pass; little hope for others. 


Chances fading. 


Chances dimming. 


Politics may block the rest. 


if no increase requested, ceil- 
ing automatically drops to 
$275-billion; if new ceiling is 
asked, Democrats will make 
political hay, then pass the 


law 


OUTCOME 


Next Year 


50-50 chance, 


No action. 


Favorable Senate action 
likely. 


Odds against favorable Sen- 
ate action. 


No action. 


Good chance of Senate ap- 
proval. 


Fair chance. 


Good chaince in House. 


Bill might pass in 1958 if it 
bogs down this year. 


Niagara prospects good. 


Fair chance. 


May pass House; Senate in 
doubt 


Chances better. 








Golf's New Promoter 


Makes Big 


{1TH ONE DULI 34-year-old 

Dick Mayer, pro golfer from Flos 
ida, sank a 24-ft. putt on the 15th green 
of Toledo ss Club last 
Sunday In that moment 
Maver earned 7 purse as 
wmner of the National Open 
Golf Tournament, also put himself in 
line for future 
000 from advertising endorsement 


PLUNK 


swank Invern 
ifternoon 


his § 


1957 


titi 


SLO 


carnings of some 
ind 
tourme, 
But 
mnatcur 
90 on the 


Wa 


ippearances 
back at the 
who rareh 


clubhouse a 
manages to 


rounds thes¢ 


up 


the 


he pla 
th it 


Mav 


idding revenues 


higher than mone, 
make 

Phe is J. Edwin Carter 
presario big-time golf, who in 
years Of tournament promotion 
brought profits to this long 
business 
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PROMOTER J. Carter, 
to the got crowds 
sought at National Open Golf ‘Tournament. 
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business he 
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COMMUNICATIONS 
walkie-talkie operators, keeps Carter in 
touch with whole tournament's progress. 


network, manned 


by 


FRANSPORT runs smoothly despite the 
and the 14,000 cars filling club's 
Club collected parking fees. 


crowds 


parking lot. 
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» broad fairways, velvety greens of Inverness Club, at Toledo, Ohio. 


PUBLICITY gets Carter’s attention as he directs one of his press staff to help with PLAYERS, like Jimmy Demaret (above), 


questions from sports writers. make the event, need Carter's attention, too. 
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ber of hot dogs that might be con- 
sumed. 

Last September, Carter set himself 
up in an office in the Toledo Chamber 
of Commerce building. Meantime, the 
Inverness Club had set up its own or 
ganization headed by its most influen- 
tial members. 

Che tournament project really got 
moving late last year when Carter and 
the club committeemen began pushing 
idvance ticket sales. One technique 
was the promotion of a Christmas sale 
of tickets good for all four days of the 
tournament. Thev went at $12 each, 
ind by last Dec. 25, $65,000 was in the 
till from these sales. By the time the 
tournament opened more than $100, 
000 worth were sold 
¢ Money-Maker—Next 


step, starting 
early 


this vear, was solicitation of ad 
vertising for the 240-page printed pro- 
gram, which sells for $1 a copy and 
this vear had a press run of about 20,- 
000 

‘his printed program is one of Car- 
ter’s biggest money-making ideas. It 
was his that salesmanship 
could make advertising space in the 
program valuable that led him into the 
golf tournament business. That discov 
erv came in 1954 when, as a member 
of the Baltusrol Country Club, in New 
Jersey, he helped arrange for the Na- 
tional Open to be held there that vear 
Che program for 1953's National Open 
had grossed $17,000. Carter plugged 
the idea that a “quality” audience 
would read the program. Months of 
work produced a fat advertising take 
And when the accounts were in, Carter 
found the program had grossed $107, 
000 in 1954. Each vear since, he has 
followed the same. procedure This 
year’s gross on the program, of which 
he is, in effect, publisher, will be about 
$108.000 
¢ Cutting the Cake—Fstimates are that 
apart from the program’s profits, the 
sponsors will gross $44,400 from con- 
cession rentals and $184,000 from gate 
receipts. 

The Inverness Club takes all the 
concession rentals and 85% of the pro 
gram’s profits. Carter gets 15% of the 
gross of the program space sales, 5% of 
the gross of advance ticket sales, plus 
a fee of “a few thousand” paid by the 
club. The U.S. Golf Assn., sponsor of 
the event, and the club split 60-40 the 
remaining income from ticket sales. 

The club stands to make between 
$50,000 and $100,000 from the four- 
day tournament. Carter guesses he'll 
get $20,000. 
¢ In Demand—Only a decade ago, 
tournament sponsors were lucky ‘to 
make more than a few thousand out of 
events like these. Now they're all call- 
ing for Carter’s advice—and his system 
of research and marketing 

Last vear, the Professional Golfer’s 


discovery 
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Assn. appointed him its tournament 
manager—on a fee of $21,000 a vear 


and he'll organize more. than 60 of its . 


tournaments this year. He is also re- 
tained to manage non-PGA events. 
Carter, who has at various times been 
an auto and appliance dealer, a depart- 
ment store executive, seed merchant, 
salesman, advertising man, and owner of 


a chain of small-town newspapers, cx- 
pects he'll make “well over $50,000" in 
his new line of business this vear. 
Already he’s on his way to the next 
major event in golf: the Women’s 
Open Tournament. And two more dis- 
tant dates are noted in his diary: the 
1958 and 1959 National Opens at 
Tulsa, Okla., and at Mamaroneck, N. Y. 


New Drug Hints Cancer Hope 


Squibb’s compound is still in early testing stage, but 
its success in checking breast cancer in animals and its current 
wide testing in cancer hospitals show high promise. 


In the wake of last week’s clectrifving 
rumor that E. R. Squibb & Sons is test- 
ing a new compound that may prove to 
be the first long-sought cancer drug, 
trickles of information concerning the 
compound's significance and its place 
in the fight against the disease have 
started to seep in. 

Chemically, the compound is a steroid 
which the company calls Broxoron; it 
is related to the female sex hormone 
group of compounds 

Both Merck & Co. and the Upjohn 
Co. are reported to have an identical 
steroid under test—but Squibb appears 
to be further along in the actual testing. 
Squibb has run extensive experiments 
on animals at its Institute for Medical 
Research at New Brunswick, N. J., and 
since Mav 15 the drug has been out un 
der study on human patients at a num- 
ber of cancer research centers 
¢ What It Does—Initial results—partic 
ularly in the animal tests—indicate that 
Broxoron is unusually successful in treat- 
ing metastatic cancer of the breast (that 
is, cancer transferred from its primar 
focus through the blood vessels or lymph 
channels). What it appears to do in 
these cases is to strengthen the immu- 
nitv of the blood and its abilitv to fight 
off the intruder. 
¢ Cautious Jubilation—What puts a 
damper on official proclamations about 
Broxoron now is the fact that little of 
real substance is known about how ster- 
biochemically. The 
pound, according to a Squibb spokes- 
man, “is still in its infancy, clinicallv,” 
and can’t be intelligently evaluated with- 
out manv additional studies. 

Yet those closest to the work are 
jubilant. Squibb chemists and _ bio 
chemists have been working in 
steroid research for a numbcr of vears 
believe honestly that Broxoron may be 
the first drug of real merit in chemical 
treatment of cancer. The number of 
hospitals and medical centers that have 
received shipments of Broxoron for 
study indicates how strong is their hope. 

Officially, only the Jackson Memornl 
Hospital in Miami, the University of 


oids behave com 


who 


Miami Medical School, and New York’s 
Sloan-Kettering Institute for Cancer Re 
search are listed. Actually, more than a 
score of other centers are running tests. 
e Search—Cancer researchers have long 
sought a compound that will injure (or 
slow the growth of) cancer cells as pen- 
icillin injures the bacterial that 
cause lobar pneumonia. A number of 
chemicals have turned up 


cells 


that 
briefly restrain certain tvpes of cancer 

but none as effective as the anti-bac- 
terials. That led medical researchers to 
conclude that there must be some fac 
tor effective against bacteria but less ef- 
fective against cancer—and this factor, 
they generally agree, is immunity, the 
body’s power to fight off an invader. 

The natural immunity mechanism 
operates principally by means of circu 
lating antibodies. These are a powerful 
ally of such agents as penicillin. 

In the there is very 
little immunity due to such antibodies 

but there is good evidence that some 
spontaneous immunity can exist in hu- 
mans. his nother mech- 
anism of immunityv—the ability of a 
type of white blood cells called lyvmpho- 
cytes to combat invading cells. Under 
the microscope, scientists have observed 
lymphocytes mobilizing around a cancer 
to form a barrier. 

¢ Broxoron’s Place—Only preliminary 
research progress has been made along 
the lines of thjs reasoning. But Squibb’s 
new steroid (and its apparent success 
in fighting off the growth of breast can- 
cer in test animals) fits in neatly. 

I'he steroid hormones (secreted in 
humans by the adrenal gland) have long 
been known as an important cog in the 
immunity process. Scientists have good 
evidence that in certain forms thev re- 
strain the growth of certain types of 
cancer. Scientists have hoped to 
strengthen this immunity by artificially 
administering synthetic compounds ca- 
pable of stepping up and supplement- 
ing the adrenal hormone activity. This, 
in the case of breast cancer and accord- 
ing to early tests, Broxoron appears to 
do. 


been 


case of cancer, 


involves 
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Sinclair Opens ‘‘Hottest’’ Research Lab 


Sinclair has begun pioneering a new petroleum re- 
search frontier. In a recently opened laboratory at 
Harvey, Ill. the most powerful source of gamma 
radiation ever used in industrial research has been 
put to work in the study of petroleum processes and 
products. 

To date there have been three basic tools for 
processing ¢ rude oil—heat pressure and catalysts, 
Now there is a fourth—nuclear radiation. In this 
“hottest” of all U.S. industrial research labs, Sinclair 
Research Laboratories, Inc., subsidiary of Sinclair 
Oil Corporation, will seek ways to use this new tool 
most effectively and economically. 


Further, it will try with powerful radioactive 


tracers to resolve heretofore unanswered questions 
about the basic nature of petroleum products. 
New knowledge is essential to industrial progress, 


and Sinclair once again is showing the way in petro- 


SINCLAIR 


A Great Name in Ojll 


leum’s continuing quest into the unknown. 


SINCLAIR OIL CORPORATION + 600 FIFTH AVENUE + NEW YORK 20, N. Y. 











TV INTERVIEW granted by Khrushchev (left) to CBS newsmen is considered by 
Washington officials and U.S. observers as an indication of .. . 


New Red Propaganda Tactics 


Washington believes the Khrushchev interview sig- 
naled a new offensive by Russia to soften up public opinion. 
lt may complicate any real cultural exchange 


Ihree weeks ago Nikita Khrushchev, 
Soviet faced ‘T'\ 
during an extraordinary one-hour inter 
view on CBS's program, Facc the Na 
It was the first time that 
Soviet propaganda got inside the living 
oom of the average American 
Washington officials and non 
U.S. experts on the Soviet 
eel th t the soviet 
machine is shifting gears 
for a whollv new battle of 
tween East and West 
« The Goal—If 
the Khrushchev 
fy ‘ ilvo 
ve designed to 
e Lead the U.S. to rd 
Cceneva-ty pe 


leader, cameras 


picture 


1ZTCe d 
opag inda 


word bh« 


then 
interview was just the 


thev are right, 
in a new propaganda offen 


nother 
summit conference 
¢ Make up ground that was lost in 
uppressing the revolt in Hungary 
e Divert the attention of the 
Russian people from economic difficul 
ti it home 
¢ Build up Khrushchev’s personal 
prestige not only throughout the world, 
but within the Kremlin 
Signs of such a propaganda shift al 
ready are Khrushchev 
last week—during his visit in Finland 
that his T'V appearance was 
lent preparation” for direct negotiations 
with the U.S. Last weekend, a “Len 
housewife” propaganda- 


discernible said 


‘excel 


ingrad sent a 
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filled letter to the N. ¥ 
leading U.S. magazine 
1 long article by one of the 


limes. A 
will carry 
Soviet's 


SOOTI 


onomiusts 
¢ Cultural Exchange—And, right now 
Soviet Ambassador Zaroubin is pushing 
1 new “cultural exchange” package on 
the State Dept. It is a new 
Soviet prop ils—ballet 
oupes and opera soloists 
visits of U.S 
the Soviet 
The U.S 
still the same as it was before the 
repression in Hungary: We would lik« 


to promote 


top 
i Qu. 


version 
of earlier 
n exchange 
orchestras and artists 
Union 


position n exchanges 


delegations 
ind individuals—if they are rec 
ind there’s a minimum of propaganda. 
¢ Broadcast Problem—But ‘TV and 
radio appearances on both sides of the 
Iron Curtain present a new 
for Washington to cope with Vhe 
real question is this: If Moscow fails 
to open the door to U.S. broadcasts, 
will it still try to bypass the U.S 
government here—as it did in the CBS 
—and deal directly with U.S 
['V networks? 

Ihe Administration is extremely 
skeptical that Soviet leaders will agree 
to any free exchange of TV and radio 
broadcasts. Officials think that the 
Soviet government, on its side, would 
hedge this kind of exchange 


exchanges of 


iprocal 


clement 


interview 
radio and 


with so 


whole 
buried. Soviet 
perts here argue the Kremlin could 1 
afford to relax its 
over the means of influencing and ¢ 
trolling the Russian 
courting disaste! 

Ihe Administration doesn’t fear 
casional appe of top Soviet lead 
ers on IV. It feels that 
cold war, the Ameri 
suspicious to fall for any ¢ 
pitch. But the Admini 
that a one-sidec 


many restrictior the 


would have t 
ibsolute monop 


people—withor 


iTalice 
iter years ¢ 
in public is 
TMUDIS 
tration believes 
Datrage OvcI l 
period of time could do damage 
e Soviet Tactic—W hat’s continuing to 
rankle Washington, is that the Soviet 
government negotiated a deal with a 
major I'V network before any official 
exchange had been worked out. Asked 
whether CBS had cleared the interview 
with anvone, CBS Pres. Frank Stanton 
replied Our job as free American 
journalists is to seek out and report 
the new We cleared the interview 
with nobod 

The Administration 
to interfere with freedom of the pre 
But it fears the Soviet 
play off 
iwainst another ret access to 
public—and possibly succeed, to 


ited extent, b¢ use of the 


does not want 


rovernment ma‘ 
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uch exchange 
Policy—At_ th« 
Administration’s gen 
roaching such 


Ippearance 1 an 
* Administration 
ment, this is the 
eral policy in ap] in ex 
chang¢ p! Tam 
e It pretty much rules out any one 
shot answer to Khrushchev. That would 
put the U.S. on the defensive, implying 
that what Khrushchev 
substance to justify an 
e It is agai 


said had enough 
Inswe! 
ippearance 
Eisenhower on Soviet TV or 
radios That help build up 
Khrushchev bt indirectly equating his 
importance with Eisenhower’s 

e It will demand access to Soviet 
radio—as well as TV—networks. The 
Soviet Union has onlv 4-million T\ 
sets. But it has times that num 
ber of radios for reaching a broad Soviet 
audience 


ist any 
Pres 
would 
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Chattanooga 


Jacksonville Jackson, Miss. 


Birmingham : <= Knoxville 


Memphis 


Atlanta Charlotte 


Bowling Green, Ky. | Cleveland, Tenn. 


Steel company gives customers 


“branch office’ service by telephone 


Customers in eleven southern cities can telephone the Solar Steel 
Corporation’s plant in Nashville, Tenn., at no cost to themselves simply 
by calling a special “local” telephone number. 

In each of the cities this number is listed in the telephone directory. 
It’s as if the company has eleven branch offices in the area served by 
their Nashville plant. The cost: a small fraction of operating one office. 

Branch office service is only one of the many telephone ideas that 


are helping business reach farther for sales and reduce selling costs. 


We'd like to tell you more about those ideas that are best suited 
to your needs. Just call your Bell Telephone Business Office. 
A representative will visit you at your convenience. 


BELL TELEPHONE SYSTEM ‘BAY 





In Business 


Schenley Sues for $39-Million Refund 
In Test to Kill “Force-Out” Whiskey Tax 


Schenley Industries, through two subsidiaries, this 
week carried into federal court the liquor industry's fight 
against U.S. “force-out” taxes. It sued for the return 
of $39-million in whiskey excise taxes paid in the Pitts- 
burgh district on liquor still in bond after eight years. 
The suit is a test for about $1-billion in industrywide 
claims 

On the day Schenley sued in Pittsburgh, the Treasury 
Dept. caused to be introduced in Congress an “anti- 
windfall” bill that would bar tax refunds on liquor or 
tobacco unless the taxpayer could prove out-of-pocket 
loss 

Thomas E. Dewey, for Schenley, argued that the 
force-out law was unconstitutional because: 

* The eight-year limit makes the tax a direct one, 
hence a federal invasion of a tax field reserved to the 
states 

* “Due process” was violated because the tax rate was 
raised during the period when some of the whiskey in 
question was in bond. 


Philip Morris Moves Into Packaging 
As Stockholders O.K. Milprint Merger 


Philip Morris, Inc., took its first step outside the 
confines of the tobacco business this week when its 
stockholders O.K.'d a merger with Milprint, Inc., of 
Milwaukee. Milprint has been one of the last major 
independent makers of flexible packaging; sales last year 
were $55-million. 

In other corporate deals: Standard Pressed Steel Co. 
plans to acquire Columbia Steel Equipment Co. via a 
stock exchange. . . . McGraw-Edison Co. has bought the 
assets of Fairchild Camera & Instrument Corp.’s indus 
trics division. In an estimated $1.7-million deal, 
Dayton Rubber Co. has acquired 99° of the stock of 
Cadillac Plastic & Chemical Co. and four associated 
companies. . All stock in Hadacol, Inc., the tonic 
maker, has been bought by a Chicago group headed by 
Jerome S. Garland. 

ee © e 


High Court Rejects Antitrust Appeal 
Of Kansas City Star; Safeway Fined $105,000 


lhings were popping on the antitrust front this week. 
In Washington, the Supreme Court refused to upset 
the Sherman Act conviction of the Kansas City Star and 
the Kansas Citv ‘Times on criminal charges that the 
newspaper illegally monopolized the dissemination of 
news and ads in the area. Now, if the Justice Dept. 


36 


presses its companion civil suit, the newspapers face a 
fight to keep their radio and television stations, which 
the Appeals Court said were used to bind the papers’ 
advertisers. 

In Philadelphia, the federal district court slapped a 
$5,000 fine on the Philadelphia Radio & ‘Television 
Broadcasters’ Assn., which had pleaded guilty to Sher- 
man Act price-fixing charges. And nine radio broad- 
casting stations were fined $1,000 apiece, after pleading 
nolo contendere. 

In Fort Worth, another nolo contendere plea found 
Safeway Stores, Inc., hit with a $105,000 fine on price 
fixing charges. Lingan A. Warren, former Safeway presi- 
dent, and Earl Cliff, the chain’s Dallas division manager, 
were fined and given suspended prison terms, and placed 
on probation. 

°° © e 


British Tobacco Men Defend Cigarettes On 
Cancer Charges; Robot Smoker Backs Them 


The British tobacco manufacturers this week reported 
the findings of their mighty smoking machine—a pseudo- 
human contraption that puffs six cigarettes at a time and 
learnedly analyzes the possible links between smoking 
and lung cancer. 

lhe findings couldn't have been more pleasing to the 
machine’s sponsors: Benzpyrene and dibenzanthracene— 
two of the substances accused of helping to produce 
cancer—were found only in negligible quantities in 
tobacco smoke. 

Dibenzanthracene was detected as one part in 500,000 
of smoke. As for benzpyrene, the machine’s proud par 
ents said that it indicated that the daily breathing of 
London’s normal air would put as much of it in a man’s 
lungs as the smoking of 100 cigarettes 

After recounting the findings of their machine, the 
tobacco makers went on to say that they considered the 
statistics presented by the anti-smoking people to be full 
of “contradictions and limitations.” 


Business Briefs 


The trucking industry (page 168) is due for a July 1-2 
examination from the Senate Small Business Committee. 
The committee will hear a report by two Michigan State 
economists on the industry's mergers and concentrations; 
the study says the ICC has “favored” larger truckers. 


The ICC has given Eastern railroads a 15% boost in 
railway express rates for less than carload lots. This 
supersedes a nationwide 4‘ raise granted in December. 
ICC says the Eastern roads need the extra amount be- 
cause of their predominantly short-haul business. 


The Commerce Dept. says April imports by the U.S. 
were $1.1-billion-plus, 13% above the year-before month, 
but 2% below this March. 


Chrysler Corp.’s search for a top staff marketing man 
(BW—Nov.3'56,p85) has ended right in its own organi- 
zation. James Cope this week was appointed Vice-Presi- 
dent-Corporate Market Planning 
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THE LEADING COMPANIES EVERYWHERE ARE ADOPTING COPYFLEX ONE-WRITING METHOD! 
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Copyfiex Desk Top Model 110 copies originals 11” wide by any 
length, makes up to 300 letter-size copies per hour. Only $555, 
Other models available to copy originals up to 54” wide, 


a _ 
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Beatrice Foods Co., producers of famous Meadow Y F j ' C s h th B 
Gold and La Choy Brand Foods, uses Copyfiex to ou, oo, an mas e 1 
speed and simplify sales reports and accounting 

paperwork. New entries are posted on originals 


Taste wes: = _Paperwork Bottleneck! 


cally made without siow, costly rewriting and 

retyping of previously recorded data. 
Everywhere, alert companies like those described here are simpli- 
fying and speeding major business operations with the revolu- 
tionary one-writing method made possible by modern Copyflex 
copying machines. You surely can, too! 

With Copyflex, you write basic information only once—subse- 
quent paperwork needed to complete any systematized business 
operation is mechanically accomplished with Copyflex without 
costly, time-consuming clerical copying. This frees personnel for 
other important work, gives you tighter control of operations, 
saves thousands of dollars. 

National Electric Products Corporation, one of Cc fl achi are cles lor] : , -al—] mere 
the country’s leading manufacturers of electrical opyftiex machines are clean, odorless, economical—letter-size 
wiring materials, uses Copyflex to reproduce copies cost less than a penny each for materials. Copyflex will fit 
accounting reports directly from master work - 7 “* 

sheets. Variable information is added or changed readily into your present systems. Mail coupon today—it can mean 
on the masters of periodic reports; copies are important savings for you! 


then mechanically produced without expense, 
loss of time, or inaccuracies of clerical copying. 


YOURS FREE! New 16-page booklet, ‘‘Shoricuts to Accounting’! 
Offices in . 
38 Cities Charles Bruning Company, Inc., Dept. 61-E 
of the U.S : nat 
BRUNING soul Commie 4700 Montrose Avenue, Chicago 41, Illinois 
Please send me information on the Copyfiex process and ma- 
chines the free 16-page booklet, “Shortcuts to Accounting”. 
Copies anything 
typed, written, printed, Name Title 
or drawn on ordinary 5 ; 
translucent paper 


—in seconds. Company 








CHARLES BRUNING COMPANY, INC., CHICAGO seen 


In Canada: Charles Bruning Co. (Canada) Ltd. City County 
105 Church St., Toronto 1, Ontario 


—— — 











inherently self-aligning 


integral center flange on 
inner race for stability 


conformity between races 
and rollers for ultimate 
capacity 

machined cast-bronze 


land-riding cages for 
freedom of operation 


A New World’s Record! 


World’s record on 50* Kraft bag paper—2,200 fpm—is held by this 
232-inch paper machine built by Beloit Iron Works for St. Regis Paper 
Company at Jacksonville, Florida. 

Contributing to this performance are 718 Torrington Spherical Roller 
Bearings on wire rolls, press felt rolls, top press rolls, paper and felt driers 
and idlers, calenders, suction couch and press rolls, reels and winders. 
Inherently self-aligning, these bearings compensate for shaft deflection 
across the machine and eliminate need for periodic realignment. 

Torrington Spherical Roller Bearings are available from stock with 
straight or tapered bores for shaft or adapter mounting. When you are 
counting on production, count on Torrington Spherical Roller Bearings 
for smoother, faster, more economical service from wet end to winder. 


The Torrington Company, South Bend 21, Ind.—and Torrington, Conn. 


TORRINGTON BEARINGS 


District Offices and Distributors in Principal Cities of United States and Canada 


SPHERICAL ROLLER + TAPERED ROLLER + CYLINDRICAL ROLLER +- NEEDLE + BALL + NEEDLE ROLLERS + THRUST 









WASHINGTON OUTLOOK 


WASHINGTON The tight credit policy will stand for the foreseeable future. 


BUREAU The Administration position is that it’s necessary as an anti-inflation 

JUNE 22, 1957 measure. Pres. Eisenhower’s advisers support the Reserve Board’s conten- 
tion that under today’s business conditions any shift to make credit easy to 
get and cheap would merely underwrite a sharp price rise that would 
cheapen the dollar and send living costs up 


The Democratic attack is political. Many Democrats frankly admit this 
in private conversation and even in public statements. They are hunting 
issues that they hope will be helpful in next year’s Congressional elections 

A BUSINESS WEEK and the Presidential campaign two years later (p. 23). 

























Here’s the background: Eisenhower in January proposed creation of a 
special, expert commission to study the nation’s financial system and decide 
what, if any, changes should be made to meet the needs of a rising economy 
Congress turned him down on this. And after the House defeated a proposal 
by Rep. Wright Patman (D-Tex.), to have its own Banking & Currency Com- 
mittee conduct an inquiry, the Senate stepped in. It instructed its Finance 
Committee, under Chmn. Harry F. Byrd (D-Va.), to take a detailed look at 
monetary policy. That’s when politics took over and the Democrats made 
the decision to attack the hard money policies of the Administration as 
favoring the rich against the poor, big business against small business, and 
as loading a bigger interest charge on the national debt that must be carried 
by the taxpayers of the country 


SERVICE 




















Can the Democrats capitalize politically on tight credit? There’s no 
certainty that they can. It all depends on the future course of business. 





Hard money won’t be a telling issue next year if—if times stay good. It 
will have a certain appeal to home buyers who have been forced out of 
the market because they don’t have enough cash to meet today’s down- 
payment terms. And it will appeal to some farmers and businessmen who 
haven’t been able to get the credit they want at the terms they would 
like. But it will be hard to make an appealing national issue if jobs are 
plentiful and business good 








A serious business downturn would reverse the picture. 


The Democrats could then go to the country with the argument that 
tight credit choked off business growth and set the stage for a recession. 
That’s the sort of argument that would have appeal if unemployment should 
be on the rise and workers upset about prospects for keeping their jobs. 


The hearings will be long-drawn out. They will continue through the 
remainder of this session of Congress and then will be picked up again next 
year if conditions then indicate that there’s political hay to be made. There 
will be no real effort to rewrite the laws that govern the credit structure, 
even though some Republicans and Democrats feel that the Federal Reserve 
System should be under the control of the Executive and thus subject to 
political control 






















Defense contractors: The Commission on Government Security finally 
has brought out its study. It contains recommendations on how to prevent 
government and industrial “leaks” that would benefit an enemy. It’s a bulky 
document, 800 pages. If you have classified contracts, you will want this 
report. You can get it by writing: Superintendent of Documents, Govern- 

PAGE 39 ment Printing Office, Washington 25, D. C. Price: $2.50. 
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A new Supreme Court is in the making. Many of you will recall that 
in 1937 Pres. Franklin D. Roosevelt, just inaugurated for his second term, 
set out to remake the court. His complaint was that the court lived in the 
“horse and buggy” days and needed new blood. This was after a series of 
decisions killing such New Deal programs as NRA and AAA. Roosevelt 
failed in his court-packing plan, but time changed the court. 


The difference today is that the court attack comes from the political 
right, rather than the left. And it’s just about an Eisenhower-made court. 
The President has named four of the nine Justices, including the Chief 
Justice. Some lawyers say that it’s “a court Roosevelt would be proud of.” 


The court is definitely liberal in today’s political terms. 


Start with the 1954 school desegregation decision. It was Eisenhower's 
Chief Justice, Earl Warren, who handed this one down, with the unanimous 
backing of his associates. It upset the separate but equal doctrine. 


Other turn-arounds have come fast. The Warren court said professional 
baseball is a sport, so outside the antitrust laws. But professional boxing 
and football are business, so come under the antitrust statutes. And last 
year the court held that dependents of military men living abroad came 
under military jurisdiction—subject to court martial. This year it says 
that isn’t so at all. In the same case, it pronounced its earlier doctrine 
unconstitutional. 


The Chief Justice this week lectured Congress. The court held, in 
effect, that Congressional investigations must be tied directly to legislation 
and can’t go in for exposures on which Congress has based its fight against 
Communism. This was one of the so-called Communist contempt cases. 


Here’s how the new court alignment seems to be developing: 


“Conservatives” usually are in the minority. Such old New and Fair 
Dealers as Frankfurter and Clark, and former Republican Sen. Burton are 
winding up more and more on the dissenting side. Frankfurter is the most 
frequent swing man. 


Eisenhower's appointees are bolstering the liberal bloc. Chief Justice 
Warren is the most influential, but Brennan is consistently on the same 
side with the veterans Douglas and Black. Harlan hasn’t earned a label yet. 
This week he wrote the Smith Act cases; at other times he has been 
more conservative. Whittaker, the newest man, hasn’t yet taken a “seat.” 


There’s irritating friction in the court. Of course the debates in cham- 
bers are treated as entirely confidential. Still, word of dispute gets around 
Washington. It always does. And, then, every once in a while an opinion, 
whether majority or minority, slips up and tips things off. Note that Justice 
Clark just this week called the decision in which Chief Justice Warren 
lectured Congress “mischievous.”” Members of the court always pick their 
words deliberately. 


The business implications of the present court are easy to read. 


There’s a leaning toward federal regulation of business. You get 
the drift in the recent ruling on the government’s new case against 
du Pont’s ownership of stock in General Motors. A forced separation has 
been ordered. 


Contents sepyrighted under the general copyright on the June 22, 1957, issue—Business Week, 330 W. 42nd St.. New York, N. Y. 
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a dry spell that benefits farmers 


Moist weather is dandy for crops, but 
just the opposite for farm machines. 
Especially when those machines are new 
and idl 


lo protect farm tractors against rust 


while in storage—from production line to 
farmer International Harvester spares 
neither time nor money. Thev have found 
anew way to give more lasting protection 
in any climate, at a fraction of the former 
a cf 

This new tec hnique uses a product ot 

ll Research that fights rust on a new 
princip] 


ple. Instead of applving hard-to 





materials i chemical powder 
Shell VPI is blown into evlinders 
crankcase S 
sions. Here it forms an invisible shield 
over the metal that keeps moisture from 
causing rust. For the metal, it’s like a long 
dry spell.” And since Shell VPI doesn't 


have to be removed, the tractor is ready 


remove 
7 
called 


valve housings und transmis 


for instant us¢ 

This new and inexpensive way to pre 
vent rust is another example of the versa 
tility of Shell Research. Suc 
pays off in better value. wherever vou see 


the Shell name and trademark 
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Leaders in Industry rely on Shell Industrial Products 





DAY and NIGHT... you see big names 


Signs made of PLexiGcias" are brilliant and colorful in appearance, both day and night. 


In addition, their maintenance costs are low. These are just two of the reasons why 


well known companies use this acrylic plastic for signs. PLEXIGLAs signs also: 

@ Are hichly resistant to weather and breakage. 

@ Make possible the accurate reproduction of trademarks, and pictorials of products. 
@ Can be seen and read at a distance, day and night. 


g Have complete luminosity from internal lighting. 
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Fertilizers...an answer to tomorrow’s food problems 


Soil “vitamins” ...and bank aid... help 


harvests keep pace with birth rate 
Eighty-five million babies expected dur 
ing the next 18 years may create future 
farm problems. Their new mouths will 
boost our population to about 225 mil 
lion and will give each farm worker 34 
people to feed — he feeds 21 now. To 
meet the challenge, farmers are shop 
ping for fertilizers with the same grow 
ing interest they showed for mechanical 
equipment a few years ago 

Today's exciting developments 
plant nutrients are much an 
provement over the compost heap as 
the tractor was over the horse. New 
liquid fertilizers and anhydrous am- 
monia are revitalizing crop-weary soil 
and even reclaiming wasteland as till 


in 
im 


as 


able acreage 
These test-tube miracles feed 
earth with the nitrogen, potash, phos- 


phorus and other elements essential 
to plant growth. Other new chemicals 
not only fertilize crops, but also kill 
weeds at the same time 

Manufacturers and distributors of 
fertilizers often call on First National 
City Bank for aid and counsel. The 
Bank helps arrange the financing of new 
plants and facilities...extends seasonal 
credit to cover purchase, shipping, and 
warehousing of raw materials and 
speeds collections through its Trans 
continental Banking Service in coopera 
tion with correspondent bank friends 


vhe FIRST 


NATIONAL CITY BANK 


of New York 


First in World Wide 


Merwe: Feds eet Benue Ineurenre 


CARRY FIRST 


NATIONAL CITY TRAVELERS CHECKS 


States 


throughout the entire United 
70 


Many of First National City’s 
Overseas Branches, Offices, and Affili 
ates are located in areas which supply 
raw materials or are markets for fin 
ished fertilizers. This world-wide bank 
ing system is an invaluable source of 
information and an important reason 
why the Bank has been able to make a 
real contribution to the development of 
the fertilizer industry 

Consult us to discover how your busi 
ness can benefit from having a banker 
instead of just a bank account 


ax 


, » ¥ 
, “a. Ba 


y Sry wats 


2 
4 
2 
2 
A 
4 


o 
ue 1955 


Banking e 


2 
a 
4 
A 
2 
A 
2 
a 
4 


SPENDABLE ANYWHERE 


. SAFE 























3 
MARKETING 





THE EDSEL SIGN, green and white, will be appearing this month on dealers stores, with cars due later. It means that... 


§ Ford Gets Full Li t Last 
| Ten years of preparation reach a climax, with the motor company _ ‘truction, one area of pe nt om 
. . ° . . * ° . CTl Org ) ( ‘ v Ol 
| achieving integrated marketing with Jim Nance hired to pilot the Pres yp e aes Gee 
| operation as top planner and strategist for distribution. been closed. With a car for every price 
lass, ford has turned over the organ 
S )METIME in the next month a large, To the industry and to marketing ition of a top management marketing 
hite E within a green circle will be men, th en-and-white Edsel sign taff to one of industry's most ardent 
| ted above glass-fronted stores here _ tell an additional and perhaps more sig xponents of full-line marketing—James 
j thére in the U.S., and there will nificant sto | | has foun J. Nan cove! 
ew nameplate along the country’s — to integrate all of tis marketing effort 
nobile rows. The first Edsel deal Down the 10-ve r-| ng road of prepat |. Genesis of a Job 
vill be in business, although until tion for the | Ford officials have 
September thev'll have only the spurred their analysts into the devel Phe development of the new car and 
gn to whet the interest of prospective nent of new techniques to pinpoint the shepherding of it to showrooms by 
istomers in the new medium-priced ll-important « r | t yage 52 the Edsel Div., and the appointment 
if the Ford Motor Co ind Pre Henry Ford If and Chn f Jim Nance and hi ubsequent 
When the signs go up, a decade of Ernest R. Breech hay ult a nev rganization of a marketing staff, arc 
lanning will have ended for Ford, and — tral management structure for market listinctl lifferent developments—yet 
uto industry's most intensive ing te lated by Ford’s postwar histor 
»s-down battle for markets will have In the com att le In a generalized sense—which even a 
The Edsel will be the emer Ford and Breech 1946, t mpa gencralization would be disputed bi 
of the Ford Motor Co., 54 years first rebuilt it wement and finan the auto companies—the difference b 
fter its birth, as a full-line producer cial organization, tl t nts, eng tween success and failure in Detroit 
cady to offer car-for-car competition necring, and _ sty! | easons of no longer product, but merchandising 
to GM and Chrvsler ircumstan Ii l] th reco All companies today turn out accept 
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ARMCO STEEL BUILDINGS 
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Why construction 
dollars buy more in 


Armco Steel Buildings are engi- 
neered to avoid the costly methods 
of conventional construction. 


Standardized parts are delivered 
to your site ready for assembly 
Interlocking wall panels save frame- 
work and exterior cover. These pre- 
cision-manufactured units go to- 
gether fast...speed up move-in 
time. There is no time-consuming 
cutting or fitting. 

The result... you buy 
“building” and less overhead 


more 


The interiors of Armco Steel 
Buildings can be finished just like 
any other building. This makes it 
possible to house an office or display 
room in part of the building, while 
the remainder is used for produc- 
ion, warehousing or other purposes 

Before you make a decision on 
your building needs, be sure to get 
the full story on Armco Steel Build- 
ings. Armco Drainage & Metal 
Products, Inc., 927 Curtis Street, 
Middletown, Ohio 


For complete information call 
Western Union and ask for Operator 25 


ARMCO STEEL Vance 
BUILDINGS We 


Varke ting 





ible, suitable, and well-engineered cars 
at comparable prices. It is marketing 
strategy and sales tactics that spell 
the difference. And as the strategy and 
tactics have had to change with the 
times, the organizations to develop 
them also have had to chanac 

In Ford's case, its selling organization 
during the reconstruction period was 
adequate for the company’s needs. So, 
Breech savs, “We greased the wheels 
that squeaked.” Ten years ago, talking 
to Ford dealers, Breech said that when 
Henry Ford II and he set out to re- 
build the company they found two 
great Ford name and the 
dealer organization. Recently, shuffling 
through some old notes, Breech said, 
“IT told them at that time, ‘We have 
strengthened the strongest selling or- 
ganization in the motor car industry.” ” 
¢ In the Background—Accordingly, 
lord and Breech felt they could devote 
their first efforts to more pressing mat- 
ters, although with the nagging knowl- 
edge that problems for the selling or- 
ganization lav not too far ahead 

It’s a familiar story how and 
why Ford began planning for a new, 
medium-priced car back in 1948 (BW 
Nov.24'56,p30)—less than 20% of Ford 
output is in the medium-price class as 
opposed to better than 40% at both 
GM and Chrysler. What is only now 
coming into focus is the fact that even 
at that time Ford and Breech realized 
that as Ford’s business grew, and espe- 
cially if the additional car line ever 
materialized, the company would need 
a broader approach to merchandising 
its products than could be handled in 
the Merchandising Subcommittee of 
the Administration Committee or in 
the then-existing office of the vice-pres 
ident for ind advertising 
¢ Dealer Policy Board—Even before the 
proposed new car could be brought to 
the showroom, Ford and Breech were 
that, when the sellers’ market 
ended and the traditional competition 
returned to the industrv, some dealers 
were going to be hurt; and the dealers’ 
nerve ends would feed the pain back 
to the factory. Beginning in 1950, 
Breech says, salc, vice-president John R. 
Davis was drawing up plans for a 
“dealer policy board,” which would be 
a first step toward meeting new prob 
that would arise in automobile 
marketing 

Then Davis, 
board, suffered a heart 
industry was under materials controls 
due to the Korean War, so both the 
dealer board and the Edsel project were 
shelved temporarily. 

The dealer board idea was resurrected 
1 vear ago—in the wake of the “revolt 
of the dealers’”—with Benson Ford at 
its head, and Walker Williams, vice 
president, sales, was assigned to the 
had the closest 


assets: the 


now, 


sales 


iwar®e 


lems 


who was to head the 


ittack; the auto 


board as he relations 


with dealers of anyone at the staff level. 
For months Ford functioned without 
a vice-president for sales, and the path 
was clear for a new concept of staff 
management of marketing for which 
there was now a need. For several years 
the separate divisions—Ford, Mercury, 
and Lincoln—had been doing thorough, 
self-contained sales and marketing jobs 
independent of each other. It was time 
to give them some supervision and co- 
ordination at the top. Marketing de- 
centralization had gone a bit too far. 


ll. Man for the Job 


Breech’s idea of marketing is simply 
expressed: “getting our products from 
the factory into the hands of the people 
who are going to use them.” In 
Breech’s book, and that of many an 
other veteran auto maker, the man who 
created the mold for that procedure 
was Richard H. Grant, now retired, but 
from 1929 to 1944 a General Motors 
vice-president in charge of distribu- 
tion—a “‘marketing statesman,” Breech 
calls him. 

Grant first made his mark at National 
Cash Register Co., then heiped C. F. 
Kettering and E. A. Deeds form Delco, 
moved on to Frigidaire, Chevrolet 
(which he made the best-selling car), 
then into GM’s central staff. Along 
the way he established procedures and 
principles that still are the foundation 
of auto marketing. Among them are: 
Use sales forecasts to schedule produc 
tion, rather than the other way around; 
have the right product; know the poten- 
tial of each market area; have utter 
simplicity in all presentaticns; use all 
kinds of advertising 

“There’s only one man _ today 
comes close to Dick Grant,” 
Breech, who worked with him at GM. 
“That's Jim Nance.” 

e Nance’s Career—Nance, now 55 vears 
old, also came out of Naticnal Cash 
and was advertising director and later 
commercial manager of Frigidaire 
(which at the time was part of Breech’s 
group as a GM vice-president 

Electric’s C. E. Wilson, with 
Nance worked on the War Production 
Board, sent him to Hotpoint, Inc., as 
executive vice-president after the wat 
President a later (1947), Nance 
converted Hotpoint into a full-line pro 
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SavVS 


General 
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vCal 
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ducer of major appliances, set up pro- 


duction facilities 


ind in fou 
more than 10 times 

In 1952, Nance jumped into a new 
industry as president of Packard Motor 
Car Co. He took the job at the in 
sistence of a group of bankers 
believed he could put all four remain 
ing “independent” auto companies to 
gether into a full-line company. He did 
combine Studebaker and Packard into 
a full-line company, and there was still 


to the industrv, 


increased 


new 


years sales by 


who 
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Highway building across the country 


is sped by an electric arc 


An over the nation, you can see vast new 
roads being built. Rugged machines dig... 
scrape... haul...dump... to make your 
superhighway take shape. 

Producing road-building machines involves 
special problems for their makers. Here, LINDE 
lends a hand. With UNIONARC welding equip- 
ment, heavy steel sections are joined with 
joint areas stronger than the steel itself. 

Each of Linpe’s different welding methods 
is designed for certain types of jobs. One is for 
joining metals that ordinarily are difficult to 
weld. Another gives sound seams in very thick 
steel. UNIONARC welding, a method recently 


developed by LinpE, permits welding down- 
hand, vertically, or overhead—with savings up 
to 50%. 

For half a century, LinDE has been engaged 
in research, development, and production of 
welding machines and methods, for both gas 
and electric operation. For information on 
UNIONARC, and a copy of the booklet, “Modern 
Methods of Joining Metals,” write or call your 
nearest LINDE office. 

LinDE ComPaANny, Division of Union Carbide 
Corporation, 30 East 42nd Street, New York 
17, N. Y. In Canada: Linde Company, Division 
of Union Carbide Canada Limited. 


For the best in electric welding—look to LINDE! 


The terms “‘Lavve,” ‘““Untonanc,” and “Untow Cansmwe” are trade-marks of Union Carbide Corporation. 
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Get the Facts About FLORIDA’S 


Raw Material Resources... 


Florida offers you a variety of 
natural resources including rare 
earths ([zirconium, titanium, 
hafnium, thorium, and uranium]: 
phosphates; dolomite; limestone; 
forest, farm, and marine products. 
And many other industrial raw 
materials are readily available 
from nearby areas. 


In Florida’s natural and avail- 
able raw material resources may 
lie opportunities for you. More 
than 7500 products are now manu- 
factured, processed, or grown in 
Florida and marketed under 12,000 
brand names. The list is growing 
at an amazing rate. In addition, 
you'll also find that Florida is 
rapidly becoming the nation’s 
favored area for research and 
laboratory facilities in many 
fields . . . because engineers and 
technicians like to live in Florida. 


While you're’ thinking about 
Florida, consider, too, the excellent 
air, rail, water, and highway trans- 
portation facilities, relationship to 
domestic and Latin-American mar- 
kets, ample manpower, ideal cli- 
mate which is attractive to all 
classes of workers, tax structure 
favorable to business and industry, 
and low plant construction and 
maintenance costs. 


Whatever your reason for looking 
southward for a new plant, branch 
plant, research facility, warehouse 
or office site, look twice at Florida. 


FrLORIDA 


Outdoor Living Knows No Season 


Send Coupon Today For Florida Facts! 


Florida Development Commission, 3602-K 


Caldwell Building, Tallohassee, Florido. 


Please send me Facts about Florida on: 


Market, Labor, Health & Climate, Power, 
Gevernment & Taxes, Transportation, 


Water, Education & Culture, 
Natural Resources. 


Research, 


---land of good living 
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hope of achieving the original goal 
when the apart at the 
seams when Nance couldn’t raise money 
to execute the two cardinal tenets of his 
whole business philosophy: Develop new 
products, and develop a strong distribu- 
tion network backed by heavy promo- 
tica (BW —Aug.11'56,p26). Because he 
never had a chance to demonstrate th« 
marketing concepts on which his repu 
tation was based, there was a superficial 
impression in Detreit and 
that he had failed in the auto business, 
and dragged S-P down with him. 
Out in Ernest 
Breech was not concerned with super- 
ficialities. He, and the other top auto 
men in Detroit felt that Nance had 
done more than they had thought he 
could, So, after Nance had declared he 
was resigning as S-P president, Breech 
passed him the word that there was a 
job waiting for him at Ford. 
¢ A Step “Down”—Nance had been 
president of two very large corpora- 
tions. After winding up at Studebaker- 
Packard, he turned down the presidency 
of Montgomery Ward and a high 
executive post at Westinghouse for a 


project came 


clsewhere 


Dearborn, however, 


vice-presidency at Ford. “I would not 
have taken a step down in position for 
ny company other than Ford,” Nance 
savs. It's not hard to see why. 
Nance is responsible only to Breech 
and Henry Ford II. He will be chair- 
man of a Marketing Committee of 
staff vice-presidents, plus Breech and 
Ford. He is a member of the Ad- 
ministration Committee, the Product 
Planning Committee, the Styling Com- 
mittee, and the Scheduling Committee. 
He is not concerned with selling; he is 
concerned with management. 


The Job 
Nance’s job, 


is to 


according to Breech, 
anticipate problems, not put 
out fires.” 

In this 
Nance is concerned 
every activity at Ford 
and manufacturing. Delegated to his 
Marketing Committee is the obliga 
tion to advise the company president 
and chairman on such matters as: what 
kind of cars to build; market penetra 
tion goals for each of its cars and trucks; 
advertising, selling, and sales promotion 
programs; how many dealers the com 
pany should have and where they 
should be located; what kind of fran- 
chises should be granted; plans for 
developing future dealers, retail sales- 
men, and company marketing personnel. 
¢ Customer-Minded—Nance views his 
job as “making everybody connected 
with the Ford Motor Co. customer- 
minded. It all comes back to hitting 
the cash register.” The development 
of a marketing program, he explains, 
is a four-step operation. First is the 


inticipation of problems, 
with practically 
save engineering 
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A partner’s death doesn’t have to 
end the life of your business 


All too often the death of a partner spells the death 
of a business. Sometimes the heir is a disinterested 
party who insists on selling out. 

In other instances, relatives who consider them- 
selves capable try to step in and run the business 
their own way. In either case, all you have built can 
be quickly torn down. 

You can be certain this won’t happen to your part- 
nership by taking some simple precautions now. First, 
ask your attorney to draw up a Buy and Sell Agree- 
ment for the purchase of a partner’s share in the 


event of death. Then tell your Travelers agent or 
broker you want Partnership Life insurance to pro- 
vide money for the purchase. 

Partnership Life insurance with The Travelers costs 
much less than you think—usually less than the in- 
terest alone on what you would have to borrow to 
purchase the deceased partner’s share. It’s a small 
price to pay for the confidence that the business 
you're building today will be here tomorrow. 


Why not discuss this kind of protection with your 
Travelers man and your lawyer soon? 


a THE TRAVELERS 


All forms of business and personal insurance including 
Life + Accident + Group + Fire + Marine « Automobile « Casualty +» Bonds 





Neutracel: the newest reason why Hammermill Bond 


prints better, types better, looks better 


The reason for Hammermill Bond’s 
finer quality is right in this picture — 
hardwood’s finer fibers 


W' PHOTOGRAPHED this lady buyer 
on a Hammermill tree farm to 
dramatize the fact that Hammermill 
Bond is now made with hardwood’s finer 
fibers. The secret is the exclusive process 
that produces Neutracel® pulp. Blended 
with other quality pulps, Neutracel gives 
new Hammermill Bond a smoother, more 
velvety surface . . . helps your business 
messages make a better impression than 
ever before 

See for yourself why hardwood’s finer 
fibers make the new Hammermill Bond 
more readable for printing, typing, 
writing and carbon copies. Hold a sheet 
of new Hammermill Bond up to the 
light. Or look at the photos at right. 
Notice the more uniform distribution of 
fibers. Papermakers call it “formation” 

a key quality in fine paper. 

Neutracel also increases bulk and 
opacity, gives the new Hammermill Bond 
a better appearance, a heavier feel that 
says “quality.” 

Neutracel is another Hammermill first, 
a $6,000,000 step forward to bring you 
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Hammermill papers that 1) print better 
—ask your printer; 2) type better—ask 
your secretary; 3) look better—see for 
yourself! Ask your printer to show you 
samples. Hammermill Paper Company, 
Erie, Pennsylvania. 


K " 
erywhere use Hammermill (0 

@ulLD 
any di splay this shield. von sees 





with Neutracel’s finer fibers, costs no more 








initiation, development, and evaluation 
of plans—which is the responsibility 
of the divisions and Nance’s office. 
Second, management approval is ob- 
tained through the Marketing Com 
mittee. Third is the execution of th« 
approved plans—strictly a division fun 
tion. Finally, division performance 1 
the execution of the plans is evaluated 
by Nance’s ofhce for the Marketing 
Committee, which is management 

lo formulate and evaluate plans, 
Nance is gathering a small corps of 
specialists 
e Dealer Validation—Right now the 
major job of the Nance specialists rests 
with several men who work with the 
“Dealer Validation Panel,” which was 
set up before the Nance appointment. 
It is the machinery by which Ford de- 
termines where it will have dealers to 
sell each of its cars. As such, the pancl 
is intimately involved in the Edsel 

The Validation Panel does not 
select dealers—that is a division func- 
tion. What happens for instance, is that 
N. K. Van Derzee, assistant general 
sales manager for Edsel, sits down with 
men of comparable rank from Ford, 
Mercury, and Lincoln around a map of 
a particular market area. They point 
out where each of their divisions wants 
dealers. Then they thresh out con- 
flicts 

The division market analvsis men 
have full authority to agree to de- 
cisions binding on their divisions for 
non-metropolitan markets. For metro 
politan areas, the Validation Panel 
recommends dealer sites to the Metro- 
politan Marketing Committee, which 
consists of the general sales managers 
of the divisions. Any conflicts in this 
committee are resalved by Nance and 
Robert S. McNamara, group vice-presi- 
dent for all cars and trucks. 
¢ The Pattern Shift—The Validation 
Panel is as good an instance as you can 
find why Ford needed a vice-president 
for marketing For, 
whether there was an Edsel program, 


regardless of 
the entire dealer network of Ford (as 
well as other auto companies) is in a 
state of flux. Some areas once rich in 
car sales potential have dwindled; new 
ones have come into existence as the 
population and income patterns of the 
nation ‘have changed. Where do you 
try to close out or consolidate dealer- 
ships, where do you locate new ones, 
and for what lines of cars? That is a 
top management decision for which 
Ford needed, and now has, machinery 

Machinery always needs toels. The 
tools for the Validation Panel, for in- 
stance, are the exhaustive analyses the 
divisions conduct to defend thei 
choices of dealer location. 

lhe Edsel Div., with no patterns t 
work from, had to invent new tools 
starting from scratch. How it did the 
job is told on the following pages 
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THIS TOO IS MERRITT-CHAPMAN & SCOTT 


HIGHWAY TRAILER Co. 


EDGERTON. WISCONSIN 


“Keep Your Eye on Highway Trailers... 
The Most Important Feature Is Performance” 





INDUSTRIES 
oF 
MERRITT 


——— 


Commercial Trailers 
Trailerized Tanks 

Dry Bulk Haulers 

Public Utility Bodies 
Earth Boring Machines 
Pole & Cable Reel Trailers 
Winches 

Power Take-Off 


Service Accessories 


Short or cross country haul ...dry or 
liquid cargo, Highway Trailer offers 
carriers especially engineered for every 
type of payload. Its production of “piggy- 
backs,” for example, includes refrigerated 
units for shipment of fresh meat from 
packing plant to store by road and rail 
without re-handling 


4 
Design improvement is a constant theme 
as Highway keeps pace with industry's 
needs. One recent innovation: this new 
dry bulk hauler for pulverized materials 
that can be automatically unloaded by 
self-contained conveyors. 


Highway also serves the nation's public 
utilities industry. A wide variety of utility 
bodies (shown), earth boring machines 
and rilaced equipment are designed and 
produced for the construction and 
maintenance of utility lines. Highway also 
recently introduced a sel{-contained 
mobile telephone exchange, capable of 
providing service for as many as 600 lines. 


© CONFIDENCE 1S JUSTIFIED WHERE THiS FLAG PUES 


MerrittT-CHAPMAN 
& Sco7Tr 


cos rom ation 
IMOED 1% 1880 


AVENUE . NEW YORK 16.6% ¥ 





Picking Dealerships to Market a Brand-New Car 


Here's Edsel’s plan fe 











1958 


14 dealershipsare planned by the 
end of next year in competitive areas. 


1957 


} Edsel dealerships scheduled 
to open by Dec. 31, 1957 in prime 
market sites. 





© Edsel dealers established during previous years. @ Competitors | 


} “@ Edsel dealers established during the year. 


How to Build a Dealer Empire: 





Ford executives 
some day Ford 


than GM. 


other 
that 
mnually 


Crusoe and 


SCI ioush 


Auto industry says it’s the men who sell who hold the fate of a 
new car. 


believe 


Ford has brought some new techniques to picking the 


men and the places for its new entry in car race. 


1 1APS on these pages show one 
T f Ford Motor Ce major tools 
] laun hing the i-dscl i systematic 
nethod of finding where to place 
| to tap the likely cus 
ne l'inding it was one of the most 
lord had to do 
Just how important is clear 
the head of one of the big auto 
panic who savs cm ugh 
ct started in the automobile 
He claims that 
manufacturing are no 


most 
mportant things 
mad 


it’s easy 
busi 
hinancing, en 

Ped md 
tbling block Dealers are; he be 


it is nearly impossible to scare 


; 


ugh cd rs to put new make 
ro 
Not since the 


ven before, has a new cat 
the lists 


is On his sid¢ 


and survived. ‘Thus, 


1 strong dealer organization 
ed Kaiser Motors’ passenger cai 
lord Motor Co. 
forthcoming Edsel, 1s chal 
belicf that vou can’t build 
i new dealer organization from scratch 
e Sizable Bet—Bvy the time the drape 
ye off the Edsel in sept mb Ford 


mip ne 
have bet $250-millhi 


re But now 
vith it 
lenging the 


52 Varketina 


recoverable) that it knows 
how to set up an enduring distribution 
channel for a new nameplate 
Che Edsel will be the most expensir 

new product introduction in histor 
Still, high inevitable for 
things in the auto 
imount of 
] dsel project 
has at stake at all really is at 
stake is the Edsel: Ford 


needs a bigger piece of the auto market 


which I 


cost 18 new 
business, so the 
sheer mone\ 


in the 


wrapped up 
isn't what Ford 


What 
reason for the 


to increase the companys rate of 
growth; it can get that only by offer 


ing buvers a wider choice of product 


|. Why Another Car? 


that, like Ford, is 
vou can’t sav 
ideas are flashes of inspiration 
from anv one individual. Still and al 
man at Ford who probab 
pushed a new-car project harder than 
Lewis D. Crusoe (1 
executive 
pithy 


In any 


governed by 


company 
committees, 
that new 


the one 


inv other was 
cently retired 
with his 
rowing 
\lotors.” 


vice-president 
‘We ire 


ustomers for Gene 


comment 


can sell more cars 
If that goal is to be re 
such as these have to be 
1955, GM sold 1, 
low-medium price bracket, or nearly 
70% of the total; Ford sold 371,800, 
or 16 In the upper-medium price 
grouping, GM _ sold 246,300, or 56%; 
lord sold 13,700, or 3 Even Chrvs- 
lord sales by a tremen- 
dous margin in the upper-medium price 
bracket, and was only slightly below 
Ford’s share in the low-medium price 
group. Ford has had one car, Mercury, 
with 3,000 


iched, figures 
changed: In 


548,500 cars in the 


ler exceeded 


about dealers _ selling 


against six cars and as many as 15,000 
If a Ford owner go 
to upgrade himself to ; 
car, the Mercury is the only product 
in the “Ford famih If he doesn’t 
happen to like the Mercury he has a 
wide choice of substitutes at GM or 
Chrvsler That what Crusoe meant. 
¢ Korean Interruption—lord officials 
have be ware of this imbalance since 
1948 (p +5), but preliminary plan- 
ing wes mterrupted by the Korean 
War. Work resumed in 1952 in the 
Forward duct Planning Committee 
of Lin Mercury Di under the 
lirection of its assistant general 


CT, R rd | Krafi 


dealers shopping 


medium-price 


man 
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competing in St. Lovis area 








St. Louis Area St. 








1959 Ultimate 


15 dealershipsby Dec. 31, 1959 18 dealerships will complete 
will bring Edsel close to goal. Edsel's present plan for market pene- 
tration. 


Strategy of the Edsel Campaign 


(hese studies convinced the com The most daring decision of all—al tential will not support separate dealers 


pany that a new car was practical, and — though dicta ted by necessitv: The car These were the ground rules for 
n April, 1955, a “Special Products would be sold not through the Ford Krafve and J. C. (Larry) Dovle, who 
Div.” was formed, with Krafve as gen ind Lincoln-Mercury dealers. but by a came from the central staff sales office 
cral manager. (Krafve was elected a_ separate dealer force to be Edsel’s general sales manager 
company vice-president last fall when Only in this wav could the necessary Organizationally, they had a_ two-fold 
the project was officially named Edsel concentrated sales effort be applied (the job—build a ficld selling force, and lin 
Div Meanwhile, confident that the Edsel will be dualed with other lord up dealers. But before they could even 
plans would be approved, Krafve had produced cars in ar is where sales po start, they had to find the answers to 
put people to work on_ preliminary 

styling and on a complete breakdown 

1 medium-price car sales in each of 

the nation’s 3,072 counties 

¢ Four Series—The basic decisions on 

which the Edsel project moved forward 

were these: The economical production 

heurc—the standard volume’’—would 

be 200,000 units a vear. ‘There would 

be four series of cars—since named 

Ranger, Pacer, Corsair, and Citation. 

While the prices would blanket Mer- 

cury prices, there would be a car in be- 

tween lord and Mercury on the low 

end, and in between Mercury and 

Lincoln on the high side. The styling 

would be distinctive, attempting to 

establish exclusive identity at the front 

ind at the rear—the Edsel has a ver- 

tical, prow-like grille at front and hori- 

zontal taillight clusters, but no fins. 

Ihe car would not be conventionally 

styled. “It has to look different,’ savs 

one lord mun. “or who would buy R. E. KRAFVE has piloted the Edsel LARRY DOYLE, general sales manager, 


i 
it 


project since its resumption five years ago. helped Krafve build the dealer organization 
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How creative banking 
helps your 
Southern profits grow 


There’s a revolution going on in banking. Leading 
banks, as never before, are expanding services and reshaping 
basic functions to better meet the more specialized needs of 
individual and corporate customers. 

Within the last 5 years, for example, The Citizens 
& Southern Banks have added 30 new services—plans and 
programs that are boosting the profits of customers doing 
business in Georgia and the Southeast, both immediately 
and over a period of time. 

Among the ways in which The C&S is creating new 
profit opportunities is a plan for short-stopping collection of 
Southeastern checks . . . freight bill payment plan. . . small 
business credit and financial counseling . . . dealer sales 
financing and floor planning help... a program to rebuild 
Georgia’s sheep industry . . . and a live-wire 
Industrial Development Department. 

For other examples of creative C&S banking and the 
full story of The C&S in 1956, write today for your 
copy of the bank’s annual report. 


The Citizens & Southern 
National Bank 


AND AFFILIATES IN GEORGIA 


Members FDIC 


ATLANTA: Broad & Marietta Streets, Atlanta 2, Georgia 
NEW YORK: 500 Fifth Avenue, New York 36, New York 


Varketing 





three questions: Where could they 
find at least 200,000 buvers a vear? 
How many dealers were necessary to 
get those buyers? Where should the 
dealers be located? 


ll. Where to Sell It 


In May, 1955, Doyle turned over to 
H. A. Pries, a one-man “dealer planning 
group,” thé formidable task of the 
county-by-county breakdown of sales. 
He was to map the country’s 60 major 
metropolitan market areas and desig- 
nate where the new car should have 
dealerships. Before Pries finished the 
job he had nine men in his group. 
None was a professional planner; all had 
field selling experience. That was part of 
Doyle’s campaign to build a field selling 
organization. 

The Pries group would begin with 
the statistics for an area—population, 
population over 21, number of families, 
number of families with income above 
$4,000, family income, median income, 
median value of homes, percent di- 
lapidation of homes, and automobile 
population. Then other factors were 
considered—locations of the income 
groupings, location of shopping centers, 
trafic flow, where the “automobile 
row” was and how vital it was. loca 
tions of other auto dealers 
e Statistics—All this information was 
plotted on maps of the areas, then the 
sites for the Edsel dealers were selected. 
This was fine as a statistical studv. But 
by the time 15 metropolitan areas had 
been plotted, Dovle decided his 
analysts had better get out and see for 
themselves how good their sites were. 

In almost every case, the locations of 
Edsel dealers had toa be revised. For the 
areas looked different when the men 
drove through them than thev did on 
maps. A shopping center, for instance, 
might turn out to be in an over-built 
area with no indication of future 
growth. An automobile row that ap 
peared good on the map would turn out 
to be dving—in one case there were only 
three dealers active where there had 
been seven. The investigators found 
new arterial highways and expressways 
not shown on their maps 

In the end, the planners always 
cautioned: ““The svmbols must not be 
interpreted to mean 1 specific street 
intersection but instead .. . they 
represent a satisfactory area. . .” 
¢ The Way of It—The kind of maps 
that the analysts came up with is 
illustrated by the one of St. Louis. 
How they pick the Edsel sites is indi- 
cated by some of their comments: 
“Lindell Boulevard is a major east and 
west street connecting suburban St. 
Louis with the downtown business 
district. Eleven dealers are located in 
this general area . . . Ferguson and the 
surrounding area is in the process of 
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Experimental rocket being launched from tower at DOFL’s Maryland test facility. 


ELECTRONIC AMMUNITION THAT “THINKS” IS DEVELOPED 


AT ARMY’S DIAMOND ORDNANCE FUZE LABORATORIES 


Electronic ordnance was born in World War II 
Ammunition of this type 


Since 1940, scientists and engineers at Diamond 
Ordnance Fuze Laboratories, with their industrial a DOFL specialty, senses 
contractor counterparts, have made important contri 
butions to electronic ordnance. These include the 


proximity fuze, greatly improved fuzes for antitank 


the presence, distance, and direction of a target and 
causes the warhead to function at the instant when it 
will inflict the most damage. Electronic control can be 


and other special ammunition, and, more recently, fuz 
ing systems for guided missiles. Other basic results of 
DOFL’s research and development teams are new 
electronic systems which increase the accuracy of 
measurement of distance, velocity and direction, new 
electronic and mechanical control systems, and new 
and radical components and materials. DOFL’s main 
laboratory is in Washington, D. C., and it maintains an 
extensive test facility at Blossom Point, Maryland 
Over 1400 scientists, engineers, technicians, and sup 
porting personnel work in these centers. 


compared to having a sharpshooter in every piece of 
ammunition. The accurate effect is devastating 

Many advances in ruggedness and miniaturization 
pioneered by DOFL, are contributing significantly to 
peacetime technology. Typical industrial products 
which sprang from ordnance programs are printed 
electronic circuits, tough and tiny electronic tubes 
ind rigid mounting of components in solid plastic 
blocks. These valuable by-products have contrib 
uted heavily to the ability of DOFL’s industrial team 


mates to ce sign sate smaller, and better components 


his is one of a series of ads on the technical 
activities of the Department of Defens« 


FORD INSTRUMENT Co. 


DIVISION OF SPERRY RAND CORPORATION 
31-10 Thomson Avenue, Long Island City 1, New York 

Beverly Hills, Cal. . Dayton, Ohio Class of technicians at Ford Instrument is 

instructed on techniques to be employed in 

assembling equipment for Army Ordnance 





ENGINEERS of unusual abilities can find a future at FORD INSTRUMENT CO. Write for information. 
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ee | NC ous growth. Good quality home 
construction is built and in the process 


of being built at a very rapid pace. This 

modow 2-CYLINDER DESIGN is by far the most dynamic area of St. 

Louis . . . in 1956 the population of 

East St. Louis is 88,000. This represents 

a 7% increase over 1950 . . . Gravois is 

a mature residential area with a heav 

concentration of families earning over 

body $4,000.” In four cases it was noted that 

recommended sites were close by good 
retail shopping centers or areas. 

The 60 metropolitan market studies 
were finished in September, 1956. Non- 
metropolitan sites already had been 
tentatively located. The county studies 
indicated where the heaviest concentra- 
tions of mediam-price car sales were; 

; : regardless of metropolitan area, there 
"sen gues” : i= would have to be Edsel dealers at cer- 
. tain intervals to take care of service. Ad- 
ding up the totals, the number of Edsel 
dealers necessary to get desired cover- 
age on Introduction Day came out to 
1,184 and the eventual number of dea! 


NEw ! : &— . ers figured to be about 3,000 


a ae | ss ‘oe e Recruiting—As cach group of studies 
DAVIDSON ee ee : aes was completed, Dovle was able to deter- 
“3 mine the extent of his field force there, 
DUAL-LITH 3 = so he was lining up sales people even 
se Pm pi before all the market areas had been 
, ‘ — analyzed. ‘To Krafve and Doyle, the 
251 DELUXE , field force is one of the most important 
; units in the Edsel organization. ‘The 
five regional managers report directly to 
Model 251 is truly versa- Dovle, not through an assistant sales 
tile . . . far ahead of conventional 3-cylinder offset machines, manager as is customary, and Doyle 
not only in its sleek, modern appearance but also in its regards them as his staff 
exclusive 2-Cylinder Principle — the most revolutionary de- Because of this emphasis on the 
velopment since Senefelder discovered lithography! This field force, none of the dealer sites 
amazing Principle simplifies offset reproduction . . . assures was finally located until approved by 
the finest quality line, halftone and color reproduction ever the field men who would handle the 
achieved on a small offset machine. The ink and dampening area. (The planners themselves were 
solution rollers have more than three times as long to work so impressed with the importance of 
between plate contacts, thus assuring maximum ink cover- the job to be done in the field that 
age and uniform dampening of non-printing areas. And you they all took field jobs 
can produce not only standard offset, but Davengraving ¢ Fast Growth-When Doyle  ap- 
for distinctive stationery and literature as well! pointed his first regional manager in 
Model 251 is easy to operate, too. Graduations on February, 1956, he had a marketing 
the conveyor and feeder simplify paper control .. . cali- group of about 50. It had doubled 
brated plate segment positions plate in a jiffy . . . variable by July, was up to 149 on Jan. | of 
speed control instantly changes speed from 2,000 to 6,000 this year and now is 189. And the 
impressions per hour...and streamlined feeder houses field force is 746. Doyle had 2,000 
pump and motor for quiet operation. For quality offset, applications for jobs, so his men came 
versatile performance and low mainte- from all over—one department head 
nance, see modern Model 251 with the formerly was an associate professor of 


original Davidson 2-Cylinder Principle! marketing at the University of Utah— 
but at Doyle’s insistence most had 


previous Ford Motor Co. experience. 
With dealer sites located, and a sales 
DAVIDSON CORP ¢ , % , 
A Subsidiors of is . are wc force recruited, Krafve and Dovle early 
y 9 inetype Compony b. 7 
29 RYERSON STREET, BROORLYN 5, MEW YORK this vear had to forge the final link in 
wetributert im ell principal cies ond Canoda 7 j 
as the distribution chain—dealers. 
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Davidson Paper Masters 
and Matched Supplies 
assure fine quality 


reproduction on a 
i 
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[J Arrange demonstration 


To be an Edsel dealer 1 man must 
have a certain splendid faith in the 
Firm _—s Ford Motor Co. That isn’t a con- 
tractual requirement, of course, but 
consider the circumstances: 

City Zone___State . —_ To sign a selling agreement a man 


Nome 
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from Vinyl Plastisols 
may come the easiest 
= product i imp > 


* 


you ever mm 





New vinyl dispersions are fused on METALS, 
FABRICS, PAPER, to produce tough, permanent 
finishes ... or molded, without pressure, into 
high- grade low-cost products. 


A vinyl plastisol, dip-coated on the anchor above, 
became a permanent finish, unusually resistant 
to corrosion and abrasion, literally cushioned for 
quiet, “gentle” operation. 


Vinyl plastisols are extremely versatile, Available 
in a wide choice of clear-through permanent 
Monsanto is a major supplier COlors, they can create a smooth, textured, or 
of Opalon* vinyl resinsand embossed finish. Coated on fabrics and paper they 
Monsanto Plasticizers,on produce fine luggage, wall and floor coverings. 
preter jena aenie te Coat them on metals before forming —even 
from qualified formulators. Stamping won't rupture the flexible finish. 
Slush-mold them into rain boots, dolls’ heads. 
They are permanent, flexible sealants. Use foamed 
vinyl plastisols for upholstery or insulation. 


6, Springfield 2, 


/ 
ee oe te al ee “The Vinyl Plastisol Story” tells you a great deal 
MONSANTO more about this quick and easy source of 
improvement, Use coupon for free copy. 
Monsanto Chemical Company, Plastics Division, 


Springfield 2, Mass. 














Monsanto Chemical Company 
Please send me free copy of 


Plastics Division, Room 14 
“The Vinyl Plastisol Story.” 


Company 
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PAPER BOARD 


COMPANY, INC. 


PAPER MILLS 
DIivVvVIisSton 

NEW HAVEN AND VERSAILLES, CONN: BOGOTA, WN. J; BOSTON 

AND PITTSBURGH PA MARION ind 


CONN. PALMER, MASS COLUMBUS AND 
* PAPER SOARD MILLS: BOGOTA. N J. NEW HAVEN 


SENVILiC. OW WHITE HALL. MO 
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GUARDIAN of your most valuable business asset 


You step into Jim’s office as he is concluding a conversation 


with a difficult customer. These thoughts cross your mind: 


“Great guy, Jim. So much of our company’s business 
depends on his tact, his talent, his instinct for handline 
sensitive matters. No doubt about it—his abilities, and 
those of a few other key people, are the most important 
asset we own. It would be a deep personal loss if anything 


happened to Jim—and an even greater loss to our firm.” 


Every business has its “Jim’’—the key man who makes 
such a substantial contribution to the profits of the firm. 
That's why more and more firms are using GUARDIAN’S 
Preferred Risk plans to protect their “human” assets. 


In the event of Jim’s untimely death, the GUARDIAN plan 


would provide funds to help offset the resultant loss of earn- 
ings and tide the company over until a desirable replace- 
ment can be found. If Jim continues with the firm, the 
accumulated cash may be used to provide a retirement in- 
come for him, with definite tax advantages to the company. 


The provisions of GUARDIAN’S new 1957 policy con- 
tracts—the most modern in the insurance industry—are 
designed to give business firms an ideal solution to busi- 
ness insurance problems, with the most favorable tax 
consequences. 


Your GUARDIAN representative or your own insurance 
broker will be glad to give you, your attorney and your 
accountant full facts and figures about GUARDIAN’s Preferred 
Risk plans. Why not call him today. 


The GUARDIAN Life Insurance Company OF AMERICA 


A Mutual Company ® Established 1860 


50 UNION SQUARE, NEW YORK G,N. Y. 








You Can Expect Substantial Reductions 
in Waste Materials Handling Cost with... 


DEMPSTER BROTHERS, 467 Dempster Bidg., Knoxville, Tennessee 


60 


He WReueste 


- 2 Y STEM 


This company uses our 
equipment to handie 
wastes in our Universal 
Containers (see photo), 
tiquids in our Tank Type 
Containers and heavy 
materiais in our Heavy 
Duty Containers at its 
Port Arthur, Texas, re- 
finery. 


This pulp, paper and 
other forest Products 
manufacturer has 2s 
Dempster-Dumpster Con- 
tainers of various sizes 
for **easier, Cleaner 
handling of waste ma- 
teriats** at its Bertin, N. 
. plants 


At this targe General 
Electric plant, the Demp- 
ster-Dumpster System 
collects scrap material 
in various areas, such 
as wire preparation and 
Parts fabrication as 
well a8 waste material 
accumutated at this 
factory 


bove photos of the Dempster-Dumpster System at work also serve to show 
how each container is picked up, hauled and dumped. Here is, without 
question, the lowest cost method of materials handling by truck ever devised. 
Remember, there is a Dempster-Dumpster Detachable Container available or 
that can be built to suit the material — be it solid, liquid, dusty, combustible, 


high temperature waste or 
salvable, raw or finished product 
— each, regardless of size up to 
21 cubic yards or payload capacity 
up to and over 36,000 pounds, can 
be handled by one truck-mounted 
Dempster-Dumpster with only one 
man, the driver. Write us today 
for complete literature. Manufac- 
tured by Dempster Brothers, Inc. 


Varke ting 


att $f 
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buying a_ pig-in-the-poke—deliberately 
folding a_ successful business (Edsel 
wouldn't take him if he hadn’t been 
successful) on the strength of his faith 
in Ford Motor Co 

¢ Sight Unseen—Doyle tells of one 
competitive dealer who signed a “pic 
of paper.” He was asked if he wan 
to‘see the car he was going t 
before he signed. He shrugged an 
said, “It doesn’t matter 1 see a lot 
of Ford products running around the 
streets, so you people must know what 
you're doing.”’ 

Complicated though the incipient 
Edsel dealer’s life is, Doyle and Krafve 
can match his problems. Product mix 
is one of them. The auto industry has 
bushels of statistics on how many four 
door sedans, how many hardtops, how 
many station wagons and so on are 
sold in various markets. But those 
statistics have been developed from 
the sales of well-established cars. Will 
a car that has never been on the 
market adhere to industry trends? 
¢ Distribution—Allied to that problem 
is the pattern of distribution. ‘The 
Edsel will be built in seven plants 
two also building Mercurvs and four 
also building Fords. Somerville, Mass., 
will assemble only the two top series, 
the Corsair and Citation. On a map, 
the assembly facilities look right: There 
are plants for all four series on the East 
Coast, in the middle part of the country 
and on the West Coast. But the tastes 
of the customers decide where capacity 
is adequate as is illustrated by the sales 
of the Ford Div. Despite a new, high- 
capacity assembly plant on the West 
Coast, the division has had to ship cars 
from the Midwest for much of 1957. 

Then there is the necessity for main- 
taining a pool of cars to serve dealers 
who are not signed by Introduction 
Day but come in shortly afterward. 
That mav be as many as 20,000 car 

But the dealer still has what may be 
the biggest single problem regarding 
the Edsel introduction period: price. 
With no previous experience to guide 
him, how will he determine what is a 
proper gross profit. The suggested re 
tail price range of the Edsel has not 
been disclosed, but obviously it will 
have to be a spread of from around 
$2,200 to $3,600. In all other makes 
of cars the “suggested retail price” is 
the upper limit of the bargaining price. 
Generally, dealers discount slightly from 
the suggested list (or over-allow on trade 
ins) right from the introduction day 
of new models. 

Should Edsel dealers expect, because 
of the novelty value of the car, to get 
the full suggested price? Should they 
adopt the -trading practices.of competi- 
tive dealers? In an attempt to get 
volume how much dare they discount 
without giving a public impression the 
new car is not readily salable? eno 
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THE VITAL DIFFERENCE 














® 
FLUOROPFLEX-T: 


Millions of feet in service 
<= proof of reliability! 


| fluorocarbon hose 
Patented tube compound 
Greater flex life 
Millions of feet 
in service 
Over three years 
flying time 
Superior impulse life 





Leakproof, blowoff-proof 
fittings 


Patented fireproof 
construction 










Self-supporting — _ 
pre-formed assemblies 
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Service-proved 
constructions to 3000 psi 
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ae ‘ a aoe g1 eater kee the record peaks soe itself from Tefl a oon we made to vary 
— flex-life of Fluorofiex-T Fluorofiex-T hose assemblies truly greatly, the fabricator’s integrity and 
hose assemblies is one of many rea- insure optimum reliability for air- experience remain the user’s best as- 
sons for their outstanding perform- craft engines, frames and missile irance of reliability and perform- 
ance nd reliability proved ir é ance, 
three years of t ugh. hard service VITAL FACTS ABOUT FLUOROFLEX-T In Fluoroflex-T assemblies, it i 
With many times the flex-life of F luoroflex-T hose is made of DuPont the unique patented tube and special 
other fluorocarbon hose, Fluorofiex-T Teflor a raw material. The additior manufacturing techniques originated 
assemblies continue to meet the se- of compounding ingredients or the by Resistoflex that make the vital 
verest requirements even after thou- nature of fabricating techniques car fference. 
sands of flying hour vary propertie n the end product Resistoflex is the only “coupling 
Only Fluoroflex-T assemblies pro- considerably manufacturer” that has worked with 
vide this safety factor —the minimum For example, fl fe can vary.a Teflon since its introduction. If you 
insurance which the human lives and thousandfold depending upon the have any questions on the behaviou1 
costly equipment involved deserve fo1 manufacturing methods used and the of hose made from Teflon, you can 
their protection. degree of control applied. get the right answer from Resistoflex 
Now, with millions of feet in serv Since the properti« f product conservatively expressed. 
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toflex trademark. Teflon is a DuPont trademarh 


Originators of high temperature fluorocarbon hose assemblies 


Roseland, New Jersey + Western Plant: Burbank, Calif. » Southwestern Plant: Dallas, Tex. 
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Typical of the bright American dream of suburban living—a dream fast becoming happy reality 
for ever more millions of families—is this scene of a spacious suburban area near Atlanta, Ga. 


THIS IS NATIONAL STEEL 


Coast to coast, the chorus rings out: 


“Suburbia, here we come !” 


Thanks to the mobility of modern motoring, a mass 


migration to the suburbs is under wav 


For dramatic evidence of today’s all- join the ranks in the years ahead. winner who must commute to the 
out trend toward suburban living Seems just about everybody wants city. And by providing his family 
well, try this statistic for size: There out (out of the city, that is!). And with easy and convenient means of 
are now more passenger cars registered that’s where the figures on car owner- reaching schools, shopping centers, 
than there are households in the U.S. ship come in—for it’s today’s superbly recreation areas—near or far. 

32 million cars; approximately 48 engineered automobiles that are mak- 
million households). And that means ing this mass migration possible. 
millions of families with two or more How? By providing fast, depend- No wonder Americans, in ever-in- 
cars—with more millions certain to able transportation for the bread- creasing millions, are united in one 


“Suburbia, Here We Come!’ 












urbanite right “at home. 










mighty chorus of, “Suburbia, here we 
come!”’ And Suburbia, in turn, is 
making these millions warmly wel- 
come with prodigious housing develop- 
ments and single homes for every 
income bracket. 

With scenic charms, too, and the 
many attractions of more leisurely 
living away from the congestion of 
cities—closer to the outdoor life. And 
with multi-million-dollar shopping 
centers within a few minutes’ drive 
from every home for miles around 
plus convenient off-street parking 
space. Suburban cash registers now 
ring up a lush multi-billion-dollar 
business volume yearly. It’s a golden 
transfusion for our economy—an 
economy today being geared to new 
ways of marketing and changing buy- 
ing habits under the impact of mush- 
rooming Suburbia. 

In these scientifically planned shop- 
ping areas that serve virtually every 
suburban community, the proudest 
names in big city merchantdom now 
vie with one another to supply every 
possible want of suburbanites where 
they live. Many of these centers are 
splendid in concept—look more like 
dazzling resorts than bustling busi- 
ness concentrations. 


Multi-Car Families Abound 
Keeping pace with the increase in our 
suburban population (it’s predicted 
that suburban dwellers will total more 
than 83 million by 1975), is the sharp 
rise in two-car families. With the 
round-the-clock business, shopping, 
social and other demands made on 
“the car’ by every member of the 
family, a single automobile can prove 
painfully inadequate. 

Also, the new 50-billion-dollar, 


41,000-mile Federal Aid network of 


new multi-lane freeways— providing 
safer, handier access to cities, to in- 
dustries, to pleasure travel, particu- 
larly for the suburbanite—should 
markedly stimulate multi-car owner- 
ship per family. 





>; 
Picturesque business centers (often regal in concept and complete with parking space 
for all) today make the finest in metropolitan shopping faciliti 








With golf courses, clubs, scenic drives within 
such easy driving distance for suburbanites— 
away from traflic-clogged city streets—out-of- 
doors pastimes take on a new dimension. 


National’s Role 


We at National Steel take pride 
the great contribution of the auto- 
mobile to the health and well-being of 
our people and our nation. Because 
National Steel, through three of its 
major divisions—Great Lakes Steel 
at Detroit, Michigan, Weirton Steel 
at Weirton, West Virginia, and The 
Hanna Furnace Corporation at 
Buffalo, New York—is an important 
supplier of the steel and iron used by 
automobile manufacturers. 

Through the skilled engineering and 
manufacturing of the automobile in- 
dustry, this nation each year enjoys 
safer, stronger, more economical cars. 
Our constant goal—through research 
and cooperation with the automobile 
industry is to make better and 
better steel for still greater safety, 
strength and economy in the cars 
and trucks of today and tomorrow. 


NATIONAL STEEL 


GRANT BUILDING 


s available to the 
*In fact, suburban living is revolutionizing marketing concepts. 
I 


In Suburbia, two cars are almost a 
must: one for commuting, another 
available at home for shopping, 
pleasure driving, school, emergencies. 









Swift and sure commutation by car 
from the breadwinner’s city job to his 
suburban home means precious extra 
hours of relaxation and recreation. 








NATIONAL 
STEEL 


THIS IS 


NATIONAL STEEL 


GREAT LAKES STEEL CORPORATION 
WEIRTON STEEL COMPANY 
STRAN-STEEL CORPORATION 


THE HANNA FURNACE CORPORATION 


HANNA TRON ORE COMPANY 
NATIONAL MINES CORPORATION 


NATIONAL STEEL PRODUCTS COMPANY 


CORPORATION 


PITTSBURGH, PA, 





















Now—“Iron Mike” has met his master! 


It's tough to make the starting team in the big leagues. But for a baseball, it’s 

ven tougher to qualify for batting practice. For here there's little letup in the 
pounding, the scuffing or the skinning. Particularly when “Iron Mike,” the pitch 
ing machine, does the serving up 


A standout performer in this job — and in playgrounds, sand lots and battir 
ranges across the country—is an unusually durable ball with a molded-on, rubbe1 
ized cord cover. This cover fully resists impact abrasion and moisture includin 
repeated washing. As a result the ball retains its size, shape, weight and “grippa 


bility” much longer than its higher priced counterparts 


Much of the success of this ball lies in the use of three Goodyear materials in the 
cover compound, PLIOFLEX, the light-colored, oil-extended rubber, lowers bot} 
weight and cost without loss of desirable qualities. PLioLire S-6B — the high 
styrene, rubber reinforcing resin — adds toughness and a leatherlike feel 

And WiNnG-STay S—a nonstaining antioxidant—protects the original 

whiteness and physical properties against age and sunlight. 


Mastering “Iron Mike” is just one example of how prop- 

erly compounded PLIoFLEX rubber can answer many 

product problems. If you would like more information 

on how PLIOFLEX or PLIOLITE S-6B or WING-StTAy S can 

help your products, just write to 

Goodyear, Chemical Division, Dept. F-9415, Akron 16, Ohio. 
' ; ap ' 


' “ The Goodyear 


Pliofiex 


ag light colored 
. “synthetic rubber 
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Federated Noses Out Allied 


In Department Store Sales 


One of the nation’s top retailing groups, Federated 
Department Stores, Inc., edged ahead of the long-time 
department store leader, Allied Department Stores Corp., 
on the basis of first-quarter sales. Last week Federated 
sales were $139-million, 
up from $119-million for 
the same period last year. 
Allied reported sales of 
$133-million for the 
quarter ended Apr. 30 
this year. 

At the same time, led 
erated announced top 
level executive changes. 
Ralph Lazarus (picture), 
former executive  vice- 
president, moves up to 
president. [he former 
president, Fred Lazarus, 
Jr., becomes board chairman and continues as chief 
executive officer. Lincoln Filene, 94-year-old retailing 
pioneer, was made honorary board chairman, and con 
tinues as chairman of Federated’s Filene Diy 

In taking the first-quarter lead away from Allied, 
Federated continued a steady growth rate that has seen 
it close in on its chief rival during the past few years. 
In 1955, for example, Allied rang up $582-million in 
sales to Federated’s $538-million. Last year Allied sales 
rose to $616-million, a $34-million gain. But Federated 
jumped to $601-million, for a gain of $63-million. 





One Big Boston Store Gives Up the Ghost, 


Another Surrenders Downtown Operation 


In recent years several big New York stores have 
closed their doors—Namm-Loeser’s downtown store, the 
downtown Wanamaker’s, McCreery’s. Now it is Bos 
ton's turn. ‘Two veteran Boston stores—R. H. White 
Corp. department store and E. T. Slattery Co. specialty 
store—announced last week they had reached the end 
of the road. 

For 90-year-old Slattery’s, the close-down will be com 
plete. It is locking up its two suburban stores as well 
as the downtown store. At White's, a member of City 
Stores Co., only the 104-year-old downtown store is giv 
ing up. The company is expanding its Worcester store 
and plans two suburban branches 

According to Albert M. Greenfield, chairman of 
White’s and president of City Stores, White's lost 
$l-million last year and several million in the past 10 
years. Yet 10 years ago it was Boston's third biggest 


sti ITC 
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White’s had tried for months to salvage the downtown 
operation. It fought a losing battle against a poor loca 
tion—farther from the transit stations than most re 
tailers—and against high taxes, the bane of all Boston 
merchants. 

City Stores, Greenfield explained, had been willing to 
put an additional $2-million into White’s and to make 
certain financial concessions if the money was matched 
by other means. But store employees turned down a 
15% pay cut, and city fathers turned down a proposal 
to cut its $4-million real estate assessment in half. 


Mail Order Discount House Finds 
Trouble in Placing Triumphal Ads 


Masters Mail Order Co., Washington (D. C.) discount 
house, and subsidiarv of Masters, Inc., of New York, is 
having a hard time capitalizing on its recent court vic 
torv over General Electric Co. Masters Mail Order tried 

to place ads of GE. “tai 


HUGE SAVINGS on GENERAL ELECTRIC traded” merchandise at 








@arruiances oe prices in three 

am New York papers last 

I The People of Mew York Win A Greot week—and didn't make 
\ victory in The Bottle Agoinst Retei it. ‘The ad was headlined, 
Price Fixing By Mensfertrer “The people of New 
=o ile anenitdlaealll York win a great victor, 
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trading” New York mer- 
chants were offering on 
18" the same goods. 

: } The U.S. Court of 

Appeals in New York 
had upheld the mail order company’s right to advertise 
and sell its goods by mail to customers in “fair-trade” 
states. The reason: Washington, D. C., has no resale 
price maintenance law. 

Following the ruling, Masters Mail Order placed orders 
for ad insertions in the New York Herald Tribune, the 
New York News, and the New York Post. According to 
a Masters spokesman, the News and the Post got the 
insertion two weeks before it was scheduled, the Herald 
l'ribune got it the day before 












hen, the day before the ad was to run, says the 
spokesman, the three papers notified Masters that they 
were not publishing the ads. Steve Masters, president 
of the mail order company and of Masters, Inc., wrote 
the publishers a stiff letter demanding an explanation. 
The spokesman says Masters “has referred the whole 
matter to its lawvers.”” ‘his week WRCA also turned the 
ad down. 

Neither'General Electric Co.—which is appealing the 
court’s ruling—nor the papers had any comment 

Meanwhile, the Washington concern is readying a 
huge mail campaign, enclosing the ad that was meant 
for the papers. Masters is entitling the ad, “The ad the 
New York newspapers didn't dare run.” 
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SPECIALIST Walter Frank, right, answers a broker's request for a quote. At left, competing specialist Walter Travers. 
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Indispensable Man of Big Board 


Without the specialist, trading 
in many a stock would be spotty 
and disorderly. It’s a nerve- 
wracking job for 350 men. 


Eber SE PICTURES all include a man who 
—as a type—is indispensable to the 
smooth functioning of the New York 
Stock Exchange The man is Walter 
N. Frank, a partner in Marcus & Co 
He is a specialist—one of 350 such men 
on the floor of the exchange. Without 
these specialists, trading in many of the 
Bie Board’s 1.500 or so stocks would 
be spotty and uncertain, 
chaotic 

Specialists don’t deal with the in- 
vesting public but with other mem 
bers of the exchange. But half the 
volume of shares traded daily goes 
through their hands, and their opera 
tions affect the rest, too. It’s their job, 
assigned by the governors of the ex- 
change, to maintain a continuous and 
orderly market in the stocks in which 
they specialize. 


¢ Making a Market—There is at least 


perhaps 


one specialist for every listed stock, and 
two for 263 of the more active issues 
Some Sp ialists serve only one stock 
but th verage is 13 or 14 stocks, and 








one firm has 54. Frank and his five 
partners in Marcus & Co. specialize in 
17 stocks, including Bethlehem Steel, 
American Cyanamid, American Gas & 
Electric, American Radiator & Stand 
ird Sanitary, and Crown Cork & Seal 

When trading in his specialty stocks 
is active, the specialist merely stands 
ready to move in if he’s needed. But 
someone may come along with stock to 
sell when there are no eptable bids 
for it, or with an order to buy when no 
shares are being offered at acceptabk 
prices. In such cases, the speciatist must 
provide the missing factor in the market 
he buys or sells for his own account 
And he must stand always ready to 
throw his own buying or selling powe 
into the market to keep prices stab 
ind to preserve a narrow margin b« 
tween bid and asked price 


He earns his living from (1) the 
share of the brokerage commission that 
he gets from executing orders for other 
brokers and (2) his own trading opet 
itions over the long haul 
¢ Broker Function—The pecialist 
erves as a broker by executing ordei 
that are Iefc with him by other men 
bers of the exchange when the order 
price is out of line with the current 
market and they haven’t been able to 


trade between themscl 









COIN TOSS 


is the horseshoe-shaped station at which specialist 
POST 10 


Frank (center foreground) spends every session, 
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For example, a broker may have an 
order to buy 100 shares of U.S. Steel 
at $65 a share. But the stock may be 
selling at $69. ‘The broker can’t afford to 
hang around the post where Steel 
is traded until he finds someone who's 
willing to sell at $65, but the special 
ist in Steel as there all the time. He 
igrees to take the responsibility of 
watching this order and executing it at 
the first opportunity. For this service, 
the specialist collects about 10% of 
the commission the other broker gets 
from his customer 

Meanwhile, the original broker bene- 
fits by being able to go on to any of 
the other 18 posts on the floor to exe- 
cute orders for other customers 
¢ Dealer Function—By trading for his 
own account when the market is out 
of balance, the specialist tries to keep 
1 narrow margin between bids and of 
fers, so brokers can normally execute 
their orders at or near current market 
price. He tries to keep the price from 
one sale to another within a range of 
$1 for stocks selling under $20 a share 
or $2 for higher-priced issues 

His own dealings are aimed toward 
bringing buyer and seller together, to 
ward preventing a standoff that would 
impair activity in his stocks. 

For example, the moment may 


decides who gets deal when prece- 
dence of order is undeterminable. 
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The Adjuster— 


makes you glad you’re insured by THE HOME! 


Policies may seem “all alike” to you—until you've had 
a fire or other insured loss. 


That’s when you appreciate the services of your Home 
Insurance adjuster. 


When your own agent or broker recommends The Home 
to protect you, he has the adjuster in mind. He knows that 
The Home adijuster’s objective is identical with your own 
—to see that your loss is paid promptly and fairly, with 
the least trouble and inconvenience to you. 


To assure this, even after a catastrophe, The Home Insur- 
ance Company has trained and maintains a special staff 
ready to work 24 hours a day anywhere in the nation to 
speed payment to our policyholders. 

As in most things —you do best when you buy the best! 
See your HOMEtown agent now! 


wwe HOME 


CSusurance Company 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE ¢« MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
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come when the best offer to sell Steel 
is at $70 and the closest bid is $68.50. 
With that much spread between bid 
and offered, trading may stop entirely. 
In his role as a market maintainer, the 
specialist then may bid $69 or he may 
offer to sell at $69.50, depending on 
what he thinks the market needs. 
These intermediate bids or offers nar- 
row the gap ind start trading moving. 


l. In Emergency 


Specialists are rarely noticed by the 
investing public, almost never by the 
public at large. As with a good fight 
referee or baseball umpire, the more un- 
ebtrusively he functions, the better he’s 
doing his job. He draws public atten 
tion only when there’s an extraordinary 
event in the market 

On Monday of last week, for exam- 
ple, after the President’s stomach upset, 
Big Board specialists steeled themselves 
for a recurrence of heavy selling that 
followed announcement of Eisenhower's 
previous illnesses: the heart attack, 
when trading volume went to 7.7-mil 
lion shares the next business day, and 
the ileitis attack, which sent volume to 
3.6-million 

Last week’s Monday volume topped 
3-million shares and, as the specialists 
had expected, started with heavy sell- 
ing. But a quick rally erased much of 
the early loss. There’s no way to tell 
exactly how much of the dav’s volume 
passed through the hands of the special- 
ists. However, according to Willard K. 
Vanderbeck, the exchange’s vice-pres- 
ident for floag procedure, the specialists 
last vear bought or sold 13.6% of all 
shares traded, and handled another 35 
or more in their role as brokers 
e Under Pressure—In trading for his 
own account, to fulfill his “maintenance 
of markets” function, the specialist 
often stands to gain or lose a large sum 
of money in a hurry. If there is a sharp 
rise or fall in the stocks he services, he 
tries to soften the trend 

Thus, either a sharp rise or a sharp 
drop in prices can run up a paper loss 
for the specialist, though his ability to 
play for the long run usually restores 
balance 

For example, the market hears good 
news about one of his stocks, and heavy 
buying pressure develops. To fill de 
mand—and to keep the price from 
bouncing artificially high because of 
shortage of shares in a thin market 
the specialist may have to sell short. 
It can happen then that he must cover 
his short sales by buving later at higher 
prices; on the other hand, he may 
be able to cover at a saving when profit- 
taking follows the sharp rise, as it often 
does. 
¢ On the Downswing—The specialist's 
job on a panicky day can be still more 
ulcer-making. Take the first business 
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See how much structural Stee! was saved 


with curtain wall panels at Gateway Center 


When the Gateway Center buildings 
were erected in Pittsburgh in 1950, 
the architects decided to use Stain- 
less Steel curtain walls instead of 
masonry construction. The curtain 
wall panels had a Stainless Steel 
exterior and a lightweight concrete 
backing. 

There are three buildings in the 
plan (one 24-story, two 20-story). 
If masonry construction had been 
used, 27.7 million pounds of struc 
tural steel would have been required. 
Since the curtain walls are so much 
lighter than masonry, only 23.5 
million pounds of structural steel 


were required. The net saving in 


structural steel was 2,077 tons, rep- 
resented by that mass of 30-foot 
beams in the picture. At today’s 
prices, this would represent a saving 
of approximately $225,000. 
But—that’s not all. The thin cur- 
tain wall panels provided more rent- 
al area—25,280 square feet of it, 
which, at $5.00 per sq. ft., would 
yield an additional $126,400 rent 
every year. Since panels go up so 
quickly, tenants can move in earlier, 
and additional rental income is possi 
ble by reason of the early occupancy. 
Curtain wall savings like this are 
being repeated all over the country 
today. If you’d like the complete 


story, send this coupon for your free 
copy of “Walls of Steel,” a descrip- 
tive, informative book of curtain 
wall construction. 


United States Steel 
525 Wiliam Penn Place, Room 2801 
Pittsburgh 30, Pa. 


Send me your free 
“Walls of Steel’’ booklet. 


Name 
Company 


Address 


USS STEELS FOR ARCHITECTURAL DESIGN 


USS STAINLESS STEEL + USS VITRENAMEL SHEETS 
USS STRUCTURAL STEEL + USS WINDOW SECTIONS 


USS and VITRENAMEL are registered trademarks. 
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‘“‘MACHINERY ANALYZER 
saves us $1000 per hour”’ 


“We've had total savings of more 
than $100,000 since we purchased the 
analyzer three years ago. The analy- 

zer has been shipped over 100,000 

miles by air, rail, and car to our 

eight plants without need for repairs 
or replacements”—reports a leading 
chemical processor 

The Machinery Analyzer—actually a 

portable IRD Vibration Analyzer — 

is used for... 

TROUBLE SHOOTING—to pinpoint 
faulty components exciting vibra- 
tion, thout costly dismantling 

MEASURING DISPLACEMENT—to 
accurately determine the condition 
of machine ry, wu thout costly dis- 

untling 

IN-PLACE BALANCING—to dy- 
namically balance at operating 

peed the accessible rotating com- 
ponents, u ithout costly dismantling 

Here are several examples cited by 

company officials: 

Detecting a broken gear in an ime 
portant gear reducer saved a major 


loss of production 


Savings of $2000 in balancing’a ringer 
assembly, because dismantling and 
loss of production were eliminated 

A 450 HP motor was balanced, in 
place, at savings of $8000 to $10,000 
in production and maintenance 
costs 

What portable IRD Vibration Analy- 

zers are doing for this company—to 

reduce inspection, maintenance, and 
production costs—it can do for your 
company. 


For further information—or an 
actual demonstration on your own 
machinery by an IRD field engi- 
neer—write today to International 
Research and Development Cor- 
poration 797-BW Thomas Lane, 
Columbus 16, Ohio. 
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day after the President’s heart attack. 
According to a special Big Board study, 
the specialists’ total investment in- 
creased $23.5-million that day, to a 
new total of $73.4-million. Everyone 
wanted to sell in that session, and 
few were buying—except the specialist, 
in the line of duty. 

If the decline of the market had 
continued at its original rate, the 
specialists might have lost as much as 
25% of their $73.4-million mvestment 
before they could ease out from under. 
Fortunately, it didn’t. But the hazard 
was further proof that the job of the 
specialist isn’t for the 
fainthearted, or the indecisive. 

Not in the memory of the oldest 
Big Board employee has 
ever gone broke, despite the risks these 
men must take 
though, when they've had to give up 
handling a stock because they couldn't 
stand the gaff 

Only this spring, the four Luken 
Steel specialists, exhausted by a period 
of extremely heavy trading in a thin 
market, turned the stock over to a fresh 


team (BW—May4'57,p40) 


nervous, the 


a specialist 


There have been cases, 


seven-man 


ll. Making a Specialist 


The origin of the specialist isn’t 
clear. Legend has it that, around 1875, 
i floor member named Boyd broke his 
leg. Rather than convalesce at home, 
he came to work and conducted his 
business from a chair. Since he couldn’t 
move readily around the floor, 
one post and confined his trading to 
Western Union, a very popular stock 
He did so much business that, even 
ifter he was able to walk again, he 
continued to Western 
Union 


he ¢ hos« 


specialize in 


Other brokers found this arrangement 
convenient, too. [It assured them of a 
market in Western Union without de 
lay or shopping around. Other men be- 
came specialists in other stocks, and the 
job became indispensable 
¢ Requirements—Today, an exchang« 
member can’t just decide he wants to 
be a specialist and start doing business. 
He must be approved by the Big Board’s 
33-man Board of Governors, of whom 
it least 10 spend most of their time on 
the tr iding floor. 

Che governors won’t O.K. a man who 
isn’t experienced in the specialist’s op 
erations or who hasn’t at least enough 
capital to hold 400 shares of the stock 
in which he wants to specialize (or 
100 shares of the 225 issues, mostly at 
Post 30, that are traded in 10-share 
lots). 

\ few applicants may have gained 
experience another 
major exchange, but most of them be 
gin as a specialist’s clerk. At first, a 
man usually is named an associate 
specialist, which means he can do the 


as specialists on 


work only under supervision of the 
regular specialist. 

Walter Frank started, like the ma- 
jority, as a specialists’ clerk. Although 
the clerk doesn’t participate in the 
auction, he must know as much about 
what’s going on as his boss does. Frank 
began as clerk for Mortimer Marcus, 
now senior partner of Marcus & Co. 
and then with a specialist firm on the 
old Curb Exchange (American Stock 
Exchange). When Marcus joined the 
New York Stock Exchange in 1932, 
Frank came with him; in 1937, he 
became a member of the exchange, a 
partner in the new Marcus & Co., 
specialist in his own right 
¢ Measuring Up—Cnce a member be 
comes a specialist, he faces the chal 
lenge of staying one. He is watched 
closely on how often he trades against 
the market (buying for his own account 
when the market is falling, selling when 
it is rising) and on the proportion ot 
his trades for his own account, com 
pared with total volume in his steck 
A topnotch specialist will be trading 
against the market in about 80% of 
the operations that he undertakes fos 
his own 

If a specialist doc 
first result is a falling-off in his business. 
Brokers will deai instead with a com 
peting specialist; if there is no compet- 
ing specialist, one may be appointed. 
The second thing that will happen 
is that the exchange will take the stock 
iwav from him and give it to another 
specialist 

This rarely happens, 
Vanderbeck of the 
most cases, “the fellow 
but just couldn’t 


} 
ind a 


iccount 
OCT job the 


says Vice-Pres. 
exchange, and in 
tried his best 
measure up.” 


lil. How He Operates 


Most times on the exchange floor, 
there are 2,000 men milling around. 
Yet it’s easy to spot the specialists. 
They're the ones who stay put at a 
post, the center of a crowd of brokers, 
with their hard-covered 4 by 11 in. 
“books” jammed their chests. 
\ specialist lives with and by his book, 
which 
actions in a given stock in behalf of 
other brokers and a record of all un- 
been left 


igainst 


contains the log of his trans- 


executed orders that have 
with him. 

¢ What’s Bessie?—Specialist Walter 
I’'rank stands outside the rim of Post 
10, where his firm’s 17 stocks and 50 
or more others are traded. Overhead, 
the stocks at the post are listed, each 
with a dial that indicates the price of 
the last sale and whether it was higher 
or lower than the previous sale. 

Every so often a broker 
Frank. ‘What's Bessie?” he may ask. 
This is a request for the best bid and 
offered prices on Bethlehem Steel. 
rank or his clerk will answer, as they 


ipproaches 
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Welcoming some 2,400 share- 
holders (including those from the 
United States and Canada) to the 
Annual Meeting on May 30 of The 
Bowater Paper Corporation Ltd. 
t Northfleet, England, Sir Eric 


a 
Vansittart Bowater, Chairman of 
t 


e Corporation, reported 
56 was a satisfactory and 


gra jz year for Bowaters. Over- 
é siuction and ecarnings were 
at the highest level in our history 


Substantial Overseas Earnings 


Consolidated revenues before de- 


preciuauion and taxation amounted 
to { $44,800,000, of which 
n an 70 per cent was earned 
b > main Overseas companies, 
co ired with 65 per cent in 1955 
and 55 per cent in 1954, 

\ tinal dividend has been 


recommended on the Corpora- 





tio common shares at the rate 
of 8 cent which, together with 
the terim dividend paid in 
Oc r 1956, will make a total 
distribution for 1956 of 1244 per 
c This compares with 114% per 


cent for the previous year.’ 


Growth of Fixed Assets 
“Fixed assets have increased by 
some $98,000,000 to $327,600,000. 
»out one-half of this increase 
represents the properties and plant 





o! the Mersey Nova Scotia Com- 
par while the remainder reflects 
t progress of the capital develop- 
ment programs both in the United 


Kingdom and in the United States. 
The amount expended during 
1956 on fixed assets and on trade 
investments totalled some $109,- 
200,000. To help meet this ex- 
p iture, new capital of $75,600,- 
000 was raised in North America 
in the form of notes and/or bonds 
by Bowaters Southern Paper Cor- 
on and Mersey Paper Com- 


and in preferred shares by 

t itter company and by the 
Bowater Corporation of North 
America. The balance was pro- 
nternally Consolidated 

ets, in the form of Dulidings, 
plant, tumberlands, ships and other 


assets, now exceed $420,000,000.” 


Pians Take Shape 


“Overseas we are expanding our 
iper conversion § facilities in 
Australia, while in Canada the 
program for further speeding up 
and developing our mills at Corner 
Brook and at Mersey, Nova Scotia, 
makes steady progress. In the 
United States work has com- 
menced on the fourth machine at 
the Tennessee mills, which is 





United States of America 





Great Britain 
Republic of Ireland 


‘“By 1959, we shall be making, 







North America alone, 1,000,000 tons 


of newsprint a year— moreover, 


we expect to sell it!’’ 






scheduled to start up at the end of 
1958. Work has also commenced 
on the new sulphate pulp mill at 
Catawba near Rock Hill in South 
Carolina. Its output will 


replace 
the pulp presently being manufac 
tured and exported here by the 
Tennessee mills, for the third and 
fourth paper machines at those 
mills will absorb the whole of the 
pulp production presently avail 
able for export 
“Of prime importance was e 


acquisition of the Mers« Paper 


Company, one of the most efficient 
and well-managed newsprint mills 
in North America, the present 
capacity of which—and they are 


operating to that capacity is 
147,000 tons per year. This is to be 
raised over the next year or two to 
some 165,000 tons per year.” 


Corner Brook Millis 
“Operations of the North Ameri- 
can Corporation's principal sub- 
sidiary, Bowater’s Newfoundland 
Pulp and Paper Mills, have been 
limited by an exceptionally severe 
winter and by a serious fire. These 
misfortunes very adversely affected 
the Corner Brook Company's 
earnings for 1957 to date, but it ts 
my hope that much of this leeway, 
if not all, may yet be made good 
during the remainder of the year.” 


Increased Production in 
North America 
“Bowaters Southern Paper Cor- 
poration, Tennessee, enjoyed an 
outstandingly satisfactory year 
With the third machine now in 
operation, the addition of the 
fourth machine will raise the an- 
nual productive capacity of our 
Tennessee mills to 435,000 tons of 
paper. By 1959 we shall be making 
in North America alone a millior 


tons Of newsprint a year more 
over, we expect to sell it: indeed it 
has already been sold under long 
term contracts 

“The consolidated profits of the 
North American Corporatior e 
$28,400,000—a substantially 
higher level than previously be 
cause of the increased production 
of its subsidiary companies’ mills 





and the inclusion, for a period of 
eight months, of the carnings of 
its new Mersey subsidiary com- 
pany. These profits might have 
been still greater but for the con- 
tinued upward trend in all manu- 
facturing, selling and transporta- 
tion costs of pulp and paper which 
more than offset the 1956 increase 
in prices for its subsidiaries’ prod- 
ucts.” 


aters 


Australia 
Sweden 


Canada 
Norway 





Sir Eric VANSITTART BOWATER 


Facilities for U.S.A. Investors 
“Arrangements have been made 
for the issue of American Deposit- 
ary Receipts, which facilitate the 
transfer of the Bowater Common 
Stock held by shareholders in the 
United States. This did not permit 
our American shareholders to par- 
ticipate in our recent issue of Loan 
Stock because that issue was not 
registered with the Securities and 
Exchange Commission. While this 
matter 1s somewhat complicated 
by SEC regulations, it is my hope 
that ways and means may be found 
to enable us to offer to our Ameri 
can shareholders participation in 
any future offerings of our se- 
curities.”” 


No Apology for Newsprint Prices 
“I do not believe there are any 
grounds for apology in regard to 
the price of newsprint in the United 
Kingdom or North America. Many 
of the causes of relatively high 
prices have in my view come to 
stay—for instance, the basic raw 
materials, particularly wages 

" vigorous, expanding and 
financially healthy Press through- 
out the world is vital to our in- 
terests. So, also, an expanding and 
healthy newsprint industry is vital 
and indispensable to the present 
and future well-being of the Press 
of the world 

“For many years the Press has 
laid great emphasis on the need for 
an increased and increasing sup- 
ply of newsprint to meet its grow- 
ing needs, needs that in my belief 
will continue to grow. Supply and 
demand of this world commodity 








are now almost in balance as the 
result of the great expansion in 
production that has taken place 
during the last decade. In those 
ten years Bowaters has installed 
ten new high-speed paper machines 
in the United Kingdom and North 
America, capabl of producing 
nearly a million tons of newsprint 
or other papers a I 

Surely the new int austr 
deserves thanks rather than re 


proach for providing the foresight, 
finance, equipment and ability to 
raise the volume of production of 
newsprint, while keeping the rising 
curve of newsprint prices below 
that of other productive industries 
After considerable capital cost, it 
should not be asked to further 
reduce its already slender profit 
margins.” 


American Experts Analysis 
“The American Newspaper Pub- 
lishers Association recently has 


Chairman, The Bowater Paper Corporation Limited 





had prepared a study by Dr. 
Charles W. Boyce which forecasts 
that newsprint consumption tn the 
United States by 1965 will amount 
to over eight and a half million 
tons, and that of Canada to 
575,000 tons, together represent- 
ing an increase during 1960-1965 
of over one million tons. (In 1956 
U.S. consumption was just short 
of seven million tons.) Adding 
overseas requirements, the overall 
demand for newsprint from North 
America will by 1965 amount to 
11,175,000 tons. According to this 
report, planned capacity of the 
North American newsprint in- 
dustry will by 1960 amount only 
to some nine and three-quarter 
million tons per year compared to 
our own estimate of ten and a 
quarter million tons per year 
Either is well short of forecasted 
consumption. This would seem to 
confirm our view that, while pro- 
duction and consumption will in 
the next year or two be in closer 
balance, existing and planned 
newsprint capacity would in the 
not distant future again fall short 
of meeting world needs.” 


Profit Margins 


“We anticipate that our mills will 
operate substantially to capacity 
during 1957 but, despite the slightly 
higher level of selling prices for 
some of our products, recently 
effected, ever-rising costs of pro- 
duction may still further reduce 
prolit margins. Nevertheless, we 
anticipate this shrinkage should be 
offset to some extent if not 
wholly—by a further overall in- 
crease in their production. I have 
no immediate reason to believe 
that 1957 results will be unsatis- 
factory.” 


Confidence in the Future 


“We have implicit confidence in 
the future of our industry and of 
your Corporation. True, in the 
United Kingdom, the fortunes of 
industry generally may continue to 
be influenced by the present in- 
flationary which will 
probably necessitate the Govern- 
ment continuing to exercise a 
strong measure of financial and 
economic control. Some people 
still persist in taking a gloomy 
view of Great Britain’s future 

I don’t. I continue to pin my faith 
in the common sense of the people 
of our great country, and in their 
ability to resolve the problems and 
overcome the difficulties that con- 
front them.” 


pressure 


Stockholders will automatically receive copies of the 


The Secretary 
South Africa 


complete speech by Sir Eric Bowater, Chairman of the 
Corporation. Copies are also available to others who 
are interested on application to: 


Treasurer, 
The Bowater Corporation of North America Ltd., 


1980 Sherbrooke Street West, Montreal 25, Quebec 
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He goes down to the sea in ships, 
does business in great waters. 

But no longer is the Navy con- 
fined to the sea’s surface. It plumbs 
the depths, ranges through the skies, 
penetrates outer space. Its labora- 
tories, even a thousand miles inland, 
are nautical battle stations. 

Research by the Navy, and by 
the industries which serve it, antici- 
pates tomorrow’s needs. Among the 
industrial leaders contributing to 
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that research and translating Navy 
needs into production realities, are 
eight companies of the GPE Group. 

Typical of the significant con- 
tributions by GPE companies are 
Librascope’s computers and anti- 
submarine devices . . . GPL’s auto- 
matic bombing and self-contained 
navigation system for the Martin 
Seamaster . . . Griscom-Russell dis- 
tillation equipment on every class of 
ship including nuclear powered 


GENERAL PRECISION EQUIPMENT 
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Sentinel in Navy Blue 


craft. An indication of Askania’s, 
Kearfott’s and Link Aviation’s in- 
volvement is given in the adjoining 
column. 

Many GPE Group products 
serve vital defense needs today. The 
scientific advances they embody will 
one day benefit everyone. 


a) CORPORATION 


PRINCIPAL PRODUCING COMPANIES « Askania Regulator *« GPL « Grafiex + Griscom-Russell 
Hertner Electric © Kearfott ¢ Librascope ¢ Link Aviation « Pleasantville Instrument « Precision Technology « Shand and Jurs « Simplex Equipment + Strong Electric 
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“Portrait of The Future” is the well- 
chosen motto of this submarine. States U.S 
Naval Institute Proceedings: “The Albacore 
will long be remembered as the pioneer de- 
sign for fiving under water.” Albacore’s revo- 
lutionary piloting technique was conceived 
and produced by Askania, a GPE company. 





Link Aviation provides still another 
glimpse into the future with its F-11-F Flight 
Simulator in which pilots of the supersonic 
Tiger pre-experience flight conditions and 
maneuvers, “log” priceless familiarization 
time. Also “shipping out” with the Navy Air 
Arm is Kearfott, providing 400-cycle compo- 
nents for both planes anu guided missiles 


The coordinated resources of the 
companies of the GPE Group, so effec- 
tive in anticipating and meeting the 
needs of the Navy, serve with equal effec- 
tiveness other fields such as: 

Automatic Controls and Instrumentation 
Aviation 
Chemical and Petroleum 

Marine 

Motion Picture and Television 

Paper, Printing and Textile 

Power Generation and Conversion 
Steel, Mining, Transportation 


eeeeoaeaeoeoeoeoee eee 
For brochure describing 
the work of The GPE 
Group, write to: GENERAL 


Z| 
PRECISION EQUIPMENT CORPORATION, 
92 Gold Street. New York 38, New York. 
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did one noon last week: “483, 49.” 
Uhis means the best bid to buy was at 
$48.75 a share, the best offer to sell 
was $49 a share 

If the broker has an order that fits 
in with these prices, he may trade im 
mediately with Frank or one of the 
other brokers who are standing by with 
orders of their own. Otherwise, he will 
leave the order with Frank to execute 
if the market moves in line with his 
customer's stipulated price 

Occasionally, two or three brokers 
will make the same acceptable bid o1 
offer, and it may not be possible to 
determine which came first. In such a 
case, the decision about who makes 
the deal rests literally on the toss of 
1 coin (picture, page 67 
¢ Thick of Things—The specialist in 
1 major stock rarely has a moment to 
relax. He’s on his feet continuously, 
carrying on overlapping conversations 
with brokers, his clerk, maybe his 
partners or a competing specialist (Mai 
cus & Co. competes with Travers & 
Bartsch in Bethlehem Steel, American 
Gas & Electric, and seven other stocks), 
flipping pages of his book and occasion 
ily flipping a_ coin Competing 
specialists don’t have access to each 
other's books. But since both hear 
all the bids and offers in the crowd, 
each knows what the other is quoting 

On top of these visible signs of ac 
tivity, the specialist must ceaselessly 
weigh market judge 
what to do about keeping his special 
stocks moving. When the price spread 


sentiment and 


in one of his issues gets too wide, he 
must make a bid or an offer on his own 
iccount m an attempt to narrow it 
Ihen he has two fast decisions to make 
¢ Should he raise the bid price 
wer the offered price—or both? 
e In any case, by how much? 
IHlis reaction to these questions de 


pends on something even more essen 
tial to him than his books—his ‘“‘feel’’ 
of the market. If he feels that the 
trend is on the upside, he might go 
long with it bv raising his bid; on 
the downside, bv lowering his offer 


Or if he feels that the pressure in either 
direction is getting too strong, he may 
go against the trend. In such a case 
he will offer to supply stock to a rising 
market at a price lower thet the best 
offer in the crowd or to buy stock in 

falling market at a higher price than 
the best bid 

“There’s no set rule on how we 
decide on the intermediate price,” says 
l'rank. “We take into consideration 
the last sale, the trend of the market, 
the trend of the stock group, pub 
lished views of the company, news 
affecting the stock, and then decid 
whether the market should move higher 
OI lower 7 
¢ Defense Mechanisms—If there’ 
ae 


steady, unrclenting pressure on cithet 


side, the best he can hope to do is to 
siow the movement. Sometimes a piece 
of news affects trading in a stock so 
drastically that the specialist has to ask 
a floor governor to hold up the trading 
until he can tally up his book to sec 
where he stands 

If buy orders, for example, far out 
weigh sell orders, he then tries to get 
brokers to cancel some of their bids 
while he tries to drum up more offers 
to sell. This in itself may bring thi 
market into better balance, but in the 
end he may have to fill the demand him 
self out of inventory or by selling short 
¢ Criticism—Specialists are not exempt 
from criticism. Some people object that 
they are in a position to take advantag: 
of their special knowledge of the mat 
ket; others sav they can’t possibly elim 
inate conflict between their trading and 
brokerage activities. 

However, the stock exchange (most 
exchanges in the U.S. have specialists 
ind the Securities & Exchange Com 
mission watch the specialist closely 
And—perhaps the greatest deterrent to 
inv indiscretion by a specialist—so do 
the 500 or more members always on the 


floor at the Big Board 
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Dow Chemical and Dobeckmun Co. 
ire talking merger, but Dow warns that 
while “we are talking merger . . . that 
doesn’t mean we are negotiating ” 

> 
Payoft for expansion: General Foods 
Corp. says $345.4-million, or 35.6%, of 
its sales in the fiscal vear ended Mat 
31 represented products introduced or 
icquired since World War Il 

7 
If Monsanto Chemical carries through 
its $124-million capital spending plan 
this vear, its yearend cash will be down 
to $21-million, ‘a marginal amount with 
which to carry on our business,” says 
Pres. EF. M. Queeny. But he adds that 
“we do not believe it will be necessary 
to finance this vear unless our pro 
incorrect.” 

« 

Financing costs for pipelines are way 
high. Last week Mhichigan-Wisconsin 
Pipe Line was tagged for a 6.185% net 
interest cost on $30-million 20-vear 
mortgage bonds. This week, Houston 
Texas Gas & Oil and Coastal Trans 
mission Corp.—which plan to build 
jointly a $150-million Texas-to-Florida 
natural gas  pipeline—privately sold 


$103-million long term mortgage bear 
54 


jections prove 


Ing coupons 

2 
Wyoming has finally made it as the 
+Sth state to get New York Stock Ex 
hange ticker service. The foothold is 
in Dain & (¢ fhee in Casper 
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Here’s why you get better printed circuits 
with Taylor copper-clad laminates 


Translucence, to allow easy checking of circuit 
alignments on opposite sides . . . high insulation 
resistance and surface resistivity after etching .. . 
cold punchability . . . high resistance to dip solder- 
ing temperatures . . . all are features of Taylor 
Grade XXXP-242 copper-clad laminate. This 
phenolic laminate, clad on both sides with rolled 
copper, was selected as the material for the three 
vertically-mounted, printed circuit boards for the 
Franklin Digital Multimeter . . . a portable 
measuring instrument. 


You can use these same features to improve your 
own product. You can choose from several grades 
of Taylor copper-clads . . . as well as more than 


TAYLOR FIBRE CO., PLANTS IN NORRISTOWN, PA. AND LA VERNE, CALIFORNIA 


50 grades of Taylor laminates combining paper, 
fabric or glass bases with phenolic, melamine, 
silicone or epoxy resins. 


Each Taylor laminate has its own special qual- 
ities that may give your product the exact fea- 
tures you want. And these materials can make 
your fabrication and assembly easier . . . reduce 
your material costs. 


For a new look at your product’s requirements 
. .. for help on your fabricating problems . . . dis- 
cussion of your fabrication needs . . . get in touch 
with Taylor. 


TAYLOR 


==kaminated=Plastics: 
Vilcanized-Fibre 


INTEGRATED MANUFACTURER & FABRICATOR OF 
Phenolic—Melamine—Silicone—Epoxy—Copper-Clad and 
Combination Laminates * Vulcanized Fibre 














In Washington 


Eisenhower Turns Down Murray, 


But Names Truman Men to AEC 


Despite tremendous pressure to reappoint Thomas E. 
Murray as Atomic Energy Commissioner on the expira 
tion of his term on June 30, Pres. Eisenhower has de 
cided to replace him with a former Truman Admini 
tration official. 

John F. Floberg, assistant Navy secretary for air from 
1949 to 1953, was nominated this week to replace 
Murray. Floberg is an attorney who formerly practiced 
law in Chicago and now practices in Washington. He 
regards himself as an independent politically. He is 41. 

Eisenhower also nominated another former ‘Truman 
official, John S$. Graham, 51, to fill the vacancy left by 
the death of the late John von Neumann. Graham held 
the post of assistant secretary of the Treasury from 1948 
to 1953. He is a Democrat. 

Democrats have been urging the retention of Murray, 
last ‘Truman appointee remaining on the commission. 
They regard him as the sole obstacle to domination of 
AEC by Chmn. Lewis L. Strauss. Murray's clashes over 
policy with Strauss have been heated and frequent. 

Present indications are that the principal criticism of 
the Eisenhower nominees will be their lack of knowledge 
of atomic energy matters. Democrats fear they won't 
know enough to oppose Strauss effectively. 


ICC Safety Check of Big Trucks 
Finds Violations in 9 Out of 10 


Nine out of every 10 big trucks on the highways today 
are operating with one or more safety defects. “That is 
what the Interstate Commerce Commission found in a 
recent nationwide road check of over 11,000 vehicles 
that operate in interstate commerce. 

Over 1,000 of the trucks inspected were hauled off of 
the road by the ICC inspectors and placed out of service 
for being “so imminently hazardous” that they might 
cause an accident or breakdown if allowed to continue on 
the roads. 

The principal violation, the ICC reported, was in 
braking systems—of the trucks inspected, over 6,000 had 
brake defects. Admittedly, some of the defects were 
minor, but still in violation of ICC safety regulations. 


Waterway Users Fight Economy Drive 


By Boosting Rivers as Industry Lure 


Inland waterway users are making an all-out effort to 
convince economy-minded congressmen that 


money 
voted for rivers and harbors is well spent. 
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Latest figures they present indicate record construction 
of plants along waterways, as big chemical, petroleum, 
and metal companies expand to take advantage of the 
relatively cheap water transportation. On the ‘Tennessee 
River, alone, 160 new plants were built last year and 49 
expanded, at a cost of over $300-million. 

lhis year’s first quarter produced 128 plans for build- 
ing new plants on sites acquired along river and canal 
banks. Over the last three years, 1,400 plants costing $2 
million or more apiece have been completed on water 
ways, says American Waterways Operators, Inc. 


New Senate Broadside Against Oil 
Brings in GM-du Pont Decision 


(he oil industry, long a favorite target for Congres 
sional investigators, is wearing some new battle scars 

\ Senate antitrust subcommittee publicized findings 
by its staff that (1) operations of U.S. oil companies in 
the Middle East have the earmarks of a cartel, and (2) 
control of transportation facilities in this country gives 
the major companies effective control over independent 
producers and refiners. 

(hese harsh indictments came out in an unusual pro 
ceeding. ‘The subcommittee’s staff members testified 
on their own conclusions, reached as a result of the sub 
committee’s. study of last winter's emergency oil-for 
Europe program and the accompanying price increases. 

The staff report reflects the opinions of Acting Chmn. 
Joseph C. O'Mahoney (D-Wyo.). But it is doubtful 
that other subcommittee members will ever approve the 
document. 

O'Mahoney, meanwhile, is understood to have for 
warded the transcript to the federal grand jury in Alex 
andria, Va. ‘This body is studying whether oil company 
pricing policies may be in violation of the antitrust laws 

The recent Supreme Court decision in the General 
Motors-du Pont case (BW —Jun.8'57,p41) got into the 
picture, too. Among its other recommendations, the 
subcommittee staff proposed that the Justice Dept. con 
sider whether oil company control of petroleum pipelines 
should be challenged under the decision. 


Senate Group Wants to Know Why 
Cordiner Proposals Got No Action 


A five-man Senate Armed Services subcommittee, 
headed by Sen. John Stennis (D-Miss.), has been set up 
to study the Cordiner report on military personnel (BW 
Mar.9'57,p30), and to find out why the Administration 
has failed to carry out its proposals. The Cordiner com 
mittee, under Ralph J. Cordiner, General Electric presi 
dent, made detailed recommendations—notably for pay 
boosts—to encourage recruitment and reenlistment of 
military technicians. 

Because of the high costs involved, the Administration 
has up to now put the damper on Pentagon attempts 
to carry out the proposals. But wide-scale politicking 
by military partisans is keeping the issue alive. 
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TESTING of ramjet engine in test cell simulating high altitude gets close personal atten- 
tion from Marquardt, who nursed ramjet to present importance, is called “Mr. Ramjet.” 


COMPLEXITIES of control panel for test cell are no mystery to 
Marquardt (second from right). He is graduate aeronautical engineer. 
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to prosperity concentrating on 


| 
$ SMALL ENTERPRISE obsolete in to 
P aan’s jet and nuclear age? With 
the demand all for infinitely complex 
ind expensive lines of hardware, the 
| premium often seems to be on bigness. 
| But there’s at least one argument that 
mallness can pay—the case of Mar- 


quardt Aircraft Co. of Van Nuys, Calif. 


Marquardt started in 1944 with 
$1,000 and an idea. ‘Today, the idea 
has flowered into a ramjet engine im 
portant in the U.S. missile program 





Chis month, the new Marquardt plant 
in Ogden, Utah, will begin turning out 
Lhe 
company’s net worth is $5-million. Sales 
this vear are expected to reach $41-mil 
lion, and the order backlog alone totals 
$60-million handful at the 
start, the payroll has grown to 3,200 


ramjets in production quantities 


From a 


' Through all this, the company has 
clung single-mindedly to one idea—the 
j ramjet—under one man, Roy E. Mar 


> 


a 
Any a 


quardt 


|. The One Idea 


Marquardt’s ramjet 
named the “flying stovepipes’”—are the 
fastest, highest-flving air-breathing en- 
gines known to man. They will be the 
power plant for the lightning-fast Boe- 


engines—nick 


BUSINESS WEEK e June 22, 1957 


Company With a One-Track Mind 


Starting from scratch, Marquardt Aircraft Co. grew 


one idea—the ramjet engine. 


ing Bomarc, an anti-aircraft interceptor 
missile now in production. According 
to Aviation Week, a McGraw-Hill pub- 
lication, the ramjet will the Bo 
mare a speed of 2,500 mph. at altitudes 
up to 60.000 ft. and 200-m1 
range. Although the Bomarc’s two en 
gines weigh only 500 Ib. each, thev can 
deliver up to 50,000 hp. And the 
jet, with no moving parts, is relatively 
cheap to 
¢ Defining Terms—The ramjet’s name 
comes from the characteristic that dis- 
tinguishes it from other air-breathing 
In all air-breathing engines, to 
be sure, air is compressed, mixed with 
fuel, and burned to produce propul- 
sion. But there’s a difference 


PIVC 


over a 


rdili- 


produce 


engines 


e In reciprocating engines, a pis- 
ton compresses the ait 

e In a_ turbojet, a rotary com- 
pressor does the job 


¢ In the ramjet, compression is ob- 
tained simply by ramming the whole 
engine through the air at high speeds. 
Because the ramjet uses the vehicle’s 
own motion for compression, it is not 
self-starting. Some sort of booster—a 
rocket, for example—must bring it up 
to starting speed (generally, half the 
operating speed). Of mis 
siles carried by airplanes, the plane’s 


course, on 


NEW PROJECT for Marquardt Aircraft is outlined by the president. So far, company has been too busy on ramjet to diversify much. 

































RESEARCH and _ long-range __ planning 
occupy two-thirds of Marquardt’s time. He 
delegates most of opeiating responsibilities. 
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"Finnegan! hie ON 


can we do about our 
Shipping costs? 
Theyre astronomical! ; 


wee 


a 


| "Wed cut. them 

in half, Sir...if 

wed ship via 
UBL, Sir!” 


Lower rates are only one of the 
many benefits your business can 
enjoy when you use Union 
Barge Line’s inland waterway 
transportation services. Inter- 
ested in facts? Write today for 
Bulletin 1801B, or call EXpress 
1-2600, Pittsburgh, Pa., for 
immediate information. 


UBL 


UNION BARGE LINE CORPORATION 


PITTSBURGH 22, PA. 


The modern distribution service 
supplying 234 markets in 18 states 
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perseverance and faith in it were . . . 


fiving speed is enough to get the ram 
jets going 

lhe ramjet is so simple because it 
has no movable compressor. In_ the 
range from 1,200 to 2,400 mph. it is 
considered superior to any other air 
breathing power plant in performance 
with low fuel consumption per hors« 
power developed, a high ratio of thrust 
to weight, and low initial per-horse 
At the moment, its most 
important application is for mterce ptor 
missiles of longer range, but it’s also 
suitable for air-to-ground missiles toted 
by planes. Dudley C. Sharp, Assistant 
\ir Force Secretary for Materiel, even 
thinks the ramjet will be practical at 
speeds up to 6,000 mph 
¢ Stovepipe’s Father—Roy Marquardt, 
39-year-old president of Marquardt Air- 
craft, didn’t invent the flying stovepip« 
That distinction is probably held by a 
Lorin, who 


power cost 


French engineer named 
published the first recorded article on 
the ramjet in 1913. But Marquardt 
nursed it into its present importance. 

His work with ramjets began during 
World War II, when he was in charge 
of Navy research for Northrop Aircraft, 
Inc. At the time, jet propulsion was a 
mystery to most scientists. ‘The British 
had flown their first plane with a turbo 
jet engine, developed by Whittle, in 
1941; it developed ultimately into the 
Rolls-Royce jet engines and General 
Electric’s first U.S. models. And Brit 
uin’s Meteor jet fighter was in service 
by 1944 to fight the V-1 buzz bombs 
But the Germans, after flying a jet 
plane in 1939, sacrificed jet engine de 
velopment to buzz bombs. And al 
though a British jet engine was installed 
in a U.S. fighter sometime before the 
war's end, few U.S 
neers knew it 

At Northrop, Marquardt was trying 
to find a way to cool aircraft engines so 
that they could be mounted within the 
Ihis would reduce drag, increase 
speed and range. In the process, he 
rediscovered the ramjet principle. He 
found that there was energy galore in 
the engine-warmed cooling air. Prop- 
erly handled, this could be used to aug- 
ment the thrust of the prime power 
plant Furthermore, a tremendous 
thrust would result from burning addi 
tional fuel with this engine-warmed air. 
¢ Corporate Beginnings—Although the 
ramjet idea wasn’t new, Marquardt’s 
perseverance and faith in it were. In 
1944, he became director of acronaut- 
ical research at the University of South- 
ern California, where he continued ram- 
That same vear, the Navy 
Bureau of Aeronautics gave USC a con 


ieronautical engi 


wings 


jet studies 


.. . although the ramjet idea wasn’t new, Marquardt's 
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MARQUARDT starts on p. 76 
tract to develop a subsonic ramjet 
engine, 20 in. in diameter, according to 
Marquardt specifications. Since USC 
had no manufacturing facilities, the 
Marquardt Aircraft Co. was incorpo 
rated to construct the engine on a sub 
contract. The company’s $1,000 in 
initial capital came from Marquardt 
himself, and nine associates. 


ll. Growing Up 


Marquardt Aircraft’s first factory was 
1 stall in what was then a farmers’ mar- 
ket on Los Angeles’ Third Street. 
Workers formed parts for the first 
engines by beating them over the con 
crete curbing outside 

In 1946, Marquardt moved to a 
small plant in Venice, Calif., where it 
continued in similar makeshift fashion 
without adequate operating capital or 
test facilities. Equipment to supply the 
mighty air pressures needed to test ram- 
millions—and Mar 
quardt didn’t have millions. The prob 
lem was finally solved by using the air 
supply from blast furnace blowers at 
Kaiser's steel mill in Fontana, Calif. 
The first test lab was on the roof of 
the Kaiser powerhouse 

In 1948, when the company moved 
to the former Timm Aircraft Co. plant 
in Van Nuys, the new home’s 101,000 
sq. ft. yawned so vast that employees 
played volleyball and badminton in the 
middle. 

By this time, the company had back- 
img from the Air Force, which wanted 
the ramjet to power a long-range super- 
sonic missile. So it began construction 
of a multimillion-dollar test laboratorv. 
¢ Cash Wanted—At this point, the 
need for capital was really obvious. So 
far, financing had come from the private 
sale of 17,000 shares of common stock 
it $1 per share. But more was essential. 
The first big bankroller was the General 
lire & Rubber Co., which bought 50% 
of Roy Marquardt’s stock and all the 
shares owned by others to gain 75% 
control, increased later to 85%, at a 
price of $9 per share. 

This liaison lasted until 1950. Partly 
because of friction between Marquardt 
and General Tire over policy, the 
rubber company sold its interests—for 
a reported 25% profit—to Laurance S. 
Rockefeller, enthusiastic financier of 
many aviation ventures. 

Rockefeller and associates gave Mar- 
quardt a $250,000 cash transfusion, and 
a line of credit was arranged with Chase 
National Bank for $300,000, upped in 
1951 to $750,000 
¢ On the Market—The first public issue 


jets costs in the 
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ACP ENGINEERING 





... part of the ACP team that simplifies planning and 


designing of your chemical process equipment 


Every ACP chemical process system is engi- 
neered, and designed to fit the space limitations 
and production setup found in your plant. In 
order to save you time and money, an ACP 
team of specialists in process equipment engi- 
neering will survey your plant, discuss your 
specific problems, develop preliminary and final 
drawings of the system required, and write com- 
plete specifications for you without charge. This 
simplifies your planning and ordering job, re- 
duces engineering and paperwork in your plant, 


Granodine® for steel * 


AMERICAN CHEMICAL PAINT COMPANY, Ambler 37, Pa. 


Alodine® for aluminum 


speeds installation of the process line. 

When desired, other ACP teams research spe- 
cial problems, develop new and better processes, 
maintain a continuing check of the process 
in your plant, and act as a quality control 
organization. 

Whether your metalworking problems involve 
corrosion, paint bonding, forming, drawing or 
other metalworking operations, call on us. Any 
part or all of the ACP team is available to help 
you solve them. 


o Lithoform® for zinc and cadmium surfaces 


CHEMICALS 





DETROIT, MICH. + ST. JOSEPH, MO. ° NILES, CALIF, ° WINDSOR, ONT. PROCESSES 


New Chemical Horizons for Industry and Agriculture 





It costs less... 


» to pave highways...with machines developed by... 


Barber-Greene 2 | 


AURORA, ILLINOIS, U.S.A. 57-88-FWB 


Literature on request 
CONVEYORS ...LOADERS...DITCHERS...ASPHALT PAVING EQUIPMENT 
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of M irguarat \ircraft stock 0.000 
shares at $13.50 Ippe ired in 195 Che 
preferred shares were retired, and 
$200,000 worth of 3% convertible notes 
were turned into 25,000 shares of 
common stock. In the same year, the 
Reconstruction Finance Corp. agreed 
to lend $765,000 so that Marquardt 
could buy the Van Nuys plant from 
General Tire and add improvements 
I'he company paid a 10% stock divi- 
dend in 1954 and split the stock 2-for-1 
in 1955. It has not vet paid a cash 
dividend; it has, however, earned money 
each year for the past 10 
Last year, with sales more than 

doubling (from 1955's $1l1-million to 
$23-million), the fimancing program 
was proportionately) imbitious 

e The line of credit with Chase 
(by then Chase Manhattan) was in- 
creased to $1.2-million 

¢ The company issued, through a 
rights offering, 42,442 additional 
shares of stock at $36 each and $2- 
million worth of 53%, 10-vear mort- 
gage bonds 

e It arranged a Regulation V loan 
through Chase Manhattan and two 
Ogden banks, allowing it to draw $8- 
million by June 30, 1958 

e In a private placement of capital 
stock, 16,500 shares went at a $40 
price, and employees took 500 mor 

In the meantime, the ownership 

structure had become more balanced, 
largely through Rockefellers sale of 
25% of his holdings to Olin Mathicson 
Chemical Corp. in 1954. Today, it 
splits up this way: Olin Mathieson, 
25.8%; Rockefeller, 19.7%, and com 
pany officers and directors, 11.8% 


+ 


Ill. Into Production 


Financing is one thing, production 
another. By 1955, Marquardt was satis 
hed with ramjet development, and sales 
were booming. But even last vear, 90% 
of the sales were in development pro 
grams, not production, and at the out- 
set, there was no guarantee that the 
company would be permitted to pro 
duce the engine it had spent 10 vears 
grooming. In fact, the Air Force was 
under considerable pressure to give 
ramjet production contracts to bigger, 
more experienced companics 

Thanks to Marquardt’s performance 
in the initial production phase, though, 
the Air Force stuck with the compan 
Chis month Marquardt dedicated a new 
$5-million production plant m Ogden. 
In conjunction with this, the Air Force 
has appropriated funds for a $20-million 
test facility west of Ogden 
e Still in the Ivory Tower—Even with 
full production at the Ogden plant, the 
company expects 80% to 85% of 1957 
sales to come from research and de 
velopment. Of Marquardt’s 3,200 em- 
plovees, 1,300 are in engineering, and 
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Now, YOU can learn to fly so easily 
with the PIPER “LEARN AS YOU TRAVEL” PLAN 


LEARN IN THE PIPER 


~ i-Phone 


THE PLANE THAT COMBINES THE 
MOST FEATURES TO SIMPLIFY FLYING 


The four-passenger Tri-Pacer is by far the 
most popular plane in its class. Simplified, 
inter-connected controls make flying as sim- 
ple as driving. Rugged, hydrasorb, tricycle 
landing gear takes the skill out of take-offs 
and landings. Famed Piper stability means 
built-in safety. Performance, too, for fast, 
economical travel—over 130 mph cruising 
speed at 7,000’. Quiet, comfortable, taste- 
fully appointed cabin. Superbly depend- 
able 150 hp Lycoming engine. Standard 
model $7,830. 


MORE PEOPLE 

HAVE BOUGHT PIPERS 
THAN ANY OTHER 
PLANE 

IN THE WORLD 


PIPER 


Ee 


Here’s the happy answer for the busy person like yourself who knows 
an airplane will help increase business but can’t seem to find the time 
to learn to fly. Now, you can now learn to fly while you're making 
business trips! 

Piper pioneered this “I 
dealer offers it to you. 

It’s the simplest, most effective way to learn, Here’s how it works. 
When planning business or pleasure trips, just rent a sleek, new four- 
passenger Piper Tri-Pacer from your nearby Piper dealer. A govern- 
ment-rated pilot-instructor will accompany you. Right from the start, 

under his careful guidance, you'll do the flying. As you go cross-country 
you'll learn both how to handle the airplane and how to navigate. And 
youll be surprised at how simple the Tri-Pacer is to fly. 

At airports along the route or at your home field you'll practice take- 
offs and landings. Before you know it you'll be flying solo and well on 
your way to your license which requires only 35 hours of flying time. 
Thousands of businessmen have learned economically and efficiently 
with this Piper program. 

Then a whole new world awaits you. With your ability to fly your 
own plane, your business benefits. You'll be able to make business trips 
much more conveniently, 


arn as you Travel” program; your Piper 


more often, in less time. 

And along with untold usefulness, your ability to fly opens a whole 
new world of pleasure. Flying is a fascinating recreation that never loses 
its appeal. Pleasure-cruising the Caribbean, Alaska, Canada, Mexico in 
your own airplane opens up an entirely new type of vacation. 

This summer is the ideal time to take up flying. Why not plan your 
next trip in a Piper Tri-Pacer and learn while you travel? Just phone 
your nearest Piper dealer or write for details. 

AIRCRAFT CORPORATION ae: 
LOCK HAVEN, PA. 


Please send: Dept. B-4 


{_] “Learn as you Travel” brochure 
[_] Name of nearest Piper dealer 


(_] Full-color brochure describing 
Piper Tri-Pacer 





Address: 
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LOWER COST 
WASHING 
FACILITIES 


For Industry, Schools, 
Colleges, Institutions 





FIRST IN SANITARY 
WASHROOM FACILITIES 


Women 
like 
Bradleys 


In Factories, 
Schools, Colleges, 
Camps and Public 

Buildings— You'll 
find Bradleys 


Bradleys provide major economies: — 
more wash-up facilities in less space, 
lower water consumption, and 80°‘, 
savings in piping connections. 

Foot-control eliminates all hand con- 
tacts except with the clean spray of 
running water. And the self-flushing 
bowl prevents collection of contami- 
nating water, reducing chance of spread- 
ing Dermatitis and other infections. 

You can install Bradleys in new or 
existing buildings, in main washrooms 
and various other locations for greater 
convenience. For complete specifica- 
tions, write for Catalog 5601. 


BRADLEY 
WASHFOUNTAIN 


co., 
2341 W. Michigan St.! 
Milwaukee 1, Wis. 


BRADLEY) *:": 


U1 tfountarn 5601 


Distributed Through Plumbing Wholesalers 
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the ratio is expected to stay at one-third 
or better. The plan is to keep the 
Van Nuvs plant as a model shop, in 
effect. 

Don L. Walter, vice-president for 
engineering, says the Air Force is so 
confident in ramjets that it’s broaden 
ing the whole field of study. This will 
mean continuing research in all 
aspects of ramjet propulsion 

loday, Marquardt engineers are re 
fining the present production ramjet 
ind working on radical variations 
ramjets linked with a nuclear 
plant, advanced  ramjets 
‘exotic’ fuels, and the like 
¢ OMAR’s Tent—Some of the com 
pany’s long-range technical research 
is a part of a program called OMAR 
for Olin Mathieson, Marquardt, and 
Reaction Motors, Inc. The three com 
panics are in joint research on high 
speed propulsion. Reaction Motors 
makes the rocket engines for the 
initial boost, Marquardt the ramjets for 
long-range cruising, and Olin Mathiesen 
the high-energy fuels. 

In another department of research, 
Marquardt has been designated as a 
prime contractor in the Air 
urcraft nuclear propulsion program 
¢ Up the Sleeve—In pursuing its onc 
idea—the ramjet—Marquardt has de 
veloped other ideas 


pow CT 


burning 


| orce’s 


For example 
¢ Inlet controls for jet and nuclear 
engines produced by other companies 
e A ram-air turbine, with a gen 
erator activated by 
the turbine to 
hydraulic ind 


ir rushing through 
operate a_ plane’s 
electric power! n 
emergency. This is standard equ ment 
on several fighters 
e Afterburners for jet engines 
e Reverse thrust devices to 
brake when jet aircraft land 
Anv one of these might be a 
factor in Marquardt sales if the 
pany weren't too busy with ram) 
exploit them fully. As it is, $3 of 
today’s sales are in ramjets—a slight 


trend toward diversification from 1955's 


s> 


IV. The Idea Man 


The ramjet and Roy Marquardt are 
so intermingled that he’s often called 
“Mr. Ramyjet.” 

“Mr. Ramjet” was born on Christ 
mas Eve, 1917, in Burlington, lowa. At 
an early age, he hinted his future voca 
tion by building model airplanes; by 
teen-age, he had won the sweepstakes 
in a St. Louis model meet when his 
entry made the longest flight on record 
—30 miles 

Later, he helped put himself through 
California Institute of Technology by 
building and selling model planes and 
writing magazine articles. During study 
for a master’s in acronautical engineer 
ing, he taught mathematics and aero 


dynamics at Cal Tech and USC 
¢ Something of a Prodigy—At 39, 
Marquardt is the youngest chief execu 
tive in the aircraft engine business. He 
has been so successful that emploveces, 
stockholders, and fellow engineers tend 
to characterize him as a genius. 

But in appearance he’s still the small 
On Saturdays, he likes 
to come to work in jeans and a T-shirt 
Instead of staying deskbound, he chats 
imiably with emplovees in the Van 
Nuvs plant, where the atmosphere is 
relaxed and friendlv. He works ex-officio 
is chief engineer 

With typical Marquardt informality, 
he invariably signs memos “‘Rov.”’ Often 
the plant intercom will boom, “Roy, 
there’s a call for you,” instead of the 
more decorous “Mr. Marquardt.”” And 
he’s apt to get on the intercom him 
self for an announcement such as 

This is Roy Marquardt. I just want 
to announce we had a successful flight 
test at Patrick Air Force Base.” 
¢ The Marquardt Method—Despite the 
president’s penchant for personal con 
tact, he has devised a management 
structure in which only four men re 
port directly to him. The quartet in 
cludes Robert L. Earle, executive vic« 
president (he m« 


town lowa boy 


ved in three vears ago 
from a senior \ presidency it Curtis 
Wright, Marquardt’s only ramjet nval); 
James Stengle, director of industrial rm 
lations; Harry Horne, 
planning, and John A 
director of research 

This organization reflects Marquardt’s 
notion of how to spend his time—t 
thirds on long 
ind personnel 


director of cor 
Drake, 


porate 


range planning, research, 
one-third or less on 
operations 


V. Small Company’s Chances 


The rise of Marquardt Aircraft proves 
that it’s still possible. if not easv, to 
start from nothing ind grow to multi 
while remain 
ing a company. At 
least it’s possible with the support of 
bigger outsiders—such as General Tire 
& Rubber first, a Rockefeller and Olin 
Mathieson later, and, of course, the 
U.S. Navy and Air Force. But unlike 
many such enterprises, Marquardt Air 
craft hasn't, at anv rate, 
by a bigger company. It has managed to 
retain its identitv throughout 

Roy Marquardt himself feels that 
small enterprise has slimmer chances 
today than it used to, especially in ‘an 
thing so complicated as developing and 
producing a basic power plant. Because 
the government finances most ideas in 
the field, it’s vital for the company to 
win government confidence. Just last 
month Maj. Gen. David H. Baker of 
the Air Materic] Command warned that 
the Air won't buy weapons 
system components that have not been 


million-dollar prosperity 


one-man, one-idea 


been swallowed 


Force 
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ARISTOLOY 
STEELS 


LEADED 
STEELS 
LATEST 
INFORMATION 


New 16-page booklet presents latest 
information on basic characteristics, 


mechanical properties and workability 

of Aristoloy Leaded Steels. Test results 

are supported by complete data and 
charts. Also contains several pages of 
case histories based on manufacturers’ 
experience and documented by time study 
records, showing actual savings in reduced 
machining time and increased tool life. 


COPPERWELD STEEL COMPANY 


STEEL DIVISION 
4031 Mahoning Avenue «+ Warren, Ohio 


EXPORT Copperweld Stee! international Co 
5 Broadway, New York 7, N.Y 


JUST OFF THE PRESS... 
SEND FOR YOUR COPY TODAY! 


Send me 


NEW booklet on leaded steels 





-Why 20,000 Shippers Prefer | 
‘Transamerican 


Here are the reasons... 





. Why Transamerican 
should be your 
freight carrier 

« 


69 STRATEGICALLY- 
LOCATED TERMINALS 


2000 COMPANY-OWNED 
HIGHWAY UNITS 


2600 DIRECT POINTS 


SYSTEM-WIDE 
TELETYPE SERVICE 


TWENTY-SIX YEARS 
EXPERIENCE 


NATIONWIDE SERVICE 
* 





VITAL LINK IN AMERICA’S SUPPLY LINE 











New Facilities 
Aor Lathe-Cut Parts 


15,000 Square Feet of Space— 
Increased laboratory facilities— 
new curing, grinding, and cutting 
equipment ...to give you.... 


¢ Better answers to problems of 
design, material and development. 
¢ Faster delivery of quality 
lathe-cut rubber parts, particu- 
larly in orders of large volume 
.all custom designed to fit your 
specifications. 
Write or phone for in- 
formation or a visit by our 
sales engineer in your area, 


SINC 


WESTERN RUBBER CO. 


GOSHEN 5. INDIANA 


MOLDED AND LATHE-CUT RUBBER 
PARTS FOR ALL INDUSTRIES 


Compan 








engineered and tested for reliability. 
¢ Formula— Marquardt says the trick is, 
among other things, “to pick the nght 
idea; you pick one that will stay way 
out ahead of you for a long time.” In 
this respect, the ramjet was perfect 
Says Marquardt: “We could calculate 
that it would take 10 years roughly to 
perfect and at just about that time its 
development would coincide with the 
armed forces’ need. We knew what 
speeds it would obtain, and we knew 
that these speeds would be needed.” 

But it’s still a big problem to demon- 
strate—promptly and cheaply—that an 
idea is feasible. Marquardt overcame 
an early lack of testing facilities by 
using the Kaiser blast furnaces. Once 
the company proved the ramjet prac 
tical, the Air Force went all out to 
supply test facilities—at Van Nuys alone, 
$7.5-million worth, plus the same 
amount again in a program slated for 
completion next year—to say nothing of 
the $20-million test installation planned 
it Ogden. 
¢ Too Much Brick?—There are other 
woes for the small enterprise today. For 
one thing, circumstances will have to 
be unusual before the Air Force will 
buy any more facilities. “We have all 
the brick and mortar we need,” declared 
the Air Force Asst. Secy. Dudley Sharp 
at the dedication of Marquardt’s Ogden 
plant. 

Moreover, a company may success- 
fully develop a product on its own, 
only to yield to an older and bigger 
outfit when it comes to production. 
Marquardt thinks it has passed this 
crisis. 
¢ No Dictators—To help a small de- 
velopmental company along, an op- 
timum structure of stock ownership is 
suggested by Harper Woodward, avia- 
tion adviser to Laurance Rockefeller 
one-third by management, one-third by 
the public, one-third by a financial 
sponsor. That way, no one group can 
dictate to the other: 

For all the problems, the insiders at 
Marquardt think a small company has 
offsetting advantages. Savs Woodward: 
‘A small company has a sense of going 
iuhead: It is a seed ground for ideas that 
don’t develop in big companies. If 
somebody doesn’t sponsor a small de 
velopmental company intelligently and 
sympathetically, they go down the 
drink.” 

Marquardt’s executive vice-president, 
Robert Earle, sums it up: “The spirit 
in a small company nearly always over- 
comes size in developing a_ product. 
You get a cleanness of direction. Most 
important, the successful maturation of 
1 new idea, something as basic as a 
new power plant, depends on unending 
faith in the idea from the beginning. 
You find this in a small company. Roy 
Marquardt had it, and he _ inspired 
others.”” END 
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SILICONE NEWS 





DOW CORNING 


@ Silicones up life-expectancy of 


motor insulation 


More churn astern with 
Silicone-protected outboard 


Be 
from oven buyers 


HOT COMPETITIVE CLIMATE — 
In today’s increasingly competitive 
markets, many manufacturers are 
calling on Dow Corning Silicones to 
supply an extra product value. Here 
are several new examples of how alert 
marketers are using silicones to 
improve performance. 


MOTOR MAKES BIG NEWS — 
A new line of standard de motors, 
the Life-Line “H” series, has just 
been announced by Westinghouse 
Electric. The insulation in these 
motors has 10 times the life of insul- 
ation in other motors in their class. 
The new motors provide much faster 
acceleration and reversal, and promise 
big reductions in maintenance! 


How does Westinghouse achieve these 
advantages? A silicone insulating 
system that provides the motors with 
greater reliability. Although rated at 
standard temperature rises, Silicones 
withstand high ambient tempera- 
tures and moisture . . . motor trouble 
due to insulation breakdown is 
practically eliminated. 

Dow Corning silicone insulation plus 
a highly efficient design make the 
new Westinghouse motor ideal for 
automated processes. Here, where 
the failure of a single motor can shut 
down whole assembly lines, Life-Line 
“H” performance will keep produc- 


Silicones get a “well done” 


LITTLE PLUG HELPS MAKE SALE 
Frequently, in large appliances, a 
single “plus” feature will sell brand 
“A” over brand “B”. Just such a plus 
for kitchen ovens is a new plug-in 
meat thermometer made by King- 
Seeley Corporation of Ann Arbor, 
Michigan. A real help to the house- 
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wife, it translates meat heat into elec 


trical impulses, so she reads on a dial 
how well her roast is done. 


Silastic*, the Dow Corning Silicone 
rubber, plays an important part in 
making this handy unit possible. 
Silastic resists prolonged heat up to 
500 F a temperature that ruins 
regular rubber. That’s why the flex- 
ible lead wire is covered with Silastic, 
and the sealing washers are fabricated 
from it. 

First offered by Philco, this clever and 
durable thermometer is now a feature 
of Hotpoint, Magic Chef, Cribben & 
Saxton, and other ranges. Another 
example of how silicones help sell! 


3. U.S. PAT FF 


New Spice for Sales Recipes 


SMOOTH PUTT — The outboard 
motors that used to be “putt-putts” 
have grown up into powerful engines. 
The newest and strongest production 
outboard carries a whopping 60 hp 
rating . enough to drive a small 
car! This motor, the “Mark 75”, is 
produced by Kiekhaefer Corporation, 
makers of the Mercury line. 

To help keep the 

Mark 75 and 

the eleven other 

Mercury models 

running smoothly 

—come cold, hot, 

or wet weather— 

Kiekhaefer em- 

ploys Dow Corn- 

ing Silicones. 

Several rubber, 

metal, and ce- 

ramic parts with- 

in the motors are 

coated with a 

water repellent 

silicone com- 

pound. The silicone coating pre- 
serves, protects, lubricates, and helps 
prevent short circuits. Here’s a case 
where Dow Corning Silicones assure 
a steady purr from both motor and 
satisfied customer. 


BABY BILLBOARDS — A slick 
trick for keeping your company name 
where it will be seen: give-away 
packets of Sight Savers imprinted 
with your sales message, 

Sight Savers—the Dow 
Corning silicone treated 
tissues for cleaning eye- 
glasses—are purchased 
and used regularly by 
millions of adults. Over 70% of your 
customers and prospects wear glasses, 
and glasses need cleaning often. What 
more logical place to put your mes 
sage than where it will be repeatedly 
seen and appreciated? Imprinted 
Sight Savers are available in any 
quantity, at a surprisingly low price. 
Write today for more information 


about this new and effective form of 
advertising. 


FOR MORE INFORMATION on any of these silicone products 
or applications, write Dept. 2218. 


first in 


Phi tetelal-t. 


Dow Corning CORPORATION 


MIDLAND, MICHIGAN 


tion humming. It’s calculated to keep 
Westinghouse sales humming, too. 


ATLANTA GOSTON CHICAGO CLEVELAND DALLAS DoEeTRoIrT LOS ANGELES NEW YORK WASHINGTON, DO. Cc. 


CANADA GREAT BRITAIN rRance, 6T GAIN, PARIS 
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Come to Illinois 
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the most convenient location 
to serve all the nation! 


In these competitive times, cutting inbound and 
outbound freight handling costs can put your 
organization in a more favorable position to get 
and keep business. That’s why the State of Illinois 
is such a logical choice for your plant site. 


Good transportation of all types abounds in Illinois 
with its network of railways, highways, waterways, 
modern skyways and pipelines. And soon a deep 
water port on the inland sea will link [Illinois 
directly to the markets of all the world! 


And of equal importance are the savings made pos- 
sible by this State’s central location. Convenient 
plantside loading and quick delivery to markets 
north, south, east and west save days and dollars, 
increase the pace of turnover and reorder. 


Closeness to raw materials—fuel, power, mines, 
crops—cuts production costs; nearness to major 


markets gives you a competitive edge on pricing 
and service; availability of manpower coupled with 
friendly local government—all these factors add 
up to one thing—lIllinois is your best location to 
serve yourself and the nation! 


For information on spe cific Sites to 
ape cial contect Division of 
ning, and Development, State 


William G. Stratton, Go ernor. 


best serve your 


Industrial Plan- 
of Illinois, Sp ingfield, 


needs, 














Heat, Vacuum Team Up 





Tig, 
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To Treat Jet-Age Metals 


ACUUM HEAT-TREATING went. big 
Vim when North American Avia- 
tion, Inc., started up the $200,000 fu 
nace shown in the picture. The furnace 
at Downey, Calif.. 1 illed the largest 
and hottest of its kind in the world 

North American is using the furnace 
to remove hydrogen impurities from ti 
tanium parts for its supersonic Navaho 
missiles. It will go to 2,100F in a hot 

ne that’s 18 ft. long by 64 ft. in 
diameter—and reach a vacuum of les 
than one-millionth of an atmosphere 

Lindberg Engineering Co. of Chi 
cago built the furnace; I. J. Stokes 
Corp. of Philadelphia supplied the vac 
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uum system. Lindberg savs it took a 
loss on the job because the future of 
this new tvpe of furnace lool} prom 
ising 
e Jet-Atomic Age—The art of vacuum 
heat-treating, and its mot idvanced 
half-brother, vacuum melting B\\ 
Jun.9°57,p92), grew out of problems of 
the ject and atomic ag¢ I he hinge on 
problems involved in_ processing tl 
new high-temperature, high purity m 
tcrials such as titanium, zirconium, th 
newer high-strength staink tec] ! 
ome of th special duminum all 

These metals innot be heat n 
dinar itmosph ric furn thout 
















DOOR SLIDES shut. When it is sealed, 
vacuum heat will purify the titanium parts. 
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CHRYSLER 


CUTS FLOOR MAINTENANCE COSTS 
83% witH CLARKE-A-MATIC 


At Chrysler Corporation’s Engineering Garage, Detroit, 
Mich., cleaning the 30,000 sq. ft. floor required 30 man 
hours—until Clarke-A-matic was put on the job. Now, ac- 
cording to J. F. Fournier, Supervisor in Charge of Mainte- 
nance, one man does it in five hours, cutting costs 83% and 
getting the floor “really clean” to meet Chrysler's high 
cleanliness standards 


Chis specific case is typical of Clarke-A-matic’s perform- 
ance records. In a single pass, this self propelled maintainet 
scrubs, picks up and dries up to 20 times faster than mop 
ping. If you'd like to drastically reduce cleaning costs on 
large floor areas, get a Clarke-A-matic on the job. Choice 
of two sizes—electric, gasoline, or propane models. We'll 
survey your floors and tell you how Clarke-A-matic will cut 
maintenance costs, as it does for these users 


Procter & Gamble U. S. Steel Corp. 
Eastman Kodak Co. B. F. Goodrich Co. 
Bower Roller Bearing Div. Jewel Tea Co. 


On smaller floor areas, too, Clarke machines reduce mainte- 
nance costs. Clarke's line of job-fitted floor maintainers and 
wet-dry vacuum cleaners—six sizes of each—provides one 
that’s “just right” for your floors. Let us show you 


SEND COUPON TODAY FOR: 


Production 


[] Literature on Clarke-A-matic speed-cleaning machine 
Literature on Maintainers and Vacuum Cleaners 
Representative's call 


Name 





Firm 
Address 
City State 


CLARKE SANDING MACHINE CO. 
326 Clay Ave., Muskegon Mich. 


Authorized Sales Representatives and Service Branches in Principal Cities 
Distributed in Conada: G. H. Wood & Co., Ltd., P.O. Box 34, Toronto 14, Ont. 
MAINTAIN FLOORS BETTER, FASTER, MORE ECONOMICALLY WITH A CLARKE 














undesirable chemical reactions. They 
pick up oxygen or hydrogen from the 
air, which makes them brittle (as in 
titanium’s case) or impairs the strength 
of their metal-to-metal bonds 

Titanium, for example, was on the 
verge of being abandoned because of 
the brittleness of finished parts. Then 
the minute quantities of hydrogen 
picked up in the processing were iden 
tified as the cause, and wavs of degassing 
the metal were found. 

So far, degassing titanium has been 
the biggest use for vacuum heat treat 
ing, but many people in the industry, 
including Lindberg, think the more im- 
portant future will be in other heat 
treating and processing jobs, such as 
stress-relieving and brazing 
¢ Coming Thing—North American, for 
one, expects to use its new furnace 
someday for brazing steel honeycomb. 
However, this use is still experimental, 
despite the fact that most recent sales 
of vacuum furnaces to the aircraft in 
dustrv have been ostensiblv for vacuum 
brazing. Buyers have included Glenn L. 
Martin Co., Pratt & Whitney Aircraft 
Div. and Hamilton-Standard Div. of 
United Aircraft Corp., Allison Div. of 
General Motors Corp., and Ford Motor 
Co 

[he main reason for brazing (a high- 
temperature soldering job) in a vacuum 
is to keep the heated joints from pick 
ing up a film of oxidation that weakens 
the bond 
e Pavs Off Already—Even before it tries 
to use the furnace for vacuum brazing, 
North American is happy with its latest 
investment 

By degassing titanium, the company’s 
pilot model of the furnace—with a hot 
zone only 6 ft. long by 29 in. in diam- 
eter—was able to sa!vage S$2-million 
worth of the metal that would other 
wise have had to be sold at $1 a Ib.— 
less than one-tenth of its cost 

Ihe new furnace is big enough to 
take full-sized sheets of titanium, which 
in the earlier model had to be cut up 
or rolled up. Now North American will 
have the vacuum-heat capacity to de- 
gas lower grades of titanium. A speci 
fication of not more than 150 parts of 
hydrogen per million in aircraft uses 
has put its material in the premium- 
price class. The company sees real sav- 
ings in buying standard titanium and 
upgrading it in the new furnace 

North American also uses its own 
Chem-Mill” process to shape some ti- 
tanium parts. Chemicals etch away 
metal to produce the desired shape, but 
the process adds hydrogen impurities, 
which the new furnace can now remove. 
¢ Immature Art—There are only about 
20 major vacuum heat-treating installa 
tions in the country, for the technique 
barely preceded the titanium age. 

Watchmakers were among the first 
manufacturers to use these furnaces— 
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4 ways most plants can improve 
profits immediately 
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Cut time relocating machines up to 90% with flexible 
Powerduct* Bus-drop Cable. Powerduct just plugs into bus- 
duct 
You save time and 












and unplugs when you want to move machines 
cost of removing and reinstalling conduit 


systems .. . get machines back into production sooner 
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Ready to meet future needs— Anaconda Duralox* Inter- 
locked-armor Cable lets you install new load centers, change 
plant layout, or add new facilities up to 40% faster, because 
it needs no conduit. You save time and money when Dura- 


lox is installed—and later, too, if cable must be moved. 


These are just a few of the new Anaconda wires and cables 
that can help keep costs down, production high. If your 
electrical system is outmoded by age or new operating con- 
ditions, you will save money by bringing it up-to-date now! 
Talk to your electrical engineers, electrical consultants and 
contractors, or electric utility. They can give you personal 
and expert advice. And see the Man from Anaconda for the 
most modern electrical wire and cable. sug. us. pa 


with improved electrical wiring 


For lowering operating costs—use higher voltages. You 
. buy high voltage at lower power rates. Then, it reduces 
powe r losses 
formance 


from Anaconda for a wide variety of high-voltage cables 
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produces better, more economic al per- 


from motors and other machinery. See the Man 
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Better conductors. Wiring can be adequate and still waste 
because it’s obsolete. In an up-to-date wiring sys- 


e\"h4 


money 


tem, cable is chosen for the particular job to be done; for 


instance, Anaconda’s Densheath 900* offers premium per- 


formance where moisture, oil or heat are tough on wiring. 


See the Man from 


ANACONDA 


for POWER CABLE 





for processing the special alloys used in 

mainsprings and hairsprings. | 
Hamilton Watch Co., for example, 

built its own furnace in 1939 and found | 

that vacuum-annealing the special stain 

less steel alloys keep surfaces free from | 

discoloration and tiny patches of oxi 


dation 
Ihe next use of vacuum heating that 
came to public attention was im the | 
R metallic coating of plastic toys and | 


the coating of optical lenses. Similar 
plating techniques were then developed 


in the aircraft industry. ll 
Lockheed Aurcraft Corp. and Ana- HF 
dite, Inc., worked out a vacuum method i 


of cadmium-plating the stainless steels 
used in such high-stress areas as air- 
plane landing gear. Ordinary electroly- 


tic plating processes introduced brittle | 
ness from hydrogen impurities. 
¢ Making Big Ones—The problem in ' 


them from collapsing under atmos- 





building vacuum furnaces is to keep iH 


pheric pressure (15 Ib. per sq. m.) at 
high temperatures 

[his is what has kept the furnaces 
small in cross-section North Ameri- 





— ; can’s is the first furnace whose diam i 

> | eter can be measured most conveniently I} 

ere e CA in feet rather than inches. i} 
It is also the first departure from the 

two basic shapes: (1) the retort type, Py 


which resembles the vacuum bell jars 


. ss — 
In this icture ! of high school physics labs and (2) the 
- tube type, w hich have heating chambers 


up to 25 ft. long but are only inches ; 
‘ S. »4-ft. diameter of North 
Every barrel ACTOS The 64 
y el, box, bot tle or crate of merchandise in your American’s furnace puts it in a new 
plant or at your distributors’ locations holds security for a class—the cylinder type 
{ 


Retort-tvpe furnaces are growing big- 





loan. Here's how you can recapture the cash tied up in The | 1 to | 
: argest 1s said to be one 
inventory — before th ° ger, too The large , 
y ethe goods are sold: that NRC Equipment Corp., subsidiary 
Let Dougias-Guardian issue field warehouse receipt of National Research Corp. of Cam- 
pts I 
on your merchandise right where it stands. These receipts bridge, Mass., and Hevi Duty Electric 
turned over to your local bank or lending agency, become «i lho nag aces apg 
‘ ’ C easures > . 
sound security for the cash you need. diameter and 12 ft. deep ) 
We've successfully field-warehoused over 400 differ- Bridgeport Brass Co. operates a typt- i 
ent types of products — everything from high chairs to hi-fi S —_ Ps sexe na ~ bg i 
acuum Equipmen orp. oO ing- 
sets. If your business could increase profits by increasing ham, Mass. It has a 25-ft.-long hot zone 
its working cash, mail the coupon. in an over-all length of nearly 100 ft., | 
but its diameter is only 10 in. | 
| eee hh . Semi-Continuous—J oseph Mernill, \ i 
i a president of High Vacuum, claims this “| A 
DOUGLAS-GUARDIAN pe of furnace has an ow that | 
will win an increasing number of users 
j WAREHOUSE CORPORATION ! it can be operated semi-continuously. 
I 118 N. Front Street, New Orleans |, Louisiana I Work can be fed at one end, undergo ” of 
\ pide | I vacuum heating. move into a sealed H 
} e have your representative call on us for an appointment I cooling chamber, and come out at the 
, Send us information on Field Warehousing. I other end This once-through opera- { 
' | tion fits best into most production lines, 
, individual's Name - : Title I savs Merrill 
' | Superior Tube Co., maker of special 
' Company Name 7 I ity tubing in Norristown, Pa., has a 
' | i small-diameter tube-type furnace with 
; Tel. No 1 a 20-ft. hot zone. Metals & Controls 
a l Corp. of Attleboro, Mass., uses a similar 
I = State___ bw-6-22-9 but smaller f for br r cladd 
1 22 aR Rr: SRR TNR agg l aller furnace for brazing cladding 
Se ee ee ee ee ee ee ee ee ee ee es ee ees ee es ed metals on nuclear fuel elements. END 
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DE LAVAL STEAM TURBINE COMPANY +> TRENTON 2, NEW JERSEY 
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This De Laval turbine-driven main air blower handles 
83,000 cfm at 47.4 psia in the UOP Fluid Catalytic 
Cracking Unit at the Ashland Oil & Refining Company 
plant in Ashland, Kentucky. Built by Procon, Incorpo- 
rated, the cat cracking unit processes 22,000 barrels 





per day. 
The compressor is driven by a 10,200 hp De Laval 





extraction turbine designed for 440 psi, operating at 
700F with 142” hg. vacuum. It extracts 150,000 pounds 
per hour at 155 psig. 

As proof of the dependability of De Laval design and 
manufacture, another De Laval turbine-driven main air 
blower, which will deliver 110,000 cfm, is on order for 
a new UOP Fluid Catalytic Cracking Unit. The proc- 
essing unit is currently being constructed for a leading 





Midwest refinery. 


Avaliable tor every retinery process 


Whether you need to handle light or heavy gases at 
high or low pressures in catalytic cracking, reforming, 
alkylation, eoking or any similar service, it pays to 
look to De Laval. Rugged De Laval centrifugal com- 
pressors perform dependably in heavy-duty continuous 
operation. De Laval has more than 40 years of expe- 
rience in solving gas compression problems. 


Send for De Laval Bulletin 0504. 





Centrifugal Compressors 


DE LAVAL STEAM TURBINE COMPANY 
895 Nottingham Way, Trenton 2, New Jersey 
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Keeping Autonomy 





The Centralized Way 


Johnson & Johnson’s big new plant lumps the services, 


keeps the products separate, leaves room for growth. 


HEN THE POSTWAR rush to ex- 
We hit Johnson & Johnson, the 
big maker of medical and allied prod 
ucts began building separate plants in 
various spots in New Jersey. ‘The hand 
some new plants fitted micely into the 
J&J gospel of product autonomy; and 
they paid off in solidly profitable opera- 
tion. 

But now J&J, still driven by the ur- 
gent need to expand, has sold off two 
of its shiny and gainful plants, has re- 
vised its pattern of growth, and has 
built one big centralized—or rather, 
articulated—plant on 270 acres in 
North Brunswick, not too far from the 
company’s old headquarters in New 
Brunswick. 

It’s not that J&J has lost any of its 
enthusiasm for decentralized manage 
ment and production. Instead, the 
company is trying to eat the cake of 
centralized utilities and services whilc 
keeping the cookies of divisional decen- 
tralization. 
¢ Headquarters—The new shipping 
and manufacturing center in North 
Brunswick is the logical outcome of a 
story that began when the expansive 


HAND TRUCKS are used for assembling less-than-carton 


orders in the storage areas near the shipping center. 


pressures just after the war found J&J 
trapped in its shambling old _head- 
quarters across the street from Rutgers 
University. Crowding the tract werc 
66 multi-story buildings of assorted sizes 
and ages, some of them nearly a cen- 
tury old. 

Obviously, new plants had to be 
built (J&J didn’t know it then, but its 
sales were to shoot from $126-million 
in 1947 to just under $250-million 
last year). The idea of individual plants 
strewn around north Jersey fitted nicely 
with the company dogma of decen 
tralization 

Ihe new buildings that resulted were 
predominately one-story structures, for 
J&J wanted no more of the inadequate 
floor-load capacities that plague it in 
some of the old New Brunswick build- 
ings. 

Architects and builders alike ad 
mired their use of low-maintenance 
materials, of color, and of imaginative 
window arrangements, and they were 
built to duplicate the durability of 
the old headquarters, according to 
C. V. Swank, a director and _ vice- 
president of manufacturing. “We really 


My 


NERVE CENTER of materials handling at the J&J plant is the 
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shipping clerk and his push-button control of conveyor system. 

















THREE-IN-ONE HOOKUP of buildings 
gives J&J room for future expansions in six 
separate directions, and without shut-downs. 


made the contractors earn their keep.” 
e Added Pressure—The first postwar 
manufacturing plant, for baby products, 
went up on a 40-acre tract in Cranford 
As a plant, it did fine; but it stepped 
up production just added to the in 
tolerable pressure on the central ship- 
ping facilities at headquarters, already 
a hash of unsynchronized and out 
moded units. There were only four 
truck docks, and no rail spur at all 
Load limits on the old floors forbade 
the use of heavy fork lift trucks; 
couldn’t even be stacked high 
So, J&J beat this rap in 1949 with 
a new shipping center on 50 acres at 
Metuchen. Original floor space of 


goods 





ADJUSTABLE RAMPS at the loading docks allow fork lifts 
to roll right aboard the trucks, regardless of their height. 
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NEW DEPARTURE 


BALL BEARINGS make : 
GOOD PRODUCTS BETTER 


: - Get these advantages 

oa New when you buy—look for 

SEUMEPARTURE this lobel—your assur- 
tases ance of extra quality. 


NEW DEPARTURE + DIVISION OF GENERAL MOTORS + BRISTOL, CONN. 


Cooler gloves are aid to safety 


When warm Spring days come, em- 


ployees tend to become “careless” about 
wearing work gloves. The nuisance 
hand injuries that result are costly. To 
combat this problem, many plants sup- 
ply or make available lighter, cooler, 
palm coated gloves for operations where 
palm-coating gives ample protection. 
The fabric backs provide welcome ven- 
tilation while the palm coatings, of rub- 
ber, plastic or Neox neoprene, protect 
from cuts and abrasion. They so far out- 
wear ordinary canvas or leather palms 
that cost savings are often astonishing. 
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Free Test Offer to Employers: 
Edmont makes a dozen types of palm- 
coated gloves with different wear and 
gripping characteristics to fit different 
jobs. Tell us your operation. Without 
cost we will recommend correct gloves 
and supply samples for comparison 
testing on-the-job. 


Edmont Manufacturing Company, 
1220 Walnut Street, Coshocton, Ohio. 


Edmont “2s 


JOB-FITTED GLOVES Edmont 





“... the first idea to be re- 
jected was one big rectangu- 
lar building . . .” 

STORY starts on p. 94 


180,000 sq. ft. was expanded to 283,000 
sq. ft. in 1953 

Other 
followed, but the new 
seemed to make the old center in New 
Brunswick more inadequate. Finally, it 
was the crying need for a new adhesive 
plaster mill that put J&J onto the path 
that led to the big plant at North 
Brunswick. The old plaster mill was 
obsolete and high cost; its floor load 
limits made it impossible to retool with 
heavier equipment. So J&] 
roughly $4-million for a new plant and 
started to hunt for a site. Metuchen, 
in the throes of a boom, wouldn't do; 
there wasn’t enough space at Cranford 
¢ Sales Possibilities—It 
start a new plant, with a long session 
of soul-searching as the first step. Swank 
“We found we could sell ow 
Metuchen and Cranford plants and 
rebuild all five operations at a new 
location plus a mill, all for 
the same $4-million.”’ 

Revlon, Inc., snapped up the Metu 
chen plant, Serutan took the Cranford 
building. “We got enough for them 
to build new facilities and pay for the 
move, too,”” savs Swank 

But building the new setup offered 
some tough decisions for decentraliza 
tion-minded J&J. The company was 
dead set on keeping product autonomy 
at the management level, but it wanted 
the obvious advantages of having every 
thing under one roof. Swank lists some 
of them: “One big plant can get along 
with maybe four watchmen, where you 
three at each of the separate 
plants. You need only one receptionist 
instead of three. And one power house 

you can go all the wav down the line.” 
¢ Flow of Materials—Future expansion, 
management autonomy, and shared ad- 
ministrative costs were the three broad 
factors in planning the New Brunswick 
plant on its 300-acre site, two-thirds 
of it manicured lawn. But efficient 
handling of materials was the specifi 
consideration that got the most atten- 
tion. Before it turned out a blueprint, 
the designer and builder—W alter Kidde 
Constructors, In spent long hours 
with J&] management teams. The first 
idea to be big rec 
tangular building 
us only four 
grow,” savs Swank. Finally, a design 
was accepted that included 635,000 sq 


streamlinings and relocations 
plants just 


budgeted 


was decided to 


SaVS, 


plaster 


ne ed 


rejected was one 
It would have given 


directions in which to 


ft. in three distinct but interconnected 
buildings. Each unit can be expanded 
in two directions, for a total of six 
ways to grow, without interfering with 
other operations. Manufacturing and 
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Expect a lot 
and like it... in —— 


—assures fast transportation to all major 
points in the nation, thanks to Reading's 


RE ADING’S COMPLETE ‘ Saheneneuie aan 
FREIGHT SERVICE 


COAL SERVICE 
—helps users choose from wide selection 
of coals produced both in and out of 
Reading territory. 


TRAILER-ON-FLAT-CAR SERVICE 


| 
| 
| 
Leeman ennanpennensenn aupamn exn ann eapann ame and 


Whatever type of freight movement your product and 
timetable call for, you can depend on Reading’s Complete 
Service to fill the bill. That’s because the Reading is fully 
coordinated to provide every important freight operation 
required by industry. 

lake the newest phase—trailer-on-flat-car service. It 
offers the perfect combination for moving trailer freight— WATERBORNE SERVICE 
rail transportation plus truck delivery. As a result, ship- —provides shippers with world’s largest 


privately owned tidewater terminal — Port 


“nN "eC e1 > y ur ¢ ing < ‘e as I 7” - , : 2 : 
ments receive minimum handling as well as true door-to-door Richmond, Philadelphia. 





delivery! These two advantages alone make it the most 


profitable way to ship trailer freight. Contact your nearest 


Reading representative ... and see! 


For full details on any aspect of Reading’s 
Complete Service, contact your nearest Read- 
ing representative, or write Freight Traffic 
Dept., Reading Terminal, Philadelphia 7, Pa. 


INDUSTRIAL DEVELOPMENT SERVICE 


—supplies comprehensive studies on excel- 


Reading Railway System si.i's".cmees ree 





NEW DEPARTURE 
yf a - 7) 


Thimble holds about 
3000 one millimeter 
(.03937") steel balls. 


NEW DEPARTURE + DIVISION OF GENERAL MOTORS «+ BRISTOL, CONN. 





NOW 


VISUALIZATION MADE EASY AND 


Tapes, pemsaian, Boards... 
everything graphs, charts, 
presentations, office and plant layouts, 
organization charts—all from Chart-Pak. 
All have pressure sensitive odhesive 
backing—can be affixed, removed or re- 

placed easily. All can be reproduced. 
TAPES— opaque and transparent—1/32" 
to 2” wide—14 colors — over 60 printed 
designs 

OFFICE TEMPLATES, form and flow sym- 
bols and pictographs in a wide assort- 
ment 

REUSABLE WORKBOARDS in transparent 
end opaque plastics, with printed re- 
producible or non-reproducible grids to 
assist in laying ovt material. Write for 
data, 


The Versatile 
Draftsman 


CHART-PAK, INC. 
1-26 River Road, Leeds, Mass. 


Please send information. 


a —— 





Company Title 





Address 
C—O 





Zone__Stote. 


1 would like to buy Chart-Pak material from my l 


local dealer 





Ces ee om > oe om oe oo 
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For over 75 years, Japan’s largest 
financial institution has fostered 
international trade and commerce. 
If you need a helping 

hond in Japan, contact... 


rm FUJI BANK 


New York Agency: 42 Broadway, NYC 
Head Office: Chiyoda-Ku, Tokyo 
Overseas Offices in London, Calcutta 
187 Branches Throughout Japan 





shipping units retain their autonomy, 
yet utilities and materials handling are 
interconnected 

At Metuchen, the shipping depart- 
ment had a palletized system using 
fork lifts and small four-wheeled hand 
trucks that were adapted to tow lines 
installed under the floor. The North 
Brunswick plant was designed to use 
as much as possible of this equipment; 
the heart of its handling 
system is a 3,600-ft. closed-loop under 
floor towline, that links all the manu 
facturing operations to the shipping 
center. A towed truck, moving at a 
constant 60-ft.-per-min., makes the com 
plete cycle of the plant in an hour. 
The trucks are light enough to be 
moved by hand, and can be unhitched 
from the towlin« point 
¢ Separate Tows—In the shipping cen 
ter itself, two 
towling 


materials 


it any 


independent 2,000-ft 
through — the 


orders, and 


} 
systems snake 


Storage area to 
end up at a 12-truck loading dock. The 
dock’s gangways ar¢ idjustable to the 
varving heights of truck beds, so hand 
trucks and fork lifts can roll directh 
iboard 

Also in the shipping center building 
a 410-ft. enclosed rail siding and four 
truck docks were designed for both 
shipping and receiving. And the two 
manufacturing sections have their own 
truck docks and shorter rail sidings fot 
receiving raw matcrials. The idea of 


iSs¢ mble 


receiving area for all areas was 

It would have hampered ex 

yansion, cut into the flexibility and 
t to tl flexibility 


manufacturing oper 


single 
rejected 


autonomy of the 
itions 

As a matter of fact 
there was some consolidation of manu 
facturing operations. Five distinct oper 
ations are fitted into the three building 
areas, under three plant managers. Baby 
products and orthopedic products were 
lumped in one plant, in 100,000 sq. ft 
Phe new plaster mill was combined with 
surgical adhesives—which will turn out 
the Band Aid line of adhesive 
ges among other things. The shipping 
largest of the building 
sections. covering 285,000 sq. ft., in- 
cluding its office But the offices and 
laboratories of the manufacturing di 
are kept separate, in the legs 
that connect the building sections. That 
spares them from 


in the final setup 


band 


center is the 


visions 


rowding, dust, and 
noise 
¢ Double Duty—All the operating areas 
were designed to make logical use of 
the convevor system, so that the main 
towline can deliver raw materials as well 
is carry away the finished goods 

I'o make sure that incoming raw ma 
terials won't slither unnoticed right 
around the loop and into shipping, the 
towline trucks are equipped with sig 
nalling devices. Each truck has a 20 
position electromagnetic 
to the destined station, the signal alerts 


selector; set 
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Got a die casting problem? 


THEN CONSIDER CRUCIBLE NU-DIE V DIE CASTING DIE STEEL. IT’S THE OUTSTANDING DIE 


STEEL — AND IT’S QUICKLY AVAILABLE FROM LOCAL CRUCIBLE WAREHOUSE STOCKS. 


STOCKS MAINTAINED OF 
Crucible NU-DIE V is a particularly good choice for aluminum and magnesium Rex High Speed Steel 
ALL grades of Tool Steel 
(including Die Casting Di 
checking. And every piece of Crucible NU-DIE V is ultrasonically inspected to and Plastic Mold Steel, 
Drill Rod, Tool Bits, and 
Hollow Tool Steel Bars) 
Press forged blocks are regularly stocked at Crucible warehouses, in a wide vari- : Stainless Steel (Sheets, 
gars, Wire Billets, Elec 
trodes) Max-el, Hy 
Crucible is the only specialty steel producer fully integrated to the point of use. Tuf, AISI Alloy Onvx 
Spring, Hollow Drill Steel 
and other special purpose 
to you. steels 


die casting dies, or long run zine dies or die inserts. It resists washing or heat 
insure that the steel you buy is of the highest die steel quality. 
ety of sizes. And there are dozens of other tool steel grades for you to choose from. 


That means control and responsibility from raw material to warehouse delivery 





CRUCIBLE] WAREHOUSE SERVICE 





Crucible Steel Company of America 


General Sales Offices, The Oliver Building Mellon Square Pittsburgh Pa Branch Offices and Warehouses Atlanta « Baltimore 
Boston « Buffalo ¢ Charlotte « Chicago « Cincinnati ¢« Cleveland « Dalias ¢« Dayton ¢ Denver ¢ Detroit ¢ Grand Rapids 
Harrison @¢ Houston ¢ Indianapolis « Los Angeles *« Milwaukee « New Haven ¢ New York ¢ Philadelphia « Pittsburgh ¢ Portland, Ore 
Providence . Rockford . San Francisco . Seattle . Springfield, Mass e St.Louis ¢« St. Paul ¢ Syracuse e« Toronto, Ont 
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* is always popular. We want everything to turn out 
well. The happiest, best ending for a wire, therefore, is A-MP solderless 
termination. 

Developed and engineered to meet the many specific electrical require- 
ments of the Aircraft, Marine, Automotive, Appliance, Electronic, Power 
and Railroad Industries, A-MP wire termination has created a record of 
adaptability and dependability. 

Everything will turn out well when A-MP termination is where it 
belongs—at the end of a wire, completing the circuit. It can’t help but 
be a happy ending with A-MP wire termination contributing to lowered 
manufacturing cost, increased volume production and an improved, more 
efficient product. 


The brochure “Molto Allegro” illustrating the scope of the AM P organi- 
zation and variety of A-MP wire termination will be sent on request. 


AMP INCORPORATED 


GENERAL OFFICES: 

S726 Eisenhower Boulevard, Harrisburg, Pa. 
Wholly Owned Subsidiaries: Aircraft-Marine Products of Canada Ltd., Toronto, Canada e Aircraft-Marine 
Products (Great Britain) Ltd., London, England « Societe AMP de France, Le Pre St. Gervais, Seine, 


France « AMP—Holland N.V. 's-Hertogenbosch, Holland 
Distributor in Japan: Oriental Terminal Products Co., Ltd., Tokyo, Japan 


AMP TAMP LAMP LAMP. 
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an underfloor coil as the truck ap- 
proaches the station, this in turn activi- 
tates a warning bell or light. All the 
trucks are kept automatically circulating 
round and round, unless they are set for 
the shipping area. 

e Nerve Center—Trucks carrying fin- 
ished goods move trom the area of theit 
manufacture to a corner of the shipping 
area, where they circle docilely around 
the desk and control board of the ship 
ping clerk. This key man in the whole 
materials handling setup then consigns 
the pallet loads to inventory or to 
shipping. He is equipped with an up- 
to-the-minute picture of all inventory, 
push-button controls for the stops on 
the convevor, squawk-box communica- 
tion with the shipping docks, and two- 
wav radio contact with the fork lift 
trucks. The unending flow of pallets 
and trucks keeps him as busy as the 
towerman at a big airport 

J&J is convinced that the plant will 
give a big boost to production efficiency 
and cost-cutting, although it doesn’t 
have the figures to prove it yet—in fact, 
the plant won't be really completed un 
til September. Swank says that 74 years 
have been allotted to writing off the 
$4-million that went into the project 
But he adds, “Already we're certain it 
will be paid for long before that.’ 

He likes to dwell on the enthusiasm 
of middle management people for the 
project. ‘Two major shifts in a rather 
short period enabled them to refine all 
their operations. What they learned 
in the first move enabled them to im 
prove flow in the second 

Swank is just as excited about the 

expansion possibilities, with 200 acres 
still unused in the tract, and six-way 
growth available We've even built 
the convevor lines right to the walls,” 
he savs. “so we won't have to tear up 
the floor to extend them. And the un 
used spurs are a constant reminder of 
the expansion possibilities.’ 
e Another Move—There’s an excellent 
chance that J&] will eventually move 
its headquarters from New Brunswick 
to the new tract; the blueprints al 
ready include an ofhce structure nicely 
fitted into the existing lavout. But that 
is still a long way off, spokesmen say 
Che company is still much attached to 
its old home and sees no need to move 
for some vcal 

Of course, if and when that ultimate 
move is made there will be the prob 
lem of what to do with the old build 
ings. “We're already tearing down some 
of them,” savs Swank, “and we'll tear 
up others and landscape the whole 
irea. We've learned that a well-kept 
plant is never a drug on the market. 
Why, people are still asking us if they 
can buy the plants we sold to Serutan 
ind Revlon. When we say the plants 
are gone, they ask if we have any others 
we'd like to sell.” eno 
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PHENOMENAL PHENOLICS 


enolic or silicc esins ... they play an amazing role in manufacturing today. 
Phenolic or silicone resin they play an amazing role in manufacturing today 


But whatever thermoplastic compound you use, new plastic injection molding 

or vacuum forming machines will make your product better, faster, at lower cost. 
Stay ahead of your competition with the most modern equipment. 

How to buy this new equipment—or any new production equipment? 


C.1.T. INDUSTRIAL FINANCING—DESIGNED TO YOUR NEEDS 


CORPORATION 


C.1.T. Corporation designs financing plans to fit any productive machinery 
or equipment buying need—and to fit your income pattern. C.I.T. plans 
combine these elements: maximum flexibility, low initial payments and 


long terms. For complete details, write or call any office listed below. 


C.1L.T. Corporation is the wholly-owned subsidiary of C.1.T. Financial 
Corporation; capital and surplus over $230,000,000. 


In Canada: Canadian Acceptance Corporation Limited. 





ATLANTA, 55 Marietta St., N.W. +» CHICAGO, 221 NV. LaSalle St. .« CLEVELAND, Leader Building 
DALLAS. 1309 Main St. + DETROIT, 1625 Cadillac Tower « HOUSTON, 1100 E. Holcombe Bivd 
JACKSONVILLE, 1710 Prudential Bidg « KANSAS CITY, 210 West Tenth St « LOS ANGELES, 
416 W. Eighth St. « MEMPHIS, 8 North Third St. « NEW YORK, 390 Fourth Ave. « PHILADELPHIA, 
3 Penn Center Plaza « PORTLAND, ORE., Equitable Building « SAN FRANCISCO, 120 Montgomery St. 
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MARKED IMPROVEMENTS in 
IDENTIFICATION 
AND DECORATION 


Markem's original foothold . . . in business was really 
just that: making marking machines for the shoe 
industry. Since then (1911), the shoe field, and 
nearly every other industry, has been using the 
Where Markem 
was “in at the beginning”, you'd expect to see a 


Markem Method more and more 


lot of Markem in the shoe business, and you 
do. Our 32A’s imprint payroll coupon 
tags; jobs for the 1000, 24 or 79AB, 

and 105-10 or 45AC include quarter 

lining, match marking, heel pad 

and sock lining embossing. Cur- 

rently, a brand new match 

marking machine is being field 

tested, along with some special 

marking compounds for " hairy” 

hide. Our “ special” field, that 

began at the foot of the ladder, 

now reaches from one end of industry to the other 


Nothing succeeds like 


machine 


successful use of Markem 
5, it seems, especially with one of our 
electronics customers. Since 1952, they've bought 
42 Markem machines of five different types 
20A's for cylindrical objects; a 25A for marking 
boxes, tape, etc.; half a dozen high production 
PLBR’s for cylindrical objects; 45AG’s for irreg- 
ular shapes; and more than two dozen 

45A’s. Latest use of a 45A is imprint- 

ing a new type of condenser having 


This 


customer isn't really typical — 


right angle wire leads. 
but, like all our others, he does 


know the value of the right 


marking method for a 
given job -~T}- 
c —_ 

13 ~9—12—Maerkem! Markem Machines are 
used throughout “industry”, but the things “ in- 
dustry’’ marks often end up in the corner store, 
gas station and gift counter For example, you may 
not associate “industry” with “ sporting goods”’, 
but several sporting goods manufacturers use the 
Markem Method. For example, one company had 
been sewing two separate fabric labels on football 
players’ hip and kidney pads (we sent in a sub- 
stitute illustration you'd recognize). Now, trade- 
name, size, etc. is imprinted 
directly on the outside of 
the curved fibre pads, with 
a 45A, effectively blocking 
label inventory problems and 
sewing costs. Maybe your 
“industry” has some unsolved 


marking problems. If so, we'd like to tackle them 


A letter, call or TWX could bring the mark- 
ing help you need — or can use. The address is 
Markem Machine Co., Keene 33, New Hampshire. 


MARKENM 
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It Walks on Snow, and Swims 


This 1,500-Ib. tandem, tracked vehi- 
cle, called the Rat, can run up a 50 
with a 600-Ib. load or can 
swim around in deep water with equal 
case. It was built for the C 
government by Canadair, Ltd., for mili 
tary usc 

The vehicle 
t-cylinder, 35-hp 
that powers the tracks of both the 
front and rear section. A 
cables controls the joint between the 


The Rat can 
turn in a circle of 18 ft. in deep snow. 


cde 4 slop 
inadian 
front section has a 
uir-cooled gasoline en 
gine 


svstem of 


two sections for steering. 


uminum has 
s construction 


Wherever 
been used in the vehick 
As a result, it doesn’t 
that is often too soft to support 
on snowshoes. 

Canadair thinks the Rat 
other besides the 
potential market includes trappers, 


pe ssible . 


sink into snow 


1 nan 


users military 


esters, construction rew SuTVeVOTS, 
hunters, and 
Savs 

When the Rats go into full-scale 
production, the price is expected to be 
in the $6,000 to $8,000 range 


fishermen, the company 


Keeping Trailers in Line 


Ihe device that’s shown here is 
designed to remove one of the 
fears of truck drivers—the jackknifing of 


tractor-trailers. It was developed by 


major 


K-W Mfg., Inc., of Schenectady, N. Y. 

rhe main parts. 
\ spring enclosed in a cylinder on a 
pivot is mounted on the tractor. A high 


device has two 
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Work’s going fast on ail the new additions and 
improvements at Port Covington — the Western 
Maryland’s “transfer point” for deep-sea com- 
merce in Baltimore. 


Seven million dollars’ worth of new facilities 
for WM customers: greater dock area; more 
berthing room; expanded warehouse space; 
enlarged and improved yard areas. 


Just completed is a million-and-a-quarter- 
bushel addition to the Western Maryland grain 


Busy building for your business... 


that's today’s news about the Western Maryland 


elevator, now Baltimore’s largest. 

This Money-Saving Port has much to offer 
every shipper who can use it. Why don’t you look 
into the specific facts and figures that apply to 
your business? Call our office nearest you. 


WESTERN MARYLAND RAILWAY 


St. Paul Place, Baltimore 2, Md. 


Short Cut for Fast Freight 








oy 


A healthier view for taxpayers 


Sanitation is serious business. The health of every family, including 
your own, depends on an effective system of refuse collection and 
disposal. That’s why, as a taxpayer, you will be vitally interested 
in Gar Wood's revolutionary LOAD-PACKER 500. 


Here’s an excellent example of Gar Wood's leadership in engi- 
neering. New Cyclomatic Packing on the LOAD-PACKER 500 
obsoletes other designs. Speed, combined with simplicity of oper- 
ation, makes loading faster and more efficient . . . makes compaction 
far greater. In competitive Sanitary Department tests, the LOAD- 
PACKER 500 delivered up to 25% greater loads. This means better 
collection service at lower cost. 

Gar Wood pioneered the world’s first sanitary packing-type 
refuse-collection equipment. In more than 2700 municipalities, 
these units mean greatest health protection, greatest long-term 
economy for 45 million taxpayers. In every way, Gar Wood gives 
you more to bank on. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan 
Plants in Wayne and Ypsilanti, Mich.; Findlay, Ohio; Mattoon, tii.; d, Calif 
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Truck Cranes Tractor Equipment Frate-Gates Hoists & Bodies Ditchers 


strength chain is attached to the cylinder 
and to the bottom of the trailer. If 
the tractor swings to the side in either 
direction beyond the safety point in 
either direction, the chain tightens and 
pulls the tractor back in line with the 
cab. The spring ibsorbs the shock of 
the load This prevents jackknifing 
and helps the driver control his vehiclk 
Ihe satety device can be welded 
bolted on any type of tractor-trailer 
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A starting device for outboard motors, 
chain saws, generators, and other equip 
ment using ombustion engines has 
been developed by Simmons Starte1 
Corp., Albany, N. ¥ The device is 
held in the chuck of an electric drill 
and the starter end is applied to the 
nut of the motor flywheel shaft. When 
the drill is started, the flywheel r 
volves and the motor starts. It costs 
$17.50, post paid 
° 


A luxury packaging material that 
coated with short fibers of cotton or 
ravon to give it a velvety sheen before 
it is formed is being made by Gilman 
Bros. Co., Gilman, Conn. The new 
material, called Stylour, comes in a 
large variety of colors and is said to be 
especially attractive when formed as 
trav for silverware, electric razors, and 
other items merchandized in attractive 
cases or behind transparent box tops 
Cost runs between 50¢ and $3.50 for 
26 in. by 36 in. sheets 
. 


Static electricity in material woven of 
Arne] triacetate fiber can be eliminated 
by treating the fiber to give it a skin 
of cotton-like cellulose, says Celanese 
Corp. of America. The static causes the 
garments to cling to the body in 
wrinkles and to attract airborne lint 
Celanese Corp. is making information 
on its new anti-static process av lilable 
to textile manufacturers 
7 


Wireless neon letters that can _ be 
moved and interchanged on display 
signs are being manufactured by the 
Radalite Corp., Long Island City, N. Y 
The lights do not need any electrical 
connection to the sign, merely sit in a 
slot. Thev receive their electrical cut 
rent from a high frequency radio trans 
mitter which is tuned to the Federal 
Communications Commissions miscel 
laneous band and is wired to the sign 
Ihe letters come in five colors and can 
be changed in a matter of seconds. A 
sign with two racks 3 ft. long, 40 
assorted letters, a 120 volt AC trans 
mitter, and coaxial cable costs about 
$200. Additional letters are $1.50 
each, 
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Short cuts with Recordak Microfilming 


Latest reports on how this low-cost photographic process is simplifying routines 


for more than 100 different types of business . . 


. thousands of concerns 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeene 


NEVER QUESTIONS LONG-DISTANCE CHARGES 


Annandale, Minn. 

Customers of Lakedale Telephone Company can readily 
recall long-distance calls—even if “‘forever on the phone.” 

To refresh memories and answer questions in advance, the 
company microfilms the toll tickets, which operators time 
stamp and fill out for each call. These are then sent out with 
the bill. Customers are all for new system—can even check 
the “‘minutes spoken” on time-stamped tickets. 

The company, meanwhile, only has to show the total charge 
and tax on its bills—saves posting more than 115,060 toll 
tickets per year. Film costs run under $4 per month... and 
a low-cost Reeordak Microfilmer takes the pictures. 

Small wonder that more than 300 telephone companiés 
use this system, which cuts billing costs 50% or more. 


PICTURE TAKING SAVES OVER 100 OPERATIONS 


East Orange, N. J. 

Trained librarians are freed from tedious routines in the 
East Orange Library System by simply pressing a button on 
Recordak Junior Microfilmers. 

These units, installed in the Main Library and two 
branches, photograph the borrower’s card, book card, and a 
date-due card. This ends rubber-stamping, book “slipping,” 
card filing and counting— more than 100 operations all told, 
Same staff now handles twice the circulation . . . service to 
public is greatly improved. All over East Orange you'll hear 
about “our library’s progressiveness.”’ “Recordak” is a trademark 


ae 


ELIMINATES TISSUE COPIES IN SALES BOOKS 
Los Angeles, Calif. 

The May Co., one of the country’s leading stores, dis- 
covered that microfilm copies cost less than carbon copies and 
are far more practical. More than $10,000 per year is saved 
by using a 2-part sales check instead of one with 3 parts. And 
a like sum is saved on storage costs. 

Here’s how the new system works: Customers get dupli- 
cate tickets with purchases. The originals go to the Sales 
Audit Department, where they are photographed in a 
Recordak Bantam Microfilmer. Film record—instead of 
tissue copies— becomes Sales Audit’s permanent record. Sales 
checks are promptly routed to Accounts Receivable Depart- 
ment ...returned to charge customers with monthly bill. 
(A separate use of Recordak Microfilming cuts costs here.) 

The Recordak Bantam (illust.) is ideal for May Co.'s Sales 
Audit use— photographs and date-stamps up to 500 tickets 
per minute; has an electric counter that gives accurate check 
on sales activity. 

2 ¢ 


A valuable free booklet, 
“Short Cuts that Save 
Millions,” gives many 
tips for cutting costs in 
your business. Just 
mail coupon. 

Prices quoted subject to 
change without notice. 


=RECORDEK 


e@eeereeeeeeeee MAIL COUPON TODAY ee 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming— 
now in its 30th year 


RECORDAK CORPORATION 

415 Madison Avenue, New York 17, N. Y. A-6 
Please send free copy of “Short Cuts that Save Millions.” 
Name 
Title 


Company 














Street. 
City. 
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Business Reacts to GM Decision 


@ The Supreme Court's dim view of the du Pont 
interest in General Motors is taking wide effect on corporate 


planning. 


@ As a result, there is sure to be a sharp slowdown 


in mergers—currently one of the most popular ways to expand. 


@ Small companies are the least affected immedi- 


ately, but the ruling poses long-term problems for them, too. 


HE END of an era may be at hand. 
Ihe unexpected decision of the Su- 


Motors 


stone 


General 
more 


preme Court in the 
du Pont idds one 
and a big one—to the wall rising against 
corporate growth through acquisition 
Though there’s a vast amount of con 
fusion among corporation officers and 
counsel as to what the latest decision 
really means, there is widespread agree 
ment on one point: the rate of mergers 
864 in 1955, almost 
as many last year) is due for a sharp 
slowdown 
¢ Stronger Posture—Certainly, 
that the Supreme Court has indicated 
it is taking a tougher attitude, the Jus 
tice Dept. is flexing its muscles. Last 
week, for instance, it stepped up its 
campaign to block the proposed merger 
of Bethlehem Steel Corp. and Youngs- 
town Sheet & Tube Co. bv asking 
for a summary judgement in Federal 
Court. 

l'rue, Federal Court action was post 
poned until the fall—and antitrusters 
insist the motion had been in the 
works for several weeks anyway. But 
observers that the particular 
soon on the heels of the 
indicates that the 
more favorable 


Case 


in recent years 


now 


suggest 
timing, so 
GM-du Pont case, 
Justice Dept. sees a 
climate for its case 

¢ Bogey of Bigness—lToday the econ- 
omy may be at a crucial point in the 
battle raging around “‘bigness’’—a term 
that almost nobody attempts to define. 
rhere’s little question that the trend 
has been toward growth and integration 
by acquisition of going concerns. ‘The 
concentration has been most visible in 
the appliance, milk products and con- 
tainer industries. 

In the past few years, a lot of indus- 
try spokesmen have been suggesting 
that the fully integrated, monolithic 
industry must be the pattern of the 
future. 

Yet the barriers have been rising fast. 
There’s been a terrific stepup in Fed- 
eral Trade Commission filings of com- 
plaints challenging the legality of mer- 
gers. Between 1950—when the anti- 
merger law was strengthened to include 
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physical mergers as well as stock mer- 
gers—and the end of 1955, only 11 cases 
were filed In 1956 alone, 17 
cases were filed 

¢ Decision After Decision—In 
of this vear, the first real decision 
against business under the 1950 law 
came in an FTC examiner’s ruling that 
Crown Zellerbach Corp. must divest 
itself of the plant and assets it acquired 
of St. Helens Pulp & Paper Co. In 
May, the Supreme Court invalidated 
of the tax-loss mergers of recent 
vears in the Libson (BW-—Jun.] 
"57,p39). In this case, the court ruled 
that a company can’t reap tax savings 
from a merger with a loss-corporation 
unless it is in precisely the same busi 
ness and has a similar corporate struc 
ture his decision could 
many mergers already consummated 
and make others less desirable 

\ pre-merger notification _ bill 
would, in effect, give the 
the right to disapprove am 


more 


March 


SOTHC 


Case 


ipply to 


that 
government 
merger in 
idvance—has already been approved by 
the House Judiciary Committee (BW 
May25’57,p153). It is expected to 
pass, if not in this session of Congress, 
then in the next. 
¢ Telling Punch—But the new prin 
ciples stated in the latest case—though 
decided on the narrow issue of du 
Pont’s alleged domination of the auto 
motive finish and __ fabric 
through its holdings in General Motors 
could have the 
plications of all 

For the first time, vertical 
tion—the acquisition of a supplier or 
rather than an actual or 
potential competitor—has been consid 
ered illegal and subject to antitrust 
Arrangements dating back 
40 years can broken up. At 
made today could go on 
uninterruptedly for a generation 
then be attacked 

lor antitrusters, have 
opened up—and they are scrambling to 
find parallels. One muses: “It wouldn’t 
be hard to find similar stock relation- 
ships in almost every major industry.” 


* Time Will Tell—How is all this 


business 
most staggering im 
integra 
customer, 
prosecution 
now be 
rangements 


and 


new vistas 


going to affect an economy where the 
developing pattern is growth by acqui- 
sition? BUSINESS WEEK reporters talk- 
ing to executives and counsel last week 
met three. reactions 

¢ A frequent refusal to discuss the 
subject at all. 

¢ A good deal of optimism that 
future judicial and _ legislative 
would reverse or at least modify, the 
apparent trend 

e Much caution about the imme- 
diate future 

Chere seemed to be a general tend- 
ency to argue that only the giant 
companies would be subject to attack, 
that acquisitions by medium-sized out- 
fits could probably proceed merrily, and 
that mergers among small 
would actually get government 
ing. But some lawyers note drily that of 
the two dozen Clayton Act 
currently pending, the vast majority are 
against companies in the “medium” 
range; in some, the defendants are 
“small.” 
¢ Moratorium—Several corporate at- 
torneys agreed that the tendency, for a 
while, will be to exercise care on future 
acquisitions “unless it’s absolutely clear- 
cut that no threat of a federal suit lies 
in the future in the specific case.” 
One giant company 

100 other companies under review for 
possible acquisition—says it’s calling off 
all negotiations for a while until the 
situation clarifies. Another big one, al 
ready being eyed by the Justice Dept., 
argues the complete legality of its past 
acquisitions, but adds: “Anything else 
we buy, we’re buying lawsuits with. So 
we probably won’t even look around 
for another five years—we’ll consolidate 
what we have, and watch how the wind 
blows.” 
¢ Way Out?—There’s talk that if the 
new wave of restrictions makes it diff 
cult to buy into a new business, com 
panies would simply grow their own 
integration or ‘from the 
egg.” But the vast majority of acquisi- 
tions over the past decade has come 
through exchange of stock. Compara 
tively few companies would have the 
start new businesses of im 
portant size from scratch. Anyway, in 
many fields of industry today, learning 
1 new 


actions 


companies 


bl SS 


achons 


which has some 


C xpansion 


cash to 


business, developing strange 
products, finding the people, and crack 
ing a market is impractical or pro- 
hibitively expensive 

A number of executives indicate that 
while they'd have no questions about 
making and selling a related product, 
they'd hesitate a long time before going 
into another industry without being 
able to take over a going concern 
¢ Long Pull—Small companies, least 
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PHOTOSTAT - MICROTRONICS 


For Copying and Preserving 
Records of All Kinds 
On Both Paper and Film 


eis . . . business and industry, 
and government, too, find ever- 
increasing need for quick, accurate, 
inexpensive copies on paper of 
records and subjects almost without 
end. At the same time, all are becom- 
ing aware of the space-saving and 
security advantages of copying and 
preserving their records on film. 
PHOTOSTAT and MICRO- 
TRONICS equipment, of the very 
highest standard of quality, can best 
fill the needs for both . . . and for all! 
With the manufacture of MICRO- 
TRONICS unequalled line of Micro- 
film Cameras, Enlargers and Film 
Processors, along with the time-hon- 
ored line of PHOTOSTAT Photo- 
graphic Copying Equipment and 


Accessories, Photostat Corporation 
now Offers the widest range of equip- 
mentavailable ...forsmall, moderate- 
sized and large requirements alike. 
It is splendid equipment . . . prop- 
erly sold faithfully serviced. 
Justifiably it sets the standard for the 
best in photographic copying the 
world over. You should know about 
it before you purchase any photo- 
copying or microfilming equipment. 
We welcome the opportunity of 
talking Over your copying problems 
with you without obligation and, if 
you wish, making specific recom- 
mendations for their solution. 


PHOTOSTAT CORPORATION 


P. ©. Box 1970-A, Rochester 3, New York 


PHOTOSTAT 


Put bay OD coped pac yy saiigns ioe 


is the 
PHOTOSTAT berm 
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affected immediately, seem worried 
about the long-term effects. In some 
industries, such as electronics, it’s still 
possible for a new company to start on 
the strength of a single new develop- 
ment. But executives in the field sug- 
gest that it’s possible to grow only so 
far before bucking against giants like 
General Electric, IBM, or RCA, and 
that real growth—perhaps even survival 
is possible only through an alliance of 
two or more of the smaller outhts. 

The cumulative effect of the anti 
merger moves is to put some of the 
small companies in a box. Notes one 
lawver: “Many of these small com- 
panies, privately owned or corporate, 
that want and need to sell themselves 
are stymied. The ruling doesn’t affect 
them directly, but until the whole situa 
tion is clarified, there’s no real market.” 
¢ Amputations—The fact that vertical 
integration is now subject to antitrust 
attack opens questions for many com 
panies that had believed themselves 
completely in the clear—particularly 
if the courts seem to follow the divest 
ment pattern suggested in the GM- 
du Pont case. Says one corporation 
counsel: “In most cases subject to 
attack, the acquired company has‘simply 
been integrated with the bigger com 
pany. After a year or so, there’s no valid 
way of identifying it. It’s possible for 
the courts simply to order that a certain 
segment of a company, or a certain 
proportion of its business, be lopped 
off. There’s precedent for that, in the 
Standard Oil and tobacco trust cases. 
If it’s verv involved, it could shatter 
a company.” 

There’s a hint of one paradoxical 
effect of the growing barriers. Most of 
industry has been against the proposed 
pre-merger registration bill. Now there 
are suggestions that it may be getting 
unexpected backing directly from busi 
nessmen. Explains one company presi 
dent: “Sure, it gives the government 
another club over us. But as things arc 
now, especially since the du Pont ruling, 
no one knows quite where he stands. 
But if the government approves a merget 
beforehand, vou'd have a powerful legal 
weapon if the question does arise later. 
And if they savy no, maybe vou're no 
worse off than before.” 
¢ Blessing in Disguise?—There are even 
some indications that some companies 
might accept the implications of the 
ruling with real, if well-disguised, relief. 
One consultant suggests that some ac 
quisitions have been made simply be 
cause managements have felt they 
might be out of jobs if they didn’t pro 
vide stockholders with tangible signs of 
growth. The decision gives them an 
out. Now they can’t go around ac- 
quirmg more companies if the law 
says no—and they gain some breathing 
time in which to consolidate what 
they've got. END 
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Donoch W. Lynch, Manager 
Distribution Transformer Department 


General Electric Company, Oakland, California 


Because Business ‘‘Climate” is Encouraging. 


INDUSTRIES “GROW PLACES” IN MOA 


Me tropolita n Oakland Area 


A friendly attitude on the part of local governmental agencies 
is only one reason, but such an important one, why GE trans 
former production has grown so rapidly over the past ten 
years...why industries “grow places” in MOA. Mr. Lynch 
sums it up this way 


For many years, county and city governments have 
encouraged and helped the industries of the area. A fine 
example of their friendly attitude is the current study made 
for the County by the Urban Land Institute. Its purpose was 
to analyze an already highly acceptable ‘product’ and recom 
mend how it can be made even more attractive to industry 
Only recently, at the State level, the California Legislature 
adopted a Resolution calling for legislative examination of 
all proposed measures relating to industry in terms of their 
effect upon the State’s business climate. We consider this a 
wonderfully enlightened view that can only result in acceler 
ated industrial progress. Our Oakland plant, built in 1923 
was GE’s first West Coast apparatus manufacturing opera 
tion and today is still conveniently located at the hub of 
our Western market 


When it’s branching out time for you, consider these other 
MOA advantages ...abundant, low-cost water and power 
ideal year-round climate and living conditions that keep 


employees happy, healthy and on the job...central location 
with excellent transportation and port facilities an ever 
growing, high-income, free-spending population — 4 million 
in the immediate Bay Area, 24 million throughout the 11 
Western States. For the complete story 


WRITE FOR FREE FACTFILE 


You will receive full, factual and authenticated Data Sheets 
on climate, markets, living conditions, transportation, sources 
of supply and plant location map of 200 nationally known 
firms. Your inquiry remains confidential, of course 


“On the Mainiand Side of San Francisco Bay’ 


MA......0::.. 
O..:..: ( 
PIEOMON 
OG) -S evens asaaten 
CALIFORNIA 
Suite 205 + 1320 Webster $t., Oakland 12, California 


ALAND 


Ty 





You don’t need a Sherlock Holmes to discover that the old 

fashioned lunchbox is fast disappearing from the American 

h f scene. More and more factories and offices are switching to 
t e case 0 the idea of feeding employees in company cafeterias. And 
Blickman is a pioneer in the planning, fabrication and in- 

stallation of inplant food service systems. Today the finest 

installations are “Blickman-Built”. That’s because no one 

else can muster the fabricating craftsmen and the overall 


experience of Blickman. 


Fabrication of equipment for mass feeding is but one func- 
tion of the Blickman organization. Blickman’s Hospital 
Division supplies operating room equipment; the Special 
Products Division custom fabricates alloys and supplies 
research equipment to fields as diverse as medicine and 


nuclear energy; Blickman galleys are standard equipment 
on ships of all types. 


Blickman labors constantly to develop new methods of 
working alloys. Their clients benefit from experience un- 
matched in the field. For specific information, write S. 
Blickman, Inc., 7106 Gregory Ave., Weehawken, N. J. 


BLICKMAN 


Look for this symbol of quality Blickman-Built Pioneers um Alloy Fabrication 


KITCHEN EQUIPMENT ~. wospitat EQuIPMENT + CUSTOM ALLOY PRODUCTS + LABORATORY EQUIPMENT 





In Management 


The Big Boss Gets the Biggest Vacation— 
But Lots of Times He Doesn’‘t Take It 


Vacations with pay are getting bigger and better; 
sometimes—but not always—the top executives get the 
biggest and the best. 

The National Industrial Conference Board surveyed 
301 companies, finding that 99% of them now grant 
vacations to all employees, compared with only 46% be- 
fore World War II. 

The greatest relative increase has been for hourly 
workers, for whom vacations with pay are a relative 
novelty. Before the war, the hourly worker could get 
time off, but he had to spend his own savings. Now 
the question isn’t whether he gets a paid vacation, but 
how much. And the answer is: more and more. 

Ten years ago, 79% of the companies surveyed had 
a two-week ceiling on vacations for hourly workers. Now, 
only 16% have a two-week ceiling, 64% go up to three 
weeks, and 20 go clear to four weeks or higher. 

Salaried workers still do even better. The percentage 
of companies offering them up to three weeks has 
climbed to 63%, trom 21% in 1947. And 24% now have 
maximums of four weeks or more. 

Theoretically, at least, top executives get by far the 
best deal of all. Nearly a third of the companies allow 
them more than their seniority calls for; quite a few 
just let the executive set his own vacation. 

he hitch is that too few of them take what they have 
coming. In a different survey, covering 181 companies, 
about a fifth said that executives don’t take full vaca- 
tions. Indeed, a number of health-conscious companies 
are combatting this by forcing the top brass to lay off 
for at least two weeks at a time, preferably twice a year. 
Some companies set up formal vacation schedules to 
make sure that the executives get their rest. 


More Colleges Are Offering 


Management Training Courses 


Executive development programs in universities are 
popping up like mushrooms. In 1950 they were a rarity. 
In 1954, the National Industrial Conference Board 
counted 17 of them. Now NICB finds 32 of them, 
averaging four to six weeks in duration and capable of 
handling 1,955 men per year. 

\s the NICB defines them, university executive de 
velopment courses run two weeks to eight months and 
participants leave homes and jobs behind them to become 
full-time students. NICB’s current review includes a 
description of course content, duration and cost of 
courses, and general comments by 32 companies that 
have sent a total of 1,800 executives to one or more of 
the programs. 

Cost of the programs varies depending on the school 
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and the length of the course. Michigan State, for ex- 
ample, offers a four-week course for $500, but room and 
board are extra. Columbia’s six-week course comes to 
$1,750 for everything—tuition and living expenses. 
Harvard’s three-month course costs $2,400 for tuition 
and living costs; tuition for Harvard’s longest course—the 
74-month middle-management program—is $1,500, with 
living expenses extra. 

Courses, generally aimed at developing top managers, 
are usually built on a combination of guest speakers and 
some form of the case-study system. Instructors usually 
are regular staff members of the schools involved. 


Running Down Watch Company 


Gets a New Main Spring 


Waltham Watch Co., in the red or near it for the 
past 12 years, and now operating under its sixth manage- 
ment in 10 years, is getting set to try again. 

The new group, which took over control of the watch 
maker from Sidney Albert’s Bellanca Corp. last year, 
plans to change the corporation’s name, then split the 
firm in two. 

Waltham Watch Co. will become Waltham Precision 
Instrument Co. Then a new company, Waltham Watch 
Co. of Delaware will be set up within the instrument 
company and later spun off. 

Che new company will concentrate on development 
and marketing of watches and clocks—including brands 
other than Waltham’s. The instrument company will 
make gyroscopes, components and timing devices, and 
aircraft clocks. It will also make watches (it might lose 
existing tax loss credits if it changed businesses) for itself 
and other firms. Last year, Waltham had a loss of 
$42,300 on sales of $4.2-million. 


Beset on Three Sides by Patent Suits 
RCA Files a Counter-Suit of Its Own 


he situation in the complex electronics patent situ- 
ation got a little more complicated last week when Radio 
Corp. of America filed a counter-suit against Philco 
Corp., charging infringement of patents. 

RCA is currently being attacked on antitrust grounds 
from three directions—the Justice Dept. has a suit against 
it, and both Zenith Radio Corp. and Philco have triple 
damage claims, all three charging RCA exercises a monop- 
oly through its licensing rights in a patent pool that 
includes a large share of all electronic patents existing. 
Ihe counter-claim against Philco came as part of RCA’s 
answer to the suit filed by Philco last January, which 
asked triple damages of $150-million. RCA’s not-expected 
counter-suit is also asking triple damage for the alleged 
patent infringements. 

Although charges and counter-charges have been fly- 
ing for several years, some of the facts should get public 
airing soon. Zenith’s suit, charging that RCA’s alleged 
patent monopoly kept it out of foreign markets, is 
scheduled for trial in Chicago starting this month. 
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easy solutions to 
RECORD STORAGE 
PROBLEMS 


Problem: How to store original records 
for future reference at lowest possible cost. 
Answer: Liberty Record Storage Boxes— 
for over thirty-eight years recognized by 
industry as the lowest cost method for 
housing inactive records. 


CGéen) STORAGE BOXES A 


- y 
Heavy-duty A 
corrugated << a 
fibre-board < 
construction 
gives ten, fif- 
teen, twenty 
years of serv- 
ice and cuts costs way down. Just pen- 
nies a year does the job! 


— SYSTEM 


Liberty Boxes provide 
for “fast finding” of 
stored records be- 
cause of its unique 
label design. The 
Liberty label assures 
you a simple, easy-to- 
use method for index- 
ing and filing your 
transferred records. 


(Gant) FEATURES 


Your records are always 
protected against dust, 
dirt and dampness due 
to the unique cord and 
tension button closure. 
if accidently dropped, 
the contents can't spill 
out. 25 stock sizes 
C._&ANW.RR. file 4Vailable covering every 
room is both neat POpular office form— 
and efficient special sizes to order. 


Consg USED AND SOLD FROM 
COAST TO COAST 
Liberty Boxes are 

stocked by station- 

ery and office equip- 

ment dealers in every 

state, in every prin- 

cipal city. Write for 

the name of your 

dealer and a copy of 


our latest catalog. No 
obligation, of course. 








= 


Factory applied 
labels with gum- 
med title strips a 
Liberty Box feature. 


Low cost installation 
at Southwestern Bell 
Telephone 


DRAWER STYLE 
TRANSFER 
FILES 


STAXONSTEEL Transfer Files build their 
own steel framework as they are stacked— 
no shelving required. Easy gliding drawers 
at any height. Available in Legal, Letter, 
Check, Freight Bill.and Tab Card sizes 


BANKERS BOX COMPANY 


2607 North 25th Avenue «+ Franklin Pork, Ill 
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Millions of Tons of Scrap Iron & Stee! 
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U. S. Jams on the Brakes 


Steel industry wins out as 
foreign buyers agree to limit 
scrap exports to 12% rise 
over 1956. 


Scrap dealers are a bit 
unhappy, but rising scrap 
prices tame complaints. 


Steelmen, who haven’t had too much 
to crow about this vear, won a victory 
in Washington this week as the Dept. 
of Commerce announced a voluntary 
lid has been placed on soaring ferrous 
scrap exports (chart). Under a gentk 
men’s agreement, foreign buvers agree 
to hold imports to no more than 12% 
over last vear’s record 6.3-million tons 

Although there’s no force of law 
behind the clamp, it’s a binding limit 
from a practical standpoint. As such, 
the decision has wide repercussions. 

e Domestically, its biggest impact 
is on steel—for steel scrap makes up the 
great bulk of the export total (5.3 
million tons of last vear’s record figure). 
The decision finally sets a firm check 
on these stecl scrap exports, a rein the 
industry has been urging for vears. ‘The 
curb on exports, too, may well mean 


additional scrap for domestic markets 


—pethaps enough to cut today’s rising 
scrap prices. ‘This week the composite 
steel scrap price hit $56.17 a ton (re 
bounding from a low of $42.17 in late 
April) 

e Internationally, the new policy 
ends a complex tug of war between 
the U.S. and foreign princi 
pally Britain, Japan, and the European 
Coal & Steel Community—for in 
creased allotments of scrap. Each for 
eign country was struggling to pull the 
rope in its direction. ‘Though the deci 
sion was pretty much of a draw and 
foreign buvers balked at first, they now 
seem satisfied with the increase for all 
areas of about 12% over 1956. (Last 
vear, Japan and the Coal & Steel Com 
munity each got about 1.2-million tons 
321.000 tons 


buvers 


of steel scrap, and about 
went to Britain.) 

¢ Steel’s Case—Steelmen have long 
contended that scrap is too valuable 
commodity to permit large-scale export 
In the U. S., the average ratio in steel 
making is around 47 scrap to 53 
pig iron, they contend, and “that alone 
states the case for export curbs.” 

EK. ‘IT. Weir, former National Steel 
Corp. chairman, and Ben Morcell, 
Jones & Laughlin Steel Corp. chai 
man, argued last year that it was point- 
less for steel companies to bring iron 
sources developed at 
when each two tons 


ore from foreign 
enormous expense, 
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NEW R/M Poly-V° Drive 


Solves Seven Major Power Transmission Problems ! 


Heavy duty drive problems can be accepted as necessary 
and costly features of power driven equipment —or they 
can be overcome! The difference is Poly-V* Drive... 
R/M’s patented new concept in heavy duty power 
transmission. Here’s how R/M Poly-V Drive helps 
eliminate seven major problems common to most con- 
ventional V-belt drive applications. 


BELT MATCHING—Poly-V employs a single unit, V- 
ribbed endless belt running on specially designed 
sheaves—not a series of V-belts which vary in 
length. Belt length matching problems are com- 
pletely eliminated! 


SPEED RATIOS—Full contact between belt ribs and 
sheave grooves prevents belt “‘sinking’”’ and uneven 
speeds ... maintains constant speed ratios and 
effective pitch diameter from no load to full load! 


SPACE REQUIREMENTS— Greater horsepower capacity 
per inch of sheave width with Poly-V delivers up 
to 50% more power in the same space as a multiple 
V-belt drive ...or equal power in as little as 
2¢ the space! 


*Poly-V is a registered Raybestos-Manhattan trademark. 


BELTS = HOSE * ROLL COVERINGS © TANK 


DRIVE LIFE—Poly-V Drive has twice the contact area 
with only half the face pressure and that means 
less wear, longer life for both belt and sheaves! 


STOCK INVENTORIES — Just two cross sections of Poly-V 
Belt meet every heavy duty power transmission 
requirement, as compared to five in the case of 
V-belts. With Poly-V you keep belt and sheave 
inventories to an all time low! 


HEAT PROBLEMS— Because thinner Poly-V Belts have 
twice the ribbed area of V-belts exposed to the air, 
you are assured cooler operation and less strain on 
your equipment. And, of course, Poly-V Belt con- 
struction is heat resistant, oil-proof and non-spark! 


EQUIPMENT DOWNTIME—Stronger, cooler running, 
longer lasting Poly-V Belt needs fewer tension ad- 
justments after run-in. . . stays on the job longer 
to reduce downtime costs for replacements, too! 


If any—or all—of these features can help improve your 
heavy duty power transmission drive performance and 
dependability, you owe it to yourself to investigate R/M 
Poly-V Drive. R/M engineers who developed it will be 
glad to assist you in determining the Poly-V Drive in- 
stallation that will best solve your problems. . . give 
you “‘More Use per Dollar.” 


nu7a4 


LININGS « INDUSTRIAL RUBBER SPECIALTIES 


MANHATTAN RUBBER DIVISION—PASSAIC, NEW JERSEY 


RAYBESTOS - 


MANHATTAN, INC. 


Other R/M products: Abrasive and Diamond Wheels * Brake Blocks and Linings * Clutch Facings * Asbestos Textiles * Mechanical 
Packings * Engineered Plastics * Sintered Metal Products * industrial Adhesives * Laundry Pads and Covers * Bowling Balls 





Guns that shoot paint 
give enduring protection 


put the professional touch on paint jobs at home 


Painting a refinery tower hundreds 
of feet above the earth, putting a 
new coat on your house, or refinish- 
ing a wagon or kitchen stool—spray- 
ing provides lasting protection and 
greater beauty. 


Contractors prefer DeVilbiss spray 
its speed cuts working time and 
costs—and there's assurance of more 
uniform film build. Following their 
lead, do-it-yourself enthusiasts are 
using DeVilbiss spray outfits around 
the home for easy-to-apply profes- 
sional finishes that last for years! 


114 Commodities 


Whatever you want to paint, you'll 
lower costs, get better coverage with 
greater ease—when you use versatile 
DeVilbiss equipment. 


FOR BETTER SERVICE, BUY 


THe DeVitsiss COMPANY 
Toledo 1, Ohio 
Barrie, Ontario = London, England 
Branch Offices in Principal Cities 





of incoming ore was neutralized by a 
ton of outgoing scrap. 

But until recent years, there seemed 
little need for curbs. Total export vol 
ume from 1945-49, for example, aver- 
aged a mere 180,000 tons a year. As 
steel capacity here and abroad flow 
ered, however, the demand grew. 
Steel scrap exports jumped to 1.5 
million tons in 1954, 4.5-million in 
1955, 5.3-million last year. They were 
running at an annual rate above 
million in May this year, when the 
Commerce Dept. called a halt to 
study the situation. 
e¢ Steps Toward Curb—Two year 
ago, when steel and scrap demand 
reached great heights, the cry over 
scrap exports had forced the Com 
merce Dept. to ask Battelle Memorial 
Institute to make a survey of future 
demand. The report, issued last win 
ter, is now fuel for much of todav’s 
in-ighting. It found that scrap, gen 
erally, was abundant but expressed 
concern over the long-range supply of 
better grades (the grades the steel 
industry is now determined to keep 
from going abroad). 

As a result, Commerce in Februar 
temporarily suspended export licenses 
while it discussed Japanese needs with 
a visiting Japanese trade mission. ‘The 
State Dept. meanwhile talked over 
the export situation with British and 
European officials. Commerce’s May 
freeze on all scrap exports followed. 
This required all exporters to hold ship- 
ments at 1956 levels. 

Commerce's power to control scrap 
exports derives from the Export Con 
trol Act, under which exporters must 
file quarterly for licenses 
e Pleased—The steel industry, where 
the furor over scrap focuses most 
sharply, can only be pleased with the 
limited-increase plan finally adopted. 
It answers steel’s call for a ceiling on 
exports of prime scrap grades, No. | 
ind No. 2 heavy melting grades. Both 
consist principally of old locomotives, 
ship plates, and structural shapes; No 
1 must be } in. thick, but No. 2 is 
thinner metal. 

Early this week, however, the plan 
hadn't vet produced one of the benefits 
a steelmaker might look for—the easing 
of scrap prices. But the export curb 
should help  steelmakers—particularl; 
small, nonintegrated mills and foundries 

to control prices better. 
¢ Dealers’ Role—Actually, the most 
immediate factor involved in the export 
curb, and the one in the domestic 
picture who might be hurt by the new 
policy, is the scrap dealer (BW—May12 
"56,p43). Scrap men divide roughly 
into three categories: 

e Tens of thousands of small deal 
ers who buy from peddlers, sell to 
larger vards. 

e Medium-sized dealers, who buv 
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Vehicles on a daily diet of low-speed driving 


call for... 


Jelco-Remy Extra-Duty Electrical Equipment 


to assure on-the-job dependability 


Municipal sanitation trucks are the task forces in the 
battle to keep our communities clean and healthful. 
Because such a vehicle operates at low driving speeds, 
and stops often with the engine idling, it must have a 
dependable charging system specially designed to 
operate under these conditions. 


Delco-Remy extra-duty d.c. generators have proved 
their dependability time and time again in this service. 
They provide the extra output necessary to keep bat- 
teries charged under continuous low-speed-and-idle 
operation. With the right generator and matching Delco- 
Remy regulator, the battery is protected against ex- 
cessive discharge and cycling effects, stays charged and 
lasts longer. 


Both 6- and 12-volt generator application packages are 
available. Be sure to specify Delco-Remy extra-duty 
electrical equipment, including the new longer life 
Delco batteries, on the new vehicles you order, and 
when you re-equip present ones. 


GENERAL 


DELCO-REMY 


Model 1106986 is typical of several 
Delco-Remy d.c. generators which 
are specially suited for vehicles in 
low-speed-and-idle operation. This 
dependable 12-volt unit produces 
20 amperes at engine idle, with 
maximum output of 50 amperes at 
about 20 mph. 


MOTORS LEADS THE WAY—STARTING WITH 


Delco-Remy 


ELECTRI Al SYSTEMS 


DIVISION OF GENERAL MOTORS « ANDERSON, INDIANA 





Now, a gas‘ truck that does more 
work on 25% to 30% less gas 
DYNAMOTIVE 


-., 


~" 


i 


*Gas-driven generator powers direct-drive electric motor... 
no clutch...no torque converter...no fluid coupling 
-..no transmission whatsoever 


The secret of Automatic (Series GLF) 
DYNAMOTIVE’S proved superior 
performance lies in its utter simplicity... 
an engine-driven variable voltage gen- 
erator supplies electrical power to the 
drive motor direct-coupled to the drive 
axle. This proved power train without 
gears eliminates slippage and power 
loss through heat build up. At the same 
time, stresses on the engine are reduced, 
greatly increasing engine life. Truck 
down time is further reduced by the 
elimination of hundreds of moving parts 
found in conventional transmission and 
torque converter drives. Additional gas 
mileage is achieved by the inherent over- 
drive and torque multiplying features of 
the electric power train. 


But only by seeing it at work can you 
realize how many and how important 
DYNAMOTIVE’S advantages really 
are. To name only a few: 


< Automatic 
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Positive Inching Control...precise spotting 
gives faster, safer handling of loads 


Job Adjustable...directional contro! can be 
adjusted...on the job...for instant power or 
cushion-smooth takeoff. 


Tilt and Lift Controls ...optiona!l for foot or 
fingertip operation. 

Full Width Posture Seat...accessible from 
either side...reduces driver fatigue. 
Visibility... high visibility of fork position 
throughout lifting range. 


Safety...Dynamotives are listed by Under- 
writers’ Laboratories Inc., and Factory Mutual 
Laboratories. 


Capacities: 4,000 to 10,000 Ibs. with solid tires 
..-4,000 and 6,000 Ibs. with pneumatics. Tractors 
available in 2,500 and 3,500 Ibs. draw bar pull. 
But see foyyourself. Ask for a demonstration, 
andfor complete specifications plus case 
histories of installations similar to your own, 
No obligation... write today. 


Factory service available in over 100 cities. 


Dept. H-7, 93 West 87th Street, 
Chicego 20, Illinois 





from small ones, sell to large dealers. 
e Large dealers or brokers, who 
sell to steel mills and abroad. 

Of some 1,400 major scrap dealers 
registered with the Iron & Steel Scrap 
Institute, only about 45 are in the ex- 
port business In good times, their 
business is profitable; one exporter 
reckons he makes about $2 to $3 a 
ton, savs the figure will be closer to $5 
a ton for larger companies. But it’s 
also a highly unpredictable and com- 
petitive trade. 

Under the limited exports plan, deal 
ers might get hurt if steel demand 
drifts down for the rest of the year, 
and scrap prices fall. Lower steel de 
mand for scrap would lower scrap 
purchases, while the curb on exports 
forced additional scrap on the market, 
setting off a chain reaction of lower 
prices. Yet if steel regains strength and 
goes into another boom, scrap prices 
could soar. 

The dealers challenge any curbs on 
scrap exports as long as iron ore, pig 
iron, and finished steel can be exported 
without limits. They contend there's a 
huge reservoir of scrap in the U.S., 
enough for all emergencies. 
¢ Family Squabble—The dealers aren't 
complaining too much about the latest 
curb, however. One reason is that they 
can’t beef too loudly in the face of 
rising scrap prices. But there’s another 
reason: Dealers are too busy with an 
intra-industry feud with Luma Bros. & 
Co., Inc., the biggest scrap exporters 
anywhere and a major factor in the 
U.S. market 

Small scrap exporters appearing be- 
tore the House Small Business Com 
mittee have charged that Luria Bros. is 
squeezing them out of the European 
Coal & Steel Community market. They 
complain that the Community's pur- 
chasing office has turned down offers of 
che Ip, good quality scrap while buving 
from Luria at higher prices 
Luria made 


One exporter claimed 


35% of last vear’s scrap sales to the 
!uropcean Community, 40° of those to 
ibout 50 of domestic 


it had achieved this 


Japan, and 
sales. He charged 
dominance by such methods as buy 
ing compctitors and circulation of ru 
igainst foreign con- 
sumers buving from other U.S. sources. 

Luria is a wholly owned subsidiary of 
Ogden Corp., holding company. 
Ralph Ablon, head of Luria, will say 
only that the company’s testimony be- 
fore the Federal Trade Commission in a 
pending case covers iny of “the matters 
referred to.” 

FTC charged Luria with monopo- 
listic practices, including exclusive deal- 
ing agreements with suppliers and buy- 
ers. Luria denied any illegal exclusive 
dealing agreements, and also denied 
controlling or harassing its competi- 
tors. END 


mors and threats 
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“Styrofoam® saved us approximately 8% on our insulation bill 
at Little Rock”—Kroger Company 


“Styrofoam saved us approximately 8% on our insulation bill 
for our warehouse in Little Rock, Arkansas,” reports Lee J. 
Gibbas, Kroger mechanical engineer. “In addition, it also 
maintains the required temperatures which preserve the 


various foods stored in our coolers and freezers. 


“About 250,000 board feet of Styrofoam are also being used 


in the new Kroger plant under construction in Shreveport, 


Louisiana. Seven banana-ripening rooms, an egg cooler, a 
cheese cooler, two produce coolers and three freezer rooms 


will all be insulated with Styrofoam.” 


Mr. Gibbas speaks from experience. Kroger first used Styro- 
foam for insulation 4 years ago. For more information about 
this outstanding insulation, write THE DOW CHEMICAL 
coMPANyY, Midland, Michigan, Department PL1709V. 


CHECK THIS EXCLUSIVE COMBINATION OF PROPERTIES 


Superior High 
water compressive 
strength 


FIRST resistance 
IN PLASTIC FOAM mutate 
INSULATION 


Easy Lowest 
Low-cost pee 
installation er! 
year service 


Superior 
resistance to handling and 
rotandvermin fabrication 


Light 
weight 


YOU CAN DEPEND ON 





Bay year 


millions of 


Belden Safe Cords 
prove the 
over-all 
economy 

of engineered 
cord 
construction 
on millions 
of electrical 
appliances 
and tools 


A\ 


— 


* PATENTED 


a 


SINCE — 
CHICAGO hy 





eh 


Magnet Wire + Lead Wire St¥Ewer’ 
Supply Cords, Cord Sets and Portable 
Cord + Aircraft Wires + preidice 
Cable + . 


Electronic be) aga Wire 


: 





CHARTS OF THE WEEK 





Newspaper Advertising 


s of Lines 


ota, Medio Records, Inc 


Behind Last Year's Pace 


advertising lineage in 
in April fell 6% below April, 1956, 
causing the total for the first four 
months of this year to lag 3.2% behind 
the comparable year-ago period. The 
figures are based on a survey of 52 cities 
compiled by Media Records, Inc. 
The principal reason for the sharp 
decline in April advertising was the 
fact the 1957 month included four 
Sundays, compared with five in April, 
1956. Since September, 1956, how- 
ever, every month except one has trailed 
the year-earlier month. December, 
1956, was the exception, when a 0.2% 


Newspaper 


gain was registered. For the eight 
months since last September, total 
newspaper advertising lineage was 2.1‘ 
below a year ago 

In April, automotive advertising was 
12.1% higher than in April, 1956, re 
versing a 12-month trend of decline. 
The only other category to show an in- 
crease in April was financial—up 7.8% 
from a year earlier. For the first four 
months of the year, financial advertis 
ing was up 8.6% from the similar 
period a year ago. All other categories 
fell below 1956 in the first four months’ 
comparison. 


IS EMA ANUL CoM <-Ye] hi gel ile) ats 


Thousar nds of Units 
700 ~~ eer iow 


Neck and Neck With Last Year 


Registrations of new passenger cars 
in April totaled 549,000 units—down 
from 573,000 in March -and 564,000 
in April, 1956. This brought the total 
for the first four months of 1957 to 


1,997,508—neck and neck with the 
1,988,696 registered in the comparable 
period a year ago. However, after al- 
lowing for registration of new foreign 
cars, the four months’ total for U.S. 
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“Reports late again! Payrolls. Invoices. 
All our Statistical data! We’d better get 
=e Burroughs Calculators and i get’ em 


B=" keyboards, the girls would make 


these deadlines in a breezell’’ iris jou; tahvolume feuring 
i a Corporation, Detroit 32, 
gan. 





VINYL COVERED POLYURETHANE FOA 


RAOE MARK 


AUTOMOTIVE 


WIND SEAL 
Modern car 
improvement 


WEATHER 
STRIPPING 


FURNITURE 
PIPING 


Wears better. 
Easy to use. 


REFRIGERATOR 
DOOR SEALS 


— 


TRUCK BODY 
DUST-HEAT 
SEALS 


Many in use. 


ae RE = 


OVERHEAD 


WANTED! 


© Reliable foreign manufacturers wanted 
to make Foomedge under license. 
© Manufacturer's representatives wanted 
for Foamedge products, in a few areas. 
Write for details 


STERLING ALDERFER CO. 


3950 Granger Rd., Akron 13, Ohio 





makes falls some 14,000 units behind 
the year-ago period. 

Ward’s Automotive Reports  esti- 
mates that May sales approximately 
equaled production during the month 
As a result, dealer inventories were esti- 
mated at about the same figure on June 


l as thev we 1 month earlier. But 
when you consider stocks in relation to 
the present rate of sales, the number 
of days’ supply this June is higher than 
a year ago—indicating a greater pres- 
sure on dealers and a threat to profit 
margins, says Ward's. 


Saving by Individuals 


Billions of Dollars 
er. 


1951 1952 1953 


Data: Securities and Exchange Commission. 


Liquid Saving 


Putting More Away 


Last year, individuals added more 
than ever before to their liquid sav 
ings—currency, bank deposits, savings 
and loan association shares, and securi- 
ties. Individuals’ saving for the year 
hit $16.8-billion, a postwar high. After 
adding the increase in private and gov- 
ernment insurance and pension reserves 


and deducting the increase in indi- 
viduals’ debt—mortgage debt and con- 
sumer indebtedness—net saving came to 
$14.6-billion, also a postwar high. That's 
almost double 1955's net saving. In 
1955, individuals added $18-billion to 
their debt, which meant a net addition 
to saving of only $7.6-billion. 


Individuals’ Assets & Liabilities 


. Billions of Dollars 


500 Pe eS he Se ee 4 . 
Total Financial Assets 


I 





1950 1951 1952 


Dota: Securities and Exchange Commission 





People Are Worth More 


Total financial assets of individuals 
climbed to $460.4-billion at the end of 
1956—a rise of 5.6% from the previous 
year. These assets consist of currency 
and deposits, savings and loan associa 
tion shares, government securities, pri- 
vate and government insurance, and 


pension reserves. Individuals’ liabilities 
grew fast, too; from 1955 to 1956 they 
were up $13.6-billion, or 12%. But 
after deducting liabilities from financial 
assets, the net equity of individuals 
stood at $333.7-billion—up $11-billion, 
or 3.4%. 
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Detroit BrRoacu MACHINI 
orrices, Rochester, Mich 

cept by Sture Frolen, St 
units but one cr 


CUNNINGHAM-LIMP COMPANY 


THESE SERVICES WILL PAY OFF FOR YOU 
USE BUT ONE OR ALL 
Engineering analysis and reports 
Site-selection and development 
Plant layout and processing pro 
edures 

In-plant and out-pla 
handling 

Equipment pur 
lation 

Building design and engineering 


Building construction 
Industrial plant 
Research laborat 
Chemical pro 

and Radio fa 


Power plant 


If You Are Going To Build you cor 
use our book covering this very subject 
to good advantage. You may find it dull 
reading, however, if you ore not looking 
for cost-saving methods and for help and 
information on building-engineering and 
construction problems. Request it on your 
business card or letterhead, please. It 


will be sent by mail 


* The ultimate proof of customer satisfaction 
especially in the building business, is repeat 
orders. Here are several of C/L's nationwide 
repeat customers. The complete list is available, 
of course, if you core to request if 


Archer-Daniels-Midland Ex-Cell-O Capes 

Co Detr vi) 
Ashtabula, Oh time. Ok 
Mankato, Minr 
Wyandotte. Mich Storer Broadcasting Co 

Latrobe Stee! Co Atio Go 
Buffalo, N.Y rminghom, A 
Detroit, Mich Mich 
Independence, Oh 3 Fla 

Ford Motor Company h Biscuits, Inc 
Birmingham, Mich Detroit, Mich 
Indianapolis, Ind Gratton, Oh: 
Livonia, Mich Jeflersonville, ind 
St. Louis, Mc Omaha, Nebr 
Weoyne, Mich Pittsburgh, Po 











Satisfaction won Satisfaction 
plus Satisfaction 


An example of confidence in the engineering 
and construction services of Cunningham-Limp 


This story is for you, only if you are planning to build in the future. 
Because your choice of a company to take over the complete engineering 
and construction responsibility iS a major executive decision, its message 
should be of value. 

Some years ago, the DETROIT BROACH & MACHINE Co. decided they 
must build the additional manufacturing and office space their phenomenal 
success was making necessary. With wise foresight they insured orderly, 
future expansion by securing a large enough site and by planning for an 
integrated operation—each unit to be constructed when needed. The first 
of these (1950) was not done by Cunningham-Limp. For the second one 
(1953), C/L was called in for both engineering and construction—and 
later in 1953 for the third—and for the fourth in 1956. 


90% of C'Ls volume comes trom repeat orders 


DETROIT BROACH & MACHINE CO. has pioneered many important broaching techniques 
and equipment. When they require additional capacity, it is believed they will call on us again 
Saturshed with actual proof that they have received a full dollar's value for every dollar spent for 
construction, no company is likely to change construction firms. You wouldn't exther—so when 
you are ready for that future building* of yours, make the correct decision by assigning the 
complete responsibility for designing, engineering and building to Cunningham-Limp 


Ask the owner on any project where 
you see this sign how they like the 
way Cunningham-Limp does business 


07 ruNNINGHAN-LM? 


GENERAL © 


TRinty 3-4000 


DETROIT 2, 3087-C W. GRAND BLVD. e TRinity 3-4000 


INDIANAPOLIS. 7018 ENGLISH AVE . FLEETWOOD 9-556 
KANSAS CITY. MO. 909 SCARRITT BLOG . victor 2-879 


ST. LOUIS 6 316 LINDELL Trust BL0¢ . OLIVE m 
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Correct Lubrication in Action... 


Girth Gear Replacement 
Delayed 





a rn 








This year marks the SOth Anniversary of 
Huron Portland Cement Company. This 


leader operates the largest cement mill in the 








world produces over 32,000 b, rrels of ce- 
wan ment a day distributes its products in its A 
own fleet of ships. Ships and plant are pro- 
tected by Socony Mobil Correct Lubrication. 
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SOCONY MOBIL 


Leader in Lubrication for over 91 years 











in the Cement Industry 


Expenditure of °*8800 


Indefinitely ! 


One of many maintenance savings made by the 
Huron Portland Cement Company with the help of Socony Mobil 


Located at Alpena, Michigan, is the world’s largest 
single cement plant. To assure its continuous opera- 
tion at minimum maintenance cost, Huron Portland 
Cement Company relies on a Socony Mobil Program 
of Correct Lubrication. Here’s an example of this 
comprehensive service in action: 

Problem: Pinion gears on four kilns were wearing 
excessively . So also were the huge girth gears. In 
time, girth gear teeth became so roughened that new 
pinion gears would be quickly damaged when in- 


stalled. How to avoid the costly job of replacing the 


girth gears was the problem facing the ¢ ompany. 
Solution: After consultation with Huron Portland 
personnel, Mobil engineers recommended a special 
Mobil lubricant compound that cut wear on pinion 
gears at the same time helped smooth up the 
girth-gear teeth. Result—girth-gear life was extended 
indefinitely $8,800 saved on just one kiln. 
Service like this has helped this cement company 
continually improve profits through increased pro- 
duction reduced maintenance costs. Perhaps it 


can do the same for your plant. 











Other ways Mobil Correct Lubrication cut costs 





Exceptionally long product life—4 
Allis-Chalmers generators supply 
power for entire Huron Portland Ce- 
ment plant. Same fill of Mobil D.T.E. 
oil has been in continuous use in one 


of these generators for over ten years. 
Units have not shut down once due to 
lubrication failure. In fact, latest sam- 
ples show oil to be in “like new” con- 


dition . . . good for many more years. 


Gear maintenance cost cut— Mobil en- 
gineers surveyed planetary-type gear 
sets that drive mills, kilns and other 


Correct Lubrication 


SOCONY MOBIL OIL COMPANY, INC 


machinery. As a result, they recom- 
mended a single wide-range lubricant 
in place of three products formerly 
used. Qualities of this Mobil product 
eliminated periodic need to clean 
sludge from gear cases . . . extended 
oil fill life 100% . . . produced savings 
in storage and handling. 


Engineering assistance cut downtime 
—Mobil engineers cooperated with 
Huron Portland in investigating cause 
of bearing and tooth failures on gear 
reducers. It was found that gears had 
been purchased from different sup- 
pliers and that tooth sizes varied. 
Mobil suggested purchasing new gears 
from one supplier. Mobil engineers 
also suggested that grooving in pres- 
sure area of split-bushing bearings be 
removed. When this was done, gear 
reducer trouble ceased . . . downtime 
was sharply cut. 


Athliate MAGNOLIA PI UM CO., GEN 


Complete Mobil service—Supplying 
Huron Portland with top-quality lu- 
bricants is only a part of the compre- 
hensive Mobil program. Mobil field 
personnel, engineers and sales repre- 
sentatives work closely with Huron 
Portland’s maintenance personnel. 
They conduct in-plant training courses, 
make analyses of products in use, 
submit periodic reports on benefits 
achieved. No wonder records show a 


continual reduction in maintenance 


costs over the years 


maintenance costs 


MOBIL OVERSEAS OIL Co.,, 





A proved program to reduce 
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No matter how hot o ce may 
humid be a, mn air-con 
you'll relax coolly and ; : ¢ 


air-conditioned bed- 

rooms, suites and public" _ 
rooms of most Hilton 

and Statler Hotels. 

As always, Hilton leads 


EB ne way in providing 
up-to-date accommo- 
dations for your enjoy- 
ment and convenience. 


For immediate reservation 
service at all Hilton end 
Statier Hotels, contact Out 
of Town Reservation Service 
at any hotel in the group 

or Hilton Reservation 
Offices listed below. 


Conrad N. Hilton, 
EXEGMTIVE OFFICES * THE CONRAD HILTON * CHICAGO 5. ILL. 


EASTERN DIVISION—In New York: The Waldorf-Astoria, The Plaza, The Statler and The Savoy-Plaza « In Washington: The Statler * In Beston: The Statler « In Buffalo: The 
Statler * Im Hartford: The Statler. CENTRAL DIVISION—In Chicago: The Conrad Hilton and The Palmer House « In Detroit: The Statier * Im Cleveland: The Statler « In 
Cincinnati: The Netherland Hilton and The Terrace Hilton « In Columbus: The Deshler Hilton + In Dayton: The Dayton Biltmore + Im St. Lowis: The Statler. WESTERN 
DIVISION—In Beverly Hills: The Beverly Hilton * In Los Angeles: The Statler * In Houston: The Shamrock Hilton + In Dallas: The Statler Hilton *« In San Antonio: Hilton 
Hotel « In Fort Worth: Hilton Hote! « In El Paso: Hilton Hotel « In Albuquerque, New Mexico: Hilton Hote! + In Chihuahua, Mexico: The Pala Hilton. HILTON HOTELS 
NTERNATIONAL—In San Juan, Puerto Rico: The Caribe Hilton + In Mexico City: The Continental Hilton + In Madrid, Spain: The Castellana Hilton + In Istanbul, Turkey: The 
stanbul Hilton. Hotels under construction in: Pittsburgh, Pa.; Acapulco, Mexico; Havana, Cuba; Cairo, Egypt; West Berlin, Germany and Montreal, Canada (a C. N. R. Hotel 
RESERVATION OFFICES—1tn New York: 401 Seventh Avenue, LOngacre 3-6900 + In Chicago: Palmer House, RAndolph 6-7500 « Im San Francisco: 235 yntgomery Street 
YUkon 6-0576 « In Miami: 150 S.E. 3rd Avenue, FRanklin 9-3427 «+ In Toronto: 25 Adelaide Street W., EMpire 8-2921 ¢ In Montreal: 1080 Universit reet, UNiv. 1-3301 





In Business Abroad 


Australian and Mexican Airlines 


Win Some Space in the U.S. Skies 


Foreign airlines are gradually winning more routes into 
and across the U.S. 

I'wo months ago KLM Royal Dutch Airlines won its 
fight for new routes here. This week two other carriers 
were joining the fun—in the wake of these developments: 

Australia’s Qantas Empire Airways, Ltd. wants to 
fly from San Francisco—present terminal stop in the 
U.S.—to New York and on to London. That would give 
it a round-the-world route. 

During the past year Qantas has lost money on its 
Southeast Asia and Middle East routes because of Suez 
and other crises. Since then, it has cleared the way 
for getting the San Francisco-New York leg by explain- 
ing its troubles carefully to U.S. airlines. 

Now the Civil Aeronautics Board and State Dept. 
have conditionally O.K.'d the Qantas route—pending 
agreement on what Australia and New Zealand will give 

Mexico’s Aeronaves de Mexico, controlled by former 
Pres. Miguel Aleman, has won—as expected—the highly 
prized Mexico City-New York nonstop route. Until re- 
cently, Air France was the only carrier running nonstop 
flights on this lucrative route. But the bilateral agree- 
ment, signed in March after a 10-year dispute, opened 
up the New York route to one Mexican and one U.S. 
carrier. The U.S. has not yet decided which U.S. car- 
rier will fly the New York route 


Stanvac’s Contribution to Indonesia 
Studied, Along With Its Troubles 


This week the National Planning Assn. released one 
more of its studies on the contribution of American in 
vestment to foreign economies. ‘his time NPA, with 
the help of Massachusetts Institute of ‘Technology 
Center for International Studies, took up the activities 
of the Standard-Vacuum Oil Co. in Indonesia. 

Stanvac’s history in the East Indies is a long story of 
the trials and tribulations of overseas investment. ‘The 
company had a long search before oil was found. Then 
came World War II and the destruction that followed 
it when the Indonesians revolted against the Dutch. 
When peace came, Stanvac was dealing with the newly 
independent, inexperienced Indonesian Republic. 

Despite all these difficulties Stanvac made important 
contributions to the Indonesian economy at the same 
time that the company did a profitable business. It 
opened up whole new regions of the vast island of 
Sumatra, taught skills to Indonesian employees. The 
most important function of the company, so far as the 
Indonesians are concerned, is to provide earnings for the 
national economy—particularly foreign exchange 

The key to Stanvac’s future in Indonesia—and that 
probably goes for its two competitors, BPM of the Royal 
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@ P. 126 Japan’s New Co-Prosperity Pitch. 


@ P. 130 Poland Gets a Look at U.S. Goods. 


Dutch Shell group, and California-Texas Oil Co.—is 
new concessions. Stanvac hasn't had any new properties 
since the Indonesian government suspended awarding 
new rights in 1951. 

So despite the fact that Stanvac is now investing be 
tween $70-million and $80-million to modernize its fa 
cilities and exploit a Central Sumatran field, production 
is leveling off. This production is also having to meet 
rising domestic consumption which means less exports, 
less foreign exchange. There is also a strong possibility 
that the Indonesians are losing their “natural market” 
in Australia and India to Middle East oil competition. 


International Finance Corp., Assailed 


As Too Cautious, Makes First Investment 


lhe International Finance Corp., the new agency for 
investing capital in underdeveloped countries, is making 
its first investment abroad. The investment will involve 
expansion of a West German company in Latin America 

lhe IFC was set up in July, 1956, as an offshoot of 
the World Bank. It is essentially a “venture capital” 
agency that will join hands with private companies ot 
investors in starting and expanding industry in under 
developed countries. So far, 49 countries have put up 
$92.3-million—the U.S. contributing $34-million. The 
money at present is mostly invested in U.S. government 
securities and short-term bonds. 

Critics have said that IFC is venturing much too 
cautiously and that it should quit stalling. But IFC's 
president, Robert L. Garner, claims that the agency must 
pick its partners in financing very carefully. He says that 
since investors will examine IFC's first move closely, it 
had to be sure that its investment was a good one. 


Japan to Help Finance Steel Mill 
In Brazil; Shipbuilding an Angle 


Japan has completed plans to finance and build a 
500,000-ton steel mill in Brazil, according to an agre 
ment signed last week 

The $161.4-million mill should begin partial pro 
duction in three and a half years. Japanese industrialists 
and banks will finance 75% of the $100-million worth 
of machinery in the mill, 40% of the working capital 

Ihe mill is one phase of Brazil's steel program that 
aims at doubling present output of 1.3-million tons by 
1961. Some of the steel will go to the booming auto 
truck industry in which U.S. manufacturers have been 
investing big sums. Japanese industrialists also see 
possibilities in forming a Brazilian shipbuilding company 
that would use steel plate produced by the mill. 
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Japan's Bid to Regain 
Its Place in the Sun 


his week, Japan’s prime minister, 
Nobuske Kishi (above) arrived for a 
tate visit in the U.S. that he 
would inaugurate a new era of friendly 
Japanese-American relations. He dc 
clared it would be based on acceptance 
of Japan as a full-fledged, independent 
world power. In recent months, it has 
clear that Japan again has 
resumed its old position as a leading 
power of Asia—the only country in 
the region with an industrial economy 
Kishi’s aim is to set about peacefully 
developing, through trade and com 
merce, the East Asia Co-Prosperity 


said 


become 
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that Japan’s warlords unsuccessfully 
ittempted to achieve through 
sion in World War II 

¢ Transformation—Kishi, himself, is a 
hitting svmbol of Japanese postwar re- 
habilitation. Only a 
before a ‘Tokyo Occupation 
tribunal accused of the crime of plan- 
ning This week Kishi 
was getting a ticker tape reception in 
New York. 

Kishi’s transformation from fascist 
war criminal to democratic prime muin- 
ister parallels the political and economic 
turnabout of his country. When the 


ageres 


dozen years ago 


he stood 


iZeTeSsive Wal. 


war ended, Japan was in ruins. Its 
industry was in a state of collapse, its 
morale at rock-bottom. And Japan's 
future looked even bleaker. Asian na 
tions on t had depended for 
trade and livelihood vowed revenge for 


whom 


the cruelties inflicted by Japanese arm 
ies. Japan’s Western 
t 
] 


conquerors du 
biously undertook task of 
making over its political and social in- 
stitutions along Western lines 

Yet today 
about. Japan’s economy 
stronger than ever before 
ards, though low by any 
standards, have 
And all of this ha 
a parliamentar 

Moreover, of Japan’s re- 
sumption of the role of a leader of 
Asia, Kishi was welcomed on his recent 
tour through Southeast Asia. Former 
Asian enemies now seem ready to for- 
give and forget Japan’s war crimes and 
to work—at least to degrec 
with Japan for Asian devel 
opment 
¢ Kishi’s 
this 
Pres. Eisenhower and 
ers He 
shackles of 
getting the U.S 
concessions 

¢ Removal—or disguising—of the 
remaining traces of U.S. military domi 
nation 
e Aid in tightening Japan’s eco 

nomic rest of Asia. 


he gigantx 


that renaissance has come 
is probably 
Living stand- 
Western 
reached a new peak 
been achieved undet 
regime. 
svm bolic 


some 
cconomic 


Aims—Kishi hopes to drive 
during talks with 
other U.S. lead 
cast off the last 
American occupation br 
». to make two further 


point hom« 


wants to 


tics with the 


1. A Skilled Politician 


Kishi is a realistic man. He 
expect that Washington will act im 
mediately on any of his proposals 
But he doc hope to lav the groundwork 
for future Japanese-American 
sions—and to return with 
kind of trophy for 

Actually, American observers in Tokvo 
believe that a bette: 
been found to 
view. For 


doesn’t 


discus 
home some 


the Japanese voter 


man couldn't have 
sell Japan’s point of 
whatever Kishi may lack in 
terms of flamboyant personality, h« 
makes up for in skill as a politician 
Since taking over the 
in March from ailing Tanzan Ishibashi, 
Kishi has done a magnificient job of 
unifving the faction-ridden conservativé 
Liberal-Democratic party. Kishi enjoys 
excellent with the Diet—a 
parliament that onk months be- 
fore had s stage riots on 
the floor 
e Horse Sense—Much of this new co- 
operation can be traced directly to 
Kishi’s political horse sense: He al 
most never gets ruffled, never savs the 
wrong thing, usually avoids pitfalls with 
vaguc but ippropriate statements. 
When Kishi power, his 


name—which bank” in 


premiership 


relations 


sccnh mci 


came to 


means “river 
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A section of the efficient Bull- 
Dog power network at 
Hallmark Cards — aluminum 
Lo-X* duct and switchboard. 








Architecturally, Hallmark Cards’ new Kansas 


City plant is years ahead. Electrically, it's equally 


advanced. It features a complete new secondary 
distribution system by BullDog—circuit breakers, 
power panels, bus duct, switchgear and unit 
substations—all carefully coordinated to perform 
efficiently, economically for years. Be foresighted 
yourself. Call in a BullDog field engineer to 
analyze your electrical needs. You'll be drawing 
on the combined talents of America's most out- 
standing electrical company—lI-T-E Circuit 
Breaker Co., and its divisions and subsidiaries— 
R & IE, Chase-Shawmut, Kelman, Victor Insulator 
and BullDog. BEPCO 


BuliDog Electric Products Co., Detroit 32, Mich. + A Division of I-T-E Circuit Breaker 


Company «+ Export Division: 
Electric Products Company 


13 East 40th St., New York 16, N.Y. In Canada: BullDog 


89 Clayson Rd., Toronto 15, Ontario. 








iF IT’S NEW... iF IT'S DIFFERENT...1F IT'S BETTER. 


BU LLDOG 


ELECTRIC PRODUCTS COMPANY 


A DIVISION OF I-T-E CIRCUIT BREAKER COMPANY 


PROSPERITY CHOOSES RUBATEX “ _. the simple fact that 
INSTEAD OF “SPONGE’’ FOR NEW | U.S. troops walk their 
REXAIR CLEANER streets irritates the Japa- 


nese...” 


“In the manufacture of our new STORY starts on p. 126 
Rexair Cleaner and Conditioner, we 
found a leakproof gasket was needed Japanese—was the subject of a pun. 
between the water pan and the motor. It was said he was trving to please both 
A regular sponge rubber could not sides of the political river. His war- 
be used because it would soak up time activities are taken as proof. 
water and eventually reach the satu- Kishi was a close associate of Tojo, 


: : “Tr serving first as vice minister of industry 
ration point, spilling water out of 7 f 
for Manchuria, then as minister of 


the machine. a ae Me trade and industry. But Kishi was only 
Rubatex was chosen for this job > a bureaucrat who entered the cabinet 
because of its resilience and its closed strictly as a technical expert. More- 
cellular construction which makes ita over, he broke with Tojo in 1943. Dur- 
perfect water seal for this application.” ing his imprisonment under the U.S. 
Occupation, Kishi vowed to go the 
Francis P. Hodgkinson democratic way and evervthing in his 
Director of Engineering The switch to Rubatex is postwar record indicates he has. 
The Prosperity Company, Inc. 


_ ; ~ice i e P aritv— ‘ se 
Seen. Waa! Gel becoming common practice in Popularity—His rare—for a Japanese 


politician—appreciation of what might 
be called public relations has quieted 


his critics, given him a growing popu- 
. » ‘oo . . ’ oS 5 > 
Its closed cellular structure, larity, and perhaps given him self- 


industries in need of a positive 
gasketing and sealing material. 


composed of millions of indi- confidence, as well. His attraction, ap- 


vidual nitrogen-filled cells, parently, is that he represents the com- 


‘ , | 
permanently sealed with tough, mon mans taste and aspirations. 


live rubber, gives Rubatex un- 


/ 
usual resilience and unequaled Hl. Japan s Goals 


ability to repel moisture indefi- One of the most important ques- 
nitely and shut out oxygen, dust tions Kishi will broach during his 
current Washington visit is the U.S.- 
ot Japanese Security Treaty and the Ad- 
Rubatex gasket apptied in matter of seconds. ministrative Agreement that established 
12" strip, Ya"" wide, 7s’ deep, is made into the basis of the post-occupation station- 


a circle by cementing ends together. Circular vears in aul ive ircraf 

i omolive, aircraft s O Op % 
piece is easily fitted and cemented into 2 : “ = f American tr ates Jay = 
groove between water pan and motor. 


and dirt even at cut edges. 


ants Here's a material that’s been 


tried and tested for over 20 


radio, electronic, refrigeration, Japanese public opinion is -adamant 
air conditioning and appliance that the treaty must be revised—and 
Kishi’s Socialist opposition wants it 
abrogated altogether 
check the advantages of Rubatex 6 Chard ASeis~The issue has hit the 
for your job, too. headlines with the case of U.S. Army 
Specialist-Third-Class William S$. Gir- 
ard, charged with shooting a Jap- 
anese woman gathering empty car- 
tridges on an American military firing 
range. The Administrative Agreement 
leaves some area of doubt as to whether 
iz u BAT e xX U.S. military or Japanese courts have 
Breakdown of the Rexair jurisdiction in such cases. But until 


— water p= at - CLOSED CELLULAR RUBBER Washington definitely decided that 
closeup oO mirerior oO " 

Rexair Cleaner with Rubatex LEAKPROOF GASKETS Girard should be tried bv a Japanese 
gosket in place eround court, the case engendered so much bit 
motor base. terness in Japan that anti-American 


feeling has probably hit a postwar high. 


applications. It will pay you to 


rf Ihe bitterness has its roots in the 
RUBATEX DIVISION, Dept. B- 7 war, of course. But it has burst forth 
| GREAT AMERICAN INDUSTRIES, INC. Send for now because of the realization among 


Bedford, Virginia the Japanese that they are once again 
Free Sample a world power to be reckoned with. 


For full details and sample of the new Rubatex The simple fact that U.S. troops walk 


1 
print your nome in space below, attach to and their streets irritates the Japanese, _ 
your company letterhead and mail to us. minds them of the humiliation of the 


Occupation. 
¢ Demands for Revision—So politically 
potent an issue is this whole subject 


| Closed Cellular Rubber Leakproof Goskets— 
| full details 
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An artist’s conception of the launching of the missile, its guided flight, its track on a radarscope in its final stage. 


Guiding a missile? Or a business? 


COPPER 


For either one, you need 


You see a good many pictures these days of guided 
missiles. New types of missile are appearing. 
Not one is launched without COPPER! 

The scientists who design these delicate, elec- 
tronic, lethal weapons... the plants that assemble 
them . . . the technicians who launch them .. . 
these may perhaps make no mention of the copper 
in them. But every time you see a guided missile 
...on TY, in a newsreel, in magazine and news- 
paper articles . . . you can say to yourself: 

“Copper helped make this possible!” 


For copper is essential to electronics and to the 
progress that is being made by electronics in our 
nation’s defense, including guided missiles. 


COPPER & BR: 


ARCH 


Copper’s highly efficient electrical conductivity 
. +. Copper’s resistance to corrosion . . . copper’s 
integrity . . . are some of the characteristics that 
make copper indispensable in guided missiles, and 
invaluable in YOUR product! 

You can trust copper even when it’s out of your 
sight. Working away, deep in some complicated 
automatic mechanism or in the simple thermostat 
on the wall of your home, copper performs with- 
out fail. And in your business, too, copper never 
fails to safeguard product-quality. 

Make it your business to use copper in your 
business. Remember, the Copper Industry has 
plans to make sure you get enough copper for 
your needs... year after year after year! 


F% ga F 


nn ponet « exe 


pa’ 
P 


420 Lexington Avenue, New York 17 


COPPER OR ITS ALLOYS PROVIDE THESE ADVANTAGES: Best conductor of electricity commercially available « Does not rust... high corrosion resistance « Best 
heat transfer agent of all commercial metals « Easy to machine, form, draw, stamp, polish, plate, etc. « Welds readily ...excellent for soldering and brazing 














Before you move to 
New Jersey—and after! 


Companies coming to New Jersey are invited to get in 
touch with us even before they make the move. We can 
be extremely helpful—not only in financial arrange- 





ments, but also in matters requiring the intimate 
knowledge of New Jersey and New Jerseyans that this 


145-year old institution has. 


And after you’ re here, you will find it mighty convenient 
to bank at National State Bank of Newark, with its 
resources of over $300,000,000. Why not write to 
our Business Development Department today. 


The 
NATIONAL STATE BANK 
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se, i) er Us leelemer.\, | 
SAVE YOU THOUSANDS 

OF mart 
DOLLARS 


Find out how to build at far | 
less cost . . . how to build in 
only weeks instead of months | 
. . » how to build to fit your 
exact requirements with Steel 
craft's versatile, pre-engineered | 
standard steel buildings. This 
easy-to-understand, 20-page 
catalog fully describes appli | 
cations, building types, con 
struction detail and optional 
designs. Mail coupon now! | 


rue STEELCRAFT | 
MANUFACTURING CO. 
9017 BLUE ASH RD. DEPT. 568 
CINCINNATI 42, OHIO | 
Rush me your STEELCRAFT STAND- 
ARD STEEL BUILDING catalog. 
NAME . | 
FIRM 
STREET ' , ; | 
CITY . STATE . 
i. tt sess ad 
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+ Skilled Labor 410) )) 3 “y 
* Sites "RN 


+ Mod . 
industrial Parks pm agp 6d 
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R. |. Dev. Coun., RM. 521, State House, Prov., R. 1. 














ELECTRONIC COMPUTERS 
to apply bi ness problems t 
R ‘ r ' le 
ence cou PROGRAMMIN. 
NESS COMPUTERS 
BUSINESS ELECTRONICS INC., 
! ' Training Division 
Vv ‘ treet, Sen , - & ace iL. California 








BUYOGRAPHY OF A BUSINESS WEEK 
SUBSCRIBER 


3 ann 


One out of every four of you 
is an officer or director of a 
company other than your own* 


*Mean figure from Business Week 
Audience Report, 1956 





“ |. Kishi asks the U.S. to 


underwrite a vast Asian de- 
velopment fund .. .” 


STORY starts on p. 126 


that even pro-American Japanese poli- 
ticians must pay at least lip-service to 
the need for revision of the agreements. 
The most radical ideas for revision call 
for Japanese jurisdiction over all crimes 
involving U.S. personnel and Japanese 
citizens, abolition of the stipulation 
that U.S. forces may be used to put 
down riots, and a general reduction of 
U.S. personnel and bases 

Still, most conservative leaders would 
settle for less. The reasons are clear 
Stationing of U.S. troops in Japan has 
meant yearly expenditures of 5600 
million, almost as much as the deficit 
between Japanese exports and import 
in past years. Furthermore, as long as 
U.S. forces are available for the defense 
of Japan, the country can continue ear- 
marking a minimum of its national 
budget. 

Ironically, the U.S. has been pressur- 
ing the Japanese for an accelerated 
mobilization of Japanese armed forces 
that would relieve American forces sta- 
tioned in Japan. Kishi, like the con 
servative prime ministers before him, 
has a convenient excuse for not doing 
this. The “MacArthur Constitution” 
that the Japanese wrote at the direction 
of the U.S. Occupation force forbid 
the country to have anvthing but light 
defense forces. And it takes a two 
thirds vote of the parliament to amend 
the constitution. Since the Socialists 
oppose a military buildup, a change in 
the constitution is now impossibk 

The question of Okinawa, psycho 
logically linked to the Security Treaty, 
ilso will be brought up by Kishi. Kishi 
will probably ask for its return—al- 
thongh Japanese leaders are resigned 
to continued U.S. Occupation. 
¢ Economic Proposal—Kishi also will 
isk the U.S. to underwrite a vast Asian 
development fund. Kishi will argue that 
using Japan’s plant is the most efficient 
way to extend modern technology to 
the underdeveloped nations of Asia. Of 
course, this would also assure Japanese 
prosperity by harnessing Southeast 
Asia’s markets for Japan’s industry and 
issuring raw material sources 

Kishi understands that he won’t have 
in easy time selling this kind of project 
to an Administration already having its 
hands full with the simple proposition 
of continuing foreign aid (page 28 
Kishi’s proposal was not even wholly 
acceptable to the nations of Southeast 
Asia. These countries are skeptical of 
Japan’s ability to deliver capital goods 
at prices competitive with their tra 
ditional European suppliers and are sus 
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DANA PRODUCTS put 


Mechanization is the answer. Mechanization that 
pushes, pulls and hauls billions of tons of construc- 
tion material with equipment using Dana 
Corporation products: Spicer Clutches, Transmis- 


2 


to work 
in the construction industry 


In 1915, 1 million workers produced 5 billion dollars 
worth of new construction. In 1956, 4 million workers 
produced 62 billion dollars worth of new construction 
...@ 300% increase in productivity per man! 


sions, Auxiliaries, Torque Converters, Universal 
Joints and Propeller Shafts, Axles, Power Take-Offs, 
and Frames. 

Dana has furnished power delivery equipment to 
every type of mechanized vehicle since 1904, Today 
there are 10 Dana Corporation plants strategically 
located in the United States with exceptional engi- 
neering and manufacturing facilities. 


DANA CORPORATION - Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Pro 


peller Shafts, Axles, Powr-Lok Differentials, 
Torque Converters, Gear Boxes, Power Take-Offs, 
Power Take-Off Joints, Clutches, Frames, Forgings, 


Stompings 


INDUSTRIAL VEHICLES AND EQUIPMENT: Trons- 


missions, Universal Joints, Propeller Shafts, Axles, 


Gear Boxes, Clutches, Forgings, Stampings 


AVIATION: Universal Joints, Propeller Shafts, 


Axles, Forgings, Gears, Stampings 


RAILROAD: Transmissions, Universal Joints, Pro- 
peller Shafts, Generator Drives, Rail Car Drives, 
Pressed Steel Parts, Traction Motor Drives, 

AGRICULTURE: Universal Joints, Propeller 
Shofts, Axles, Power Take-Offs, Power Take- 
Off Joints, Clutches, Forgings, Stampings. 

MARINE: Un 


Gear Boxe 


versal Joints, Propeller Shafts, 


Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritton, Ontario 





New SPS 1200°F locknut 
secures jet hot spots 


Critical components, operating under high temperatures in 


jet engines—in manifolds, afterburners and similar hot spots 
—cannot be kept fastened with ordinary locknuts. In high 
temperatures, such nuts soften, lose their tensile strength and 
fail. They also seize after cooling. Often removal of the nuts 
can then be so difficult that the parts they hold together are 
: 


damaged in the process. 


The new SPS 119 FW high-temperature locknut was designed to end these 
problems. Made of corrosion and heat-resistant alloy, and silver plated, it keeps 
its tensile strength in temperatures up to 1200°F. It withstands hundreds of 
cycles of heating and cooling without galling or seizing on mating threads 


The 119 FW locknut is another product of the constant SPS research into 
ways of making threaded fasteners that are stronger, safer, lighter, easier to 
use. Call on us for assistance with your threaded fastener problems. STANDARD 
PresseD Steet Co., Jenkintown 57, Pa. 


STANDARD PRESSED STEEL CO. 


AIRCRAFT PRODUCTS DIVISION 


JENKINTOWN PENNSYLVANIA 
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picious of Japan’s motives. Yet Kishi 
feels Southeast Asians are sympathetic. 
¢ Trade With China—Kishi’s attempts 
to increase Asian trade aren’t limited 
to the non-Communist countries at the 
southern end of the continent. Com- 
munist China was once Japan’s single 
biggest customer. Kishi will try to per- 
suade Washington to case restrictions 
against trading with Peking now that 
Britain has done so unilaterally (BW— 
Jun.8°57,p117) 

Japanese businessmen are delighted 
by the British move. But many govern- 
ment officials fear their exporters won’t 
be able to compete with West Euro- 
peans for the mainland China markets. 
Moreover, Japanese exports are bound 
to be limited since Red China can’t or 
isn’t willing to export the goods ‘Tokyo 
would like to buy. Japanese-Red China 
trade already is running up a deficit for 


Peking 


lll. Problems at Home 


Prewar Japan, with its smaller popu 
lation and its captured markets and r 
sources on the Asian mainland, could 
afford to live half in its feudal past, half 
in the 20th Century. It can’t today. Its 
industry must be modernized if its 
economy is to mect world competition 
and the shocks that might come from a 
world recession 

That’s why modernization and p 
ductivity campaigns in industry are a 
cardinal point in Kishi’s Liberal-Demo 
cratic program 

But putting through such a program 
runs into many bottlenecks. Not th 
least is the Socialist opposition Lhe 
Socialists oppose any program that 
seems to create short-term unemplov 
ment. Still, fundamentally, the two 
partics look at domestic problems prett: 
much the same wav. It’s hard, for ex 


imple, to tell where traditional Japa 


nese paternal sm leaves off and where 
modern welfare state ideas begin. And 
both parties are committed to a welfar« 
state. As a matter of fact, Kishi’s part 
recently rammed ial securitv pro 
cram through the parliament that left 
the Socialists gasping. And the tax 1 
duction that his partv has sponsored h 
made the Liberal-Democrats popul 
with businessmen, 5 shopkeepers, 
ind the farmer 
¢ Outlook—Actually most observers be- 
lieve thet sn’'t too much likelihood 
of the Socialists coming to power soon. 
Their militant trade unionism has 
scared off the traditionallv conservative 
Japanese voter 

Kishi has capitalized on the drift of 
the floating vote away from the Social 
ists by moving his domestic policy fur 
ther to the left. Thus, Tokyo observ: 
believe, Kishi may have several vears 
for his program of fulfilling Japan’s 
wartime aims in a peaceful wav. END 
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CYTAC SIGNALS from widely separated pairs of stations such as A, B and B, C give aircraft or ships their exact location at all times by 
providing “hyperbolic” lines of position. Position is indicated automatically and continuously for instant reference. 


give limited coverage at low altitudes. 


BS w= 


over water, at all altiti 
power of transmitters se 


IN CONTRAST to CYTAC, line-of-sight radio signals—similar to tele- VAST RANGE of CyTAC extends 1500 miles over land, 2000 miles 
vision — are limited by earth's curvature. Such signals, therefore, 


Theoretical limited only by 


nding out signals 


ides range is 


CY TAC: SOLUTION TO NATION’S GROWING 
AIR AND SEA TRAFFIC PROBLEM 


Simplified long-range navigation system accurate over land and water 


Safe, precise control of our fast-growing 
air and sea, traffic is a top-priority project 
today. Development of CYTAC now prom- 
ises to solve the problem. 


This unique new Sperry hyperbolic 
system enables both long and short range 
aircraft as well as ocean liners to locate 
their exact position with unprecedented 
accuracy at all times. Its low-frequency 
signal reaches 1500 miles over land, 
2000 miles over water. 


Another key feature of CYTAC is its 


LOW-FLYING helicopters often find 
line-of-sight guidance blocked by tall 
buildings. CYTAC operates even at 
ground level with high accuracy. 


tae i 3 


> 
e® 


ability to operate accurately at low alti- 
tudes. CYTAC signals simply flow around 
buildings and other obstacles which 
block signals from high-frequency line- 
of-sight systems now in use. 


Equally significant is CyTAC’s low cost 
in providing transmitter coverage. To set 
up a 24-hour all-weather, air-sea naviga- 
tion system blanketing the U. S. and 
adjacent sea lanes requires erection of 
only 15 transmitters 


Called the most important radio navi- 


SHIPS AT SEA, even in mid-ocean, can fix position 
exactly 
mitted 
night and day, in all weather 


with 
from 


CyTAc by long-range signals trans 


shore. CYTAC operates continuously 


gation development of the postwar era, 
CYTAC’s capabilities have been demon- 
strated by an extensive field test program 
Like the Mark 3 Radar for ships and 
the SP-30 Flight Control System for next 
year’s jetliners, CYTAC is another Sperry 
contribution to safer, faster travel 


. PR RY GYROSCOPE COMPANY 


an al 
¥ 


TRANSCONTINENTAL AIRLINERS now 
check 30 or 40 radio beacons in cross- 
ing U. S.; with cytac, only 4 station 
changes would be necessary. 





SOLVE 
ACTIVE RECORD 
PROBLEMS 


PRODUCTION 
PAYROLL 
PURCHASING 
MAINTENANCE 
INVENTORY 
SALES * COSTS 
PERSONNEL 


DIEBOLD 


FLEX-SITE 


VISIBLE BINDERS 


Take the “‘guesstimates” out of 
scheduling, pricing, inventory, cost- 
ing ...in fact, ALL operating man- 
agement records requiring up-to-the- 
minute facts for accurate decisions. 

Diebold FLEX-SITE visible bind- 
ers make active record keeping 
easier, faster, more economical in 
innumerable applications. Records 
can be signaled 4-ways for special 
attention ... added or removed in- 
stantly. Either top or bottom visible 
margins can be exposed. FLEX- 
SITE binders are ideal for use in 
conferences where facts and figures 
are needed instantly. 

Solve your record problems the 
easy way, call your local Diebold 
representative ... or mail the cou- 
pon... today! 


FLEX-SITE binders in cab- 
inets and organizer racks 
house thousands of cur- 
rent records. Mobile post- 
ing tables also available. 


e 
a a 
ie 0 - 


*wmeeco5nreornreavtevo 
926 Mulberry Road, S$. E. * Canton 2, Ohio 


Please send complete information on FLEX-SITE for ovr 
— I A CDs 
FIRM 
NAME 
STREET. 
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CATALOGUES of U.S. mail order houses, with bewildering variety of wares, were so 
fascinating to Poles surging through U.S. pavilion at Poznan that several were taken. 


PREMIER Jozef Cyrankiewicz (left), on a personal visit to the U.S. displays, shook hands 
cordially with Harrison T. McClung (center) of Commerce Dept., the exhibit sponsor. 


FASHIONS from U. S. creators were modeled by Polish women. Enthusiastic 
visitors at the trade fair fingered the material and goggled at the styles. 
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Poland Samples U.S. Goods 


As a reward for signs of inde- 
pendence from Moscow, the U. S. 
has given Poland economic aid— 
and, in its Poznan exhibit, an 


exciting look at a free economy. 


last, said l 
in Poznan last week 


WV OU VE APPEARED—at 
Polish worker 
Don’t dis 
Phis comment is typical of the excite 
ment—and hope—generated in Poland 
over the past few weeks by the U.S 
rovernment official participation in 
the International Trade I 
Phe Poznan exhibit (pictures 
heels of the U.S 
igreement 


ippe if again 


ir in Poznan 
follows 
close on the govern 
economic aid with 
his agreement, signed two 
calls for $95-million worth 
of loans and credits that will help 
Poland with _ its 


conomic crisis. The 


ment’s 
Poland 


weeks ago, 


long-standing 
will pay 


cope 


money 


for purchases of much-needed ma- 
chinery and agricultural commodities 

[t's apparent that in these twin moves 
ind the Poznan ex 


than meets the eve 


the aid agreement 
hibit—there’s 
The U.S 
the other 


trics in | 


more 
government is trying to show 
Communist-controlled 
that 
small degree of independence from 
Moscow form of 
financial help and political support 

¢ New Direction—Already, the Ad 
ministration has made this point in its 
Yugoslavia 
Yugoslavia 


national 


coun 


istern. Europe even a 


brings rewards—in the 


elations with Communist 
Since 1948, Tito has led 
through a zigzag 


COUTSC ot 
Communism” somewhat independent 
of Moscow’s dictates Thi 
off in sizable U.S 
nomic aid. Now, with its own unique 


has paid 


military and eco 


brand of “national Communism,” Po 
land is beginning to receive the sam 
kind of U.S. support 


Last year the U.S. did not participate 


in the Poznan fair. But a handful of 
American businessmen dropped in_ to 
look around.’Soon, they saw much more 
than exhibits in the industrial 
versity city Workers staged mas 
demonstrations rainst = th Soviet 
dominated government of Poland 

his vear, with a nev. Potisi vem 
ment in the driver's 


ind uni 


seat, the big in 


ternational fair has a completely dif 


exhibit 


ferent loreign 
from 29 ¢ 
of the 

half. Ru 


exhibits in its 


itmospher« 
ountries take up three-quarter 
the \ 


sia has cut down the number of 


pace last vear, only tool 


huge pay lion, handed 
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ver the extra pace to Commun 
Czechoslovakia 
¢ Made in U.S.A.—The bigg« st change 
f all is the 
initialed with huge 
that vou see in th 
fair’s entrance gate. ‘The 
1 dramatic exhibit of U.S 

senting th 


imposing steel tower 
letters “U.S.A 

distance from thi 
tower marks 
equipment 
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« 
DUMPS ITSELF 


RIGHTS ITSELF 


LOCKS ITSELF 


makes every truck 
a dump truck! 








Fits securely on any standard fork or plat- 
form lift truck . . . can't slip off. Pick-up is 
quick and easy. Insures fast, efficient han- 
dling of any wet or dry, hot or cold bulk 
materials. Cuts hand unloading by at least 
50% ... with maximum safety. 

This rugged Roura Self-Dumping Hopper is 
built like a battleship . . . extra heavy gauge 
welded construction . . . to withstand the 
terrific knocks and bangs of rough usage. 
Good for years of dependable service. 
Available in sizes from 4 to 2 cubic yards. 
Thousands of these time-and-money-savers 
are now in use by America’s biggest indus- 
tries. Let us show you how they can help cut 
your costs, too. 


ROURA 
Self Dumping 


HOPPER 


’ 
| MERE .. . is the easy way to get full details 
| about Roura Self-Dumping Hoppers. Just clip 
this coupon to your letterhead . . . sign your 

| mame ...and moil to... 

ROURA IRON WORKS, INC. 

, 1407 Woodland Ave., Detroit 11, Michigan 
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MODEL HOME gave long lines of Poles a glimpse of U.S. home life. House was com- 
pletely furnished, even with a power mower for lawn, and visitors stared with wide eyes. 


(Story starts on page 134) 


products of over 300 companies. Al- 
together, it cost the Dept. of Com- 
merce’s Office of International Trade 
Fairs $400,000 to set up this 
showcase of products. 

There are no atomic displays, no 
gigantic machines—nothing that would 
impress visitors by sheer size or com- 
plexity. The U.S. display includes 
ladies’ hats, tractors, 1957 cars, TV 
sets, and up-to-date kitchen equipment. 
It shows Polish people the kinds of 
goods that Americans can buy—a sort of 
window shopper's paradise. It points up 
what a free economy—as contrasted with 
a Communist state planned economy— 
can produce for the mass of consumers. 

As U.S. planners had hoped, this 
exhibit showing the “average” things 
Americans use overwhelmed _ the 
thousands of Polish visitors. Except for 
a few with black-market dollars, they 
could not afford to buy the products. 
But at least they could imagine what 
the future might hold for them—if 
Poland can rehabilitate its depressed 
economy 
¢ Remember 


soTnc 


Poznan—The fair is a 


reminder of what has happened in 
Poland over the past year. On June 28 
last year, while the annual fair was in 
full swing, workers began rioting in 
the streets to protest the government's 
failure to maintain wage levels at 
Poznan’s big locomotive works. Polish 
Premicr Jozef Cyrankiewicz blamed the 
uprising on Western agents. But this 
coverup didn’t succeed. ‘Tension over 
inflation and Soviet domination 
mounted steadily. 

In October, the chain reaction of 
protest led to the overthrow of the 
Stalinist-controlled government. Wlady- 
slaw Gomulka, elevated to head the 
Polish United Workers’ (Communist) 
Party, took over the reins of govern- 
ment. Since then, he has been walking 
a tightrope. He has tried to keep a 
balance between the still strong pro- 
Soviet Communists and the Com- 
munists who would like more freedom 
and closer contacts with the West. 

Despite the changeover at the top, 
Poland remains Communist—there’s no 
denying that. But the country is trying 
to make a success of its own form of 
“national Communism’. It wants a 
somewhat free hand in setting its own 
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TRUCKING . 


. Vital Transportation 


FULLER 8-Speed ROADRANGER® 
eliminates Yule’s transmission problems 


“Fuller ROADRANGERS have elimi- 
nated all our transmission problems,” 
says V. H. Martell, President of Yule 
Truck Lines, Inc., Milwaukee, Wis- 
consin. “We get the kind of gearing 
we need to take us through any kind 
of traffic and road condition. After 
continuous testing under every con- 
ceivable condition, the Fuller 8-speed 
semi-automatic ROADRANGER Trans- 
mission thoroughly proved itself. Our 
drivers say: “This is it!’ and they 
wouldn’t have anything else.” 

“And,” adds E. A. Jenkins, Gen- 
eral Manager—Operations: “We will 
have ROADRANGERS in our future 


units for sure. For our operation, 
ROADRANGER Transmissions, cab- 
over-engine tractors and big engines 
are the answer. Our maintenance su- 
perintendent credits the Fuller Roap- 
RANGER Transmission with increased 
efficiency and with decreased main- 
tenance cost.” 

Yule’s latest fleet additions include 
15 International C.O.E. Tractors, all 
equipped with Fuller 8-speed Roap- 
RANGER Transmissions. The same 
outstanding ROADRANGER advan- 
tages low maintenance cost 
easier, quicker shifts—higher average 


road speeds—greater fuel economy— 


38% steps between ratios keep en- 
gines operating in the high rpm range 
—less driver fatigue—space-and- 
weight saving economies . . . can be 
applied to your operation. 

For complete details on Fuller 
ROADRANGERS, see your truck manu- 


facturer or truck dealer, now! 


Sp 


FULLER MANUFACTURING COMPANY 
TRANSMISSION DIVISION * KALAMAZOO, MICH, 


Unit Crop Forge Div. Milwaukee 1, Wis. + Shuler Axle Co., Louisville, 
fy. (Subsidiary) + Sales & Service, All Products, West. Dist. Branch 
Oakland 6, Cai. and Southwest. Dist. Office, Tulsa 3, Okla. 





eee ae President DEEP 
yj “Rockwell Manufacturing Company 


APN ee 


by is surprising how often our people are asked, 

“How do you decide whether or not to acquire 
a company? What are the most important con- 
siderations for you?” 

Naturally there are many considerations, all of them important, and any 
decision must be based on balancing all of them. But some require more 
study than others and so, for us, are perhaps the most important. These are 
marketing considerations. 

We do not acquire a business with the intention either of selling or liqui- 
dating it, but because we believe we can market its products efficiently. 

That is why our marketing heads play an important role in determining 
the direction and extent of our diversification. In considering the possible 
purchase of a business, for instance, they are in on every step of the nego- 
tiation. It is their responsibility to appraise the prospective acquisition’s 
products, its present and potential markets, and its sales organization. In 
addition they must appraise our selling organization in relation to the possible 
new products and markets. 

But only half of our diversification has come through acquiring businesses. 
The other half has come out of our own research and development, and here 
marketing people play an important part, too. 

Sales Management’s responsibilities in our overall diversification program 
might be summarized like this: To maintain good communications with field 
people in order to keep the home office informed of customer desires; to 
suggest needs for new products or product improvements to research and 
development; to recommend entire product lines or bring to management’s 
attention companies to be analyzed. 

And most important: To participate in final decisions to enter new fields. 
We believe that on efficient marketing-more than on any other one factor— 
depends our long range future as a company. 


You may have seen news announcements recently of our latest acquisition: Republic 
Flow Meters Company, a pioneer in applying electronics to instrumentation. 
Republic manufactures electronic and pneumatic instruments and process control 
equipment for automatic measurement and control of flow. This substantial partic- 
ipation in the electronics field will better enable us to work out problems of 
automation, through the application of automatic controls, for our Nordstrom and 


Edward valve customers. 
+ * 


Although, strictly speaking, research on completely new products falls mainly 
within the province of our central research and development staff, we encourage 
people in our plant organizations to think along the same lines. In the past few 
years a number of new products introduced by us have been completely developed 
by plant personnel. 

>. * > 
Visitors to our laboratories are sometimes surprised that we, who do not 
produce metals, devote so much attention to metallurgical research. The 
reason, of course, is to meet the constantly changing needs of our customers 
as they are faced with new problems. Rockwell-Nordstrom valves, for 
instance, are made in an impressively long list of ferrous and non-ferrous 
alloys, and the list is growing all the time. 


One of o series of informal reports on the operations and growth of the 


ROCKWELL MANUFACTURING COMPANY 
PITTSBURGH 8, PA. 


for its customers, suppliers, employees, stockholders and other friends 
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U.S. PAVILION was so alluring that there 


was a near-riot on the opening day. 


economic policies. To do this, it must 
try to steer a course between neighbor 
ing Soviet power and _ friendliness 
toward the West—without becoming a 
victim caught in the middle. 

e Trade With West—Already it has 
shifted more of its forcign trade to the 
West. Before the October Revolution, 
only some 30% of its trade was with 
non-Communist countries. Now roughly 
45% of trade gocs to these countnes. 
In addition, Poland has cut off most 
of its coal exports to the Sovict Union 
and East Gerniany. Meanwhile, it is 
boosting both imports and domestic 
production of goods for home consump- 
tion. But at the moment this new 
economic policy is leading the country 
toward a bigger trade 
deficit-which may amount to $225 
million this vear 

rhat’s why the Polish government 
sent a negotiating team to Washing 
ton several months ago to get economic 
aid. The Poles asked for $300-million 
an amount the country needed, at the 
minimum, but Moscow couldn’t pro 
vide. 
¢ Economic Aid—Poland ended by get- 
ting much less than it had hoped for 
$95-million. But the U.S. ended by 
giving a lot more than many Congres- 
sional leaders wanted to give. Both Sen. 
William Knowland and Sen. Styles 
Bridges have been unhappy over giving 
aid to Poland. Their argument is that 
by helping Poland grapple with its 
economic problems, the U.S. is “only 
relieving Moscow of fulfilling its com 
mitments.”’ 

The Administration made its deci- 
sion on the basis that Poland now is a 
“friendly” country and worth a gamblk 
on economic aid. But Poland won't 
get all the money at once. Some $46.1- 
million of the $95-million depends on 


bigger and 
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Over 10,000 types and sizes of ball bearings and ball bearing units are 

made by Fafnir to meet industry-wide needs. More than 5,500 skilled employees 
assure sufficient capacity to produce them in large quantities. 

Whatever you make—airplanes; automotive, farm, road building equipment, precision 


instruments; any type of mechanism with turning shafts—Fafnir diversity and 


capacity are worth bearing in mind. The Fafnir Bearing Company, New Britain, Conn. 


AMERICA 


BALL BEARINGS 

















Tools that help to make better workers and smoother operation are quickly available 
from Graybar. Your local Graybar Representative will be glad to help you select tools 
in a size, capacity and special adaptability to meet every requirement. Check your 
local telephone directory. Call Graybar first! 


Tools for MAINTENANCE— 
CONSTRUCTION— 


PRODUCTION 


--.from over 130 Graybar locations 


Tools that help get the job done faster are available from Graybar 
offices and warehouses located in all the principal cities of the nation. 

A phone call brings prompt attention. Every Graybar location is 
geared to give you accurate price, specification and delivery informa- 
tion on mechanical, hand and motor-driven tools. 

You can save time, duplicate paper work and avoid costly delays 
through Graybar’s centralization of order assembly, shipping and 
billing procedures. 

Let us prove to you that Graybar is the most convenient single 
source of everything electrical. Graybar Specialists in all the major 
electrical fields are available to advise and consult with you or your 
electrical contractor. Small or large, your inquiries are welcome. 


If your office is located in the U. S. or its possessions and you would like us 
to mail you a copy of our comprehensive catalog listing over 500 electrician 
tools, please write us. There's no charge, of course. 


~ GraybaR ~~ 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, W. Y. IN OVER 130 PRINCIPAL CITIES 
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“ .. onthe political side, the 
country is still a long way 
from stability .. .” 


STORY starts on p. 134 


when Congress approves more money 
for farm-surplus disposal. And so fat 
the House has delaved action on this 
because of the dispute over extending 
this aid to Communist countries. 
Probably the most unusual aspect of 
the aid agreement is the fact that it has 
no strings attached. Thus, the money 
loaned is as much a sign of official U.S. 
support for the new Polish regime as 
it is a crutch for helping the country 
solve its economic troubles 
e Three-Year Plan—Poland has not vet 
completed the drastic revisions it 1s 
making for the three remaining years 
of its five-vear plan. But the Polish 
exhibit at the Poznan fair gives some 
indication of the direction in which 
the country’s economy has headed sincc 
the October Revolution. Here are some 
of the highlights 
e The government still controls 
the economic planning for basic, hea 
industry—but it has relaxed its grip. At 
last vear’s fair, a state export agency dis 
played the locomotives and heavy equip 
ment produced by the Stalin Works 
Poznan’s big metal-working complex 
his vear the factory, now called th« 
Henrvk Cegielski Works after its pr 
war owncr, has an independent stand 
at the fan 
e The government is giving some 
leeway to the development of private 
enterprise. from the Poznan exhibit, 
it's obvious that smaller companies 
making such consumer products as 
gloves, crystal, and furniture are show 
ing slow but significant progress. 
¢ Fast progress on the export side 
may come from early development of 
shipping, shipbuilding, and chemicals 
The Polish exhibit emphasizes thes¢ 
three areas of possible export earnings 
° Stepped up imports are one way 
the Polish government hopes to salve 
the workers’ discontent over the short 
gc of consumer goods. One indication 
of this is the size and commercial slant 
of West Germanv’s fair exhibit—a dis 
play oby oush based on expected Polish 
wworts from the West. 
e Still Shaky?—Poland hopes for ex 
panded commercial relations with the 
U.S. But it’s not just Poland’s desperate 
economic situation that will hold back 
this kind of development. For—on the 
political side—the country is still a long 
wav from stabilitv. That's obvious from 
the fact that this vear’s fair has been 
scheduled to close five davs before the 
mniversary of the 1956 uprising—to 
forestall any new outbreaks of pro- 
test. END 
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it's GM...used by over 150 equipment builders 


Mechanized maintenance of way—both on- and 
off-track —has rapidly taken the place of “‘pick- 
and-shovel”’ methods on America’s pace-setting 
railroads. 

In the forefront of this development is the General 
Motors Detroit Diesel — little brother of the GM 
2-cycle engine that powers many of the world’s 
Diesel locomotives. 

Railroads with a sharp eye on costs have found 
it pays to standardize on GM Detroit Diesels in 
all types of equipment—from portable air com- 
pressors to 250-ton rail cranes. In one size, GM 
Detroit Diesel engines power the spectacularly 


successful rail cars that are winning traffic back to 
the rails profitably. In another size, these rugged 
Diesels turn the generators which sustain below- 
zero temperatures in modern refrigerator cars. 

In fact, GM Detroit Diesel engines are the world’s 
most versatile Diesels—available in more than 
1,000 applications of power machinery built by 
over 150 different manufacturers. We'll gladly send 
you the complete list. 

Whatever your job, be sure to ask for equipment 
powered by GM Detroit Diesel. It’s America’s 
First Choice Diesel because it does more work at 


less cost! 
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DETROIT 
DIESEL 


Engine Division of General Motors 
Detroit 28, Michigan 





Regiona 
New York, Atlanta, Detroit, Ct 1g0, Dallas, San Francis 


In Canada 





GENERAL M T R f f MITEL Lor n, Ontario 


America’s First Choice Diesel Engine 
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The arms control talks in London are moving ahead. 


Pres. Eisenhower has virtually accepted the Soviet proposal to halt 
testing of large atomic weapons for a trial period of two or more years—on 
condition there’s an adequate system of international inspection. The 
President apparently has dropped previous U.S. insistence on tying a test 
ban to suspension of H-bomb production. He still will hold out, though, 
for an understanding that production be brought under control at a 
later stage. 


The Soviets, for their part, seem ready to accept a compromise U.S 
offer on reduction of conventional forces. Under this compromise, the U.S 
and the U.S.S.R. would each cut these forces to 2.1-million men. (The 
Russians had originally demanded a cut to 1.5-miilion.) This would follow 
the conclusion of a test agreement. 


Eisenhower's tentative endorsement of the Russian test ban proposal 
will stir new political controversy here and abroad 


U.S. officials who have been skeptical about the London talks are saying 
that a test agreement now would be a bad mistake. They argue that it would 
advance a long-term Moscow objective to neutralize our nuclear arms lead 
—by having us concede in effect that H-bombs are “dirty” weapons that 
shouldn't be tested, let alone used 


The British and the French may well resent U.S. backpedaling on the 
test issue. The British are just entering the H-bomb race, and the French 
seem anxious to get into it. In the past, London and Paris have insisted 
even more than Washington that any test ban should be tied to a halt in 
production of nuclear weapons. 


The political ruckus over Harold Stassen’s conduct of the arms control 
negotiations probably won’t hurt the chances of reaching an agreement. 
That’s assuming the Russians really mean business 


Stassen, after all, is merely a front man for Eisenhower and Secy. of 
State Dulles. The President’s Special Assistant will undoubtedly be 
replaced by Dulles if and when the London talks get down to brass tacks 


But the row over Stassen, and other differences within the West, won’t 
help, if the Kremlin actually is more interested in propaganda than in an 
agreement. It would give Moscow a chance to stall and still blame the 
failure on us. 


In any case, there’s bound to be a lot more political fallout before any- 
thing is signed. There’s even a danger that the arms control question will 
turn into a political issue here at home. You can see signs of this in Sen 
Lyndon Johnson’s rebuff of a Dulles suggestion for having a bipartisan 
Congressional group sit in on the London talks. 


Communist bigwigs are doing a lot of public talking these days—and 
revealing stresses and strains in the Communist world. 


A significant speech by Mao Tse-tung, top man in Red China, has just 
been released. (It had already leaked through Poland.) The speech tells 
as much about the nature of Communism in China as Nikita Khrushchev’s 
1956 de-Stalinization speech told about Communism in Russia 


What’s more, Mao took his own potshots at Stalin and added some at 
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post-Stalin Soviet policy in Hungary. In doing so, Mao refused to fall in 
with Khrushchev’s recent effort to rebuild ideological unity in the Com- 
munist world. This is bound to cause trouble for Moscow in Eastern 
Europe, especially in Poland. 


Mao’s speech is important for what it reveals about Red China’s 
economic troubles. In fact, the Chinese leader undoubtedly took the line 
he did in an attempt to let off the pressure of discontent at home 


Here are some of the economic weaknesses Mao admitted: 


¢ There isn’t enough food to support China’s fast-growing population 
(He says the country doesn’t dare let its population pass 600-million.) 


* Industrial production can’t be increased fast enough to permit higher 
real wages 


* An investment policy based on underconsumption, as Soviet policy is, 
brings dangerous tension between the Communist party and the people 


Clearly, Mao is trying to slow the pace of Soviet-style economic growth, 
after having accelerated it only a year ago 


At that time, he was encouraged to go fast by a good harvest or two in 
China, plus Moscow’s promises of considerable economic aid, including 
capital goods from Eastern Europe. So Mao pushed farm collectivization 
and set fantastic targets for heavy industry 


The payoff has been (1) declining farm production, with millions of 
farmers leaving the collectives; (2) rising prices for everyday necessities; 
and (3) serious industrial bottlenecks 


The industrial trouble has been aggravated by the failures of Eastern 
Europe to deliver capital goods—a direct outcome of last fall’s revolutions 
in Hungary and Poland. 


The Girard case in Japan is casting a shadow over Prime Minister 
Kishi’s trip to the U.S. (page 126). 


Popular resentment in Japan over the case is intense. Kishi’s own 
political position—which looks good otherwise—may be jeopardized 


Washington observers are saying you can’t rule out anti-American riots 
in Japan, like the recent outbursts in Formosa, if U.S. authorities deny 
Japanese jurisdiction in this tangled legal issue. 


The World Bank is about set to make two big new loans to India. 


One would be for about $75-million to cover the early foreign exchange 
costs of a five-year Indian railroad improvement program. If the program 
goes well, the World Bank may make additional loans—perhaps totaling as 
much as $300-million. But the Bank will be keeping a wary eye on the 
deteriorating Indian balance of payments (BW—May11’57,p127) 


The Bank is also considering a $35-million loan for Tata Iron & Steel 
Co. (Tisco), India’s major private steel producer. It would continue the 
Tisco program of expansion and modernization for which the Bank has 
already lent $75-million. The only hitch is that Tata must secure other 
foreign capital in conjunction with the new loan. 
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A GENERAL ELECTRIC MOTOR-CONTROL DEVELOPMENT: 


New starter improves operation, 


speeds delivery of air conditioning motors 


lo meet the needs of modern air-conditioning equipment, 


General Electric has developed a completely new concept 
in reduced-current motor starting. Called full-acceleration 
part-winding starting. the conce pt now illows full acceler- 
ition of motors to full speed on the part winding, quieter 
motor operation, and reduced light flicker 


REDUCED-CURRENT MOTOR STARTING is a strict power 
company requirement for many commercial buildings. 
Without it, the large compressor motors, which may draw 
six times normal current when starting, could cause light 
flicker and voltage variation ai! along the line. Conventional 
part winding starting svstems have been developed as the 
most-economical answer to this problem. 


Now. to pl 
Ge neral I les 
magnetic starter with a unique two-contactor arrangement, 


ovide full-acceleration part-winding starting, 
tric engineers have deve loped a new universal 


one with foul poles and one with two poles, eat h selec ted 
for half the horsepower rating involved. This makes poOssi- 


ble full-acceleration part-winding starting vith standard 
dual-voltage G-E Tri-Clad* ‘55° motors on 220- or 208-volt 
circuits. Because standard motors can now be used, air 
onditioning manutacturet ind contractors can get im- 
mediate delivei often right from a G-E distributor’s 
stock, or from an Apparatu Sales office 


THIS DESIGN ACHIEVEMENT is another illustration of 
the continuing progress G.E. is making in motors and 
that means reliability and economy 


whenever you specify G E. 


control . . . progress 
on motor and control jobs. 
For more information call your nearest G-E distributor 
or Apparatus Sales Office, or write Section 891-4 for GEA- 
6618 and GEA-6606. General Electric Company, Schene« 
tady New y rk 


Reg. trademark, General Electr 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 











American Seating Company, world’s largest 
seating supplier, has furnished seats for every 
Major League Stadium, United States Senate 
and House of Representatives, New York 
Metropolitan Opera House, Radio City Music 
Hall and the Indianapolis “500” Speedway. 


<a 





‘Our 
full-sized 
seat samples 


TRAVEL FAR AND WIDE IN FORD WAGONS! 


Says Mr. W. K. FRIEND, Fleet Manager, 
American Seating Company, Grand Rapids, Mich. 


new comfort-tailored interiors. And there’s a choice 
of powerful, gas-stretching Six or V-8 engines to 


match your every requirement. 
**Transporting big, heavy sample selections of theatre 


stadium, auditorium, church or school furniture all 
ove! the country , our salesmen need lots ot spac Cc and 
lots of power. Ford has plenty of both. The V-8 power 
und king-sized loadspace in Ford Station Wagons 
rate “tops” with our salesmen. Our men vote for the 
car they prefer from the low-price three—and Ford 


Station Wagons are always big favorites.** 


Whether your salesmen carry opera seats or dia- 
monds, whether they travel highways to cities or 
corduroy roads to mining camps, there's a Ford car 


or station wagon that’s just right for their needs. 


With the new kind of 57 Ford. vou get all the ad- 
vantages of the revolutionary “Inner Ford” with its 


new smooth-riding chassis, new solid-built body, and 


What’s more, you'll get big savings with Ford... 
savings that start with the low initial cost . . . savings 
that continue with economical operation and mainte- 
nance ... and additional savings from Ford’s high 


trade-in value. 


See your Ford Dealer today for the best possible deal 


for your salesmen, their samples, and your savings. 


The Ford 6-Passenger 
Country Sedan, big favorite 
with American Seating Co. 


FORD FLEETS ARE LOW COST FLEETS 





LABOR 


“Right to Work” Laws Go Local 


@ California's foes of union shop, balked at the state 
level, shift their drive to rural areas. 


@ Two counties have already passed ordinances 
against compulsory unionism and others are thinking of it. 


@ If the laws stand up under court tests, they may 


start a trend in other states. 


Proponents of “right to work’’ legis- 
lation in California, frustrated in 
efforts to get a state law passed, are 
now their energies on 

counties 
barring the 
Petitions are 


rural 
cna ted 


rocusing 


lwo 


arTCas have 


ordinances union shop 
circulated im an 
Groundwork is laid for 
similar campaigns in perhaps a 
more of the state’s 58 counties 
¢ National Significance—Right 
this countv by county strategy is con 
hned to Califorma. But there are 
indications that it won't stav that way 
Uhose who want the union shop curbed 
in other states are watching the West 
Coast. If the county laws there stand 
legal attack, what is now a 
localized campaign can quickly become 
a national one. 


being 
other being 


dozen 


now, 


up under 


labor is frankly worried 
that “right to work” 
forces may be able to win extensive 
industrial 


Organized 


] 
leaders fear 


tocholds in even the 


ized 


most 
ind unionized—states if the county 

! court tests 
Bil curb the union shop came 
up in 13 legislatures this vear 
became the first 


such law 


, 
ordinance mect 


Is to 
Indiana 
industrialized state to 

Kansas put a “nght 
ork roposal on a 


| 
Ning 


oO! 1958 
ed curbs 


referendum 
issemblies deci 


defea Measures are 


others 
¢ In California— I hos« 
estriction im California hay 
ecord of setbacks on the 

In 1944, a constitutional 
ballot by initiative 
than a half-million vote 
sequent efforts to get the issue on 
ballot failed Again and again 
right to work” bills died in the state 
ost recent, a watered 


ssion that 


I 
pending in the 


seeking a union 


state 
mcnda 
pla ead on the 


by TMOTC 


legislature; the mos 


down version, failed in the s« 


ended last week 
The new strategv—for action at th 
county level developed out of 
Springs employers 
ibout the possible ctitects 
n tourist trade of picket lines of Hotel 
Restaurant Employees at resort 
When thev complained to thei 
lviser last fall about the legis 


] 
| Casual 


i ».1 
uggestion raim 


T¢ VoTTica 
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lature’s thumbs-down attitude on “right 
to work” legislation that would bar 
organizational picketing, the attorne' 
them a curbstone opinion: Adopt 
i local ordinance, he instead of 
waiting on the state to act 

took weeks to de 
longer to go through the 
legislative processes of the Palm Springs 
city council. It ran into heavy 


gave 
said, 
Ihe idea several 
velop, ind 


Ippo 
Oppos! 


tion—and mass demonstrations — by 


unionist Once adopted, it was im 
A Su 


ordinance 


mediately challenged in court 
perior Court judge ruled the 
invalid The city has 
decision (BW —May4'57 
e Counties Act—lhe« 

iction 1s with 


to move 


ippe iled the 
»pl55) 
Springs 
count 


Palm 
credited giving 
groups incentive igainst umon 
April, the 
Ichama County board of supervisors in 
Red Bluff enacted the first county 
“night to work’ ordinance The San 
Benito County board in Hollister passed 
1 similar one two weeks ago. A cam 
paign in Lake County is well 
ind following almost exacth 
tern sct in San 
Counties 


igreements. In_ late 


shop 


idvanced 


th« pa 


'chama and Benito 


(hese are predominantly rut 


il coun 
tic hey have no large concentrations 
ot industrial workers: 


there 
chinerv in any of 


consequently, 
no effective union political ma 
them 
committees were organized 
in Tehama and San Benito Counti 
Each retained a San Francisco 
Nathan Berke, as legal advise1 

Ber rc] the ( 
Assn. of Employers, which 
member 1.700 companies 

maller cities of Northern ( 
ind Nevada. The association 
participated in the successful 


. 
WOrTK 


Citizens’ 


limMpaign 
legislation for (¢ 
president, Wouinsto 
that the ass 
yr inspired the county 
rainst the union hop 
According to Caldwell, the 


denics 


ind San Benito « umpaign 


roots movements” and hi 


iF 


on in line with its non 


who is 
material 


to “aid and assist anybody 
interested, with educational 
and information.” 

lhe campaigns followed a pattern of 
petitions circulated to registered voters, 
extensive educational and the 
use of radio and television to “sell” the 
“right to work” legislation to 
end 


drives, 


idea of 
the citizenry of each county. The 
result was identical ordinances 
¢ Iwo Differences—IThe twin county 
ordinances differ in two wavs from the 
Palm Springs regulation 

e The citv ordinance was mcorpo- 
rated in the municipal criminal code, 
ind makes violations misdemeanors; the 
county laws provide 

¢ More importantly, — the 
Springs council adopted its 
is one based on a municipality's night 
to legislate to local law and 
ounty pro- 


remedies 
Palm 


ordinance 


civil 


pre SCTVC 
order: the ordinances are, 


ponents say, actions by “agencies of the 
state’”’ and in line 
Se 4+ b ot the 
which 


igrcements 


with provisions of 
l'aft-Hartley Act 


illows states to bar union shop 


San Benito “right to 
these 


1 h Wha ind 


work” forces sa\ differences give 

the county ordinances sound ground to 

ourt tests 

¢ First Use—The first-adopted ‘Vchama 

ordinance faces the initial—and 
test. Effective just a 


being 


stand on in inevitable 


crucial 
month ago, its 
provisions are now used im an 
ittempt to bar organizational picketing 
bv locals of the Machinists, the Retail 
Clerk ind the Hotel & Restaurant 
EK mplovec he Superior Court ha: 
under 


in myunction icdvise 


ment No 


petition 
how it rules, the 
case will almost certainly go all the 
wav to the U.S. Supreme Court 
Attornevs for both the 
the California Assn 
on ice th ( 
tion of Labor 


uk invo 


matter 


county and 

of Employers on 

ilifornia State Federa 

on the other, agree that 

lved WW I] be fought 

he highest court 
labor fed 


| 
the ittack oO 


peal 
I'chama 
through 1 the San 
Benito lay mK rm thers that might 


county-by 


} ] 
OTCInATICCE mid 


develop out « urrent 
ounty strateg' countmg on 
tional AFI ssistance 
Labor will be gly 
ontention that T-H Sec. 14(b) 
1 state a i legal entity. 


s of a state Supp ting 


ty 


based ron 


that in any 
legislate con 


cle which. 


irgument, the 1\ 
county mav not 


ontend, Opposes 


id sanctions the 





for sure, “*. 
low-cost protection... **, 


QUALITY 
PLASTIC PLUGS 
AND CAPS 


Something as small as a plastic cap 
can give you amazingly big protection 
during shipping . storage ... pro- 
duction. S. S. Wurre Plastic Plugs and 
Caps SEAL against dirt, moisture, loss 
of fluids or lubricants . PROTECT 
against damage to threads. They can’t 
be mis-applied are rugged and non- 
shredding easy to install or remove. 
They cost you very little, but pay big 
dividends in customer satisfaction, re- 
duction of repair and servicing work. 
S. S. WuiTe Plastic Plugs and Caps are 
available in a wide selection of stand- 
ard sizes — plain or threaded. For liter- 
ature and samples, just write to 


ene 
e 
S. S. WHITE PLASTICS DIVISION 
10 East 40th Street, New York 16, N. Y 


Western Office: 
1839 West Pico Blvd., Los Angeles 6, Calif. 
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U.S. Scans British Labor Laws 


Britain’s long experience in voluntary registration of 


unions and in fund disclosure may set a pattern for U.S. 
legislation to regulate union financial operations. 


When Congress 
job of writing a 
financial 
almost certain to bring up the prece- 
dent of British experience. Much of 
what is now proposed—and argued 
about—in this countrv has been routine 
for British unions since 187] 
¢ Voluntary—The British 
further than current Amcrican proposals 
for public disclosure of health-welfare 
ind pension funds; they have brought 
ill union financial affairs under 
latory laws 

Vhe British 


turism. Unions 


down to the 
regulating union 
operations, its 


gcts 
law 


idvisers are 


have 


gone 


; 
regu 


volun 
themselves 


law is based on 

decide tor 

whether to register and issue required 

reports; they aren't compelled to do so. 

However, registering and reporting are 
ewarded by tax and other benefits they 
nnot otherwise have 

loday, 90% of the 9.5-million union 
members in Great Britain 
voluntarily with the Chief 
Societies This 
imnual statement 
dealing with their finances. 

Registered unions in 1955 had total 
£76.7-million (about $214.5 
ind an annual income from 
dues of £19.3-million ($54-muillion) 
They expended almost £19.4-million, 
including £4-million on “friendly bene 
fits’’—akin to U.S. welfare benefits 
¢ On the Decline—As a result of the 
welfare program, 
this type of union financial aid is 
declining. In 1939, it accounted for 
nearly half of British union expendi 
tures; today, the proportion is only 
ibout one-fifth. 

British unions today are 
terested in emplover-sponsored pension 
programs with management committed 
to pay either the whole 
to two-thirds. The pension plans, usu 
illy guaranteed by an insurance 
pany, and those plans jointly run by 
management and labor do 
under the British law for the 
policing of union finances 
covered routinely by the laws applving 
to general business 
¢ What They Do—Here is what volun- 
tary registration Britain 

e Registered unions must file with 
the Registrar lists of officers and copies 
of rules. These must include provisions 
governing expenditures, benefit pay- 
ments, fines or forfeitures, the appoint 
ment and removal of officers, periodic 
iuditing of accounts, and the inspection 
of books and membership lists “by 


ire in unions 
registered 

hriendh 
publishes an 


Registrar of 


IPCTICS 


ISS ts ot 
million) 


government's social 


Mmo;°re in- 


cost or up 
com 


not come 


voluntary 
These are 


means im 


every person having an interest in the 
funds of the trade 

e They must submit an annual 
financial statement to the Registrar, 
detailing assets and liabilities, receipts, 
and expenditures. Every union member 
can get a free copy of the annual return. 

e The Registrar may make a for- 
mal investigation of the financial opera- 
tions of anv union on ipplication from 
a significant proportion of its members. 
¢ Political Funds—British unions may 
use funds to support political candi 


union.” 


dates. However, the monev must come 
from a separate fund established by a 


Rules 


ipproved by the 


majority vote of the members. 
of the fund must be 
Registrar, and members must have the 
right to refuse to contribute to a union's 
political efforts 

e What They Gain—British unionists 
find that voluntary registration and 
disclosure not substantiall 
interfered with the imner workings of 
their lhe privileges that go 
with registration have than offset 
inv red tape. 

For 
exempt from taxation, including income 
md corporation taxes, and property 
md stamp duties. It is also exempt 
from provisions in British laws dating 
from 1799 requiring unions to reapply 
innually for certification 

A recent 
cide of the 
Society of 
Firemen and a missing £10,000, points 
law As 
iccounts may be 


rules have 
unions 
TIOTC 
union 1s 


instance, registered 


candal, involving the sui 

ishier ot the Associated 
Locomotive Engineers & 
up a weakness in the present 
it now 
submitted either to an auditor approved 
by the Registrar or to 


persons appointed under the rules of 


stands, union 


two or more 
the union. 
An investigation prompted by 
the societv’s cashier 
union members 
mishandling of 


the 
suicide of showed 
that an audit bv three 
failed to uncover the 
union funds. 

Although the British 
Congress 
qualified auditors, nothing in the law 
About 60 


how USC ap- 


Trades Union 


idvises its members to use 


requires such a safeguard 


of all 


proved auditors, the rest laymen 


registered unions 
Few prosecutions have been necessary 
under the British 
policing. Thes¢ 
a failure to file statements 
required under the law. According to 
the Chief Registrar's report for 1955, 
only one union out of 
failed to comply. END 


voluntary 
involved 


system of 
: 
have mostly 


financial 
515 


registered 
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For a complete outline of the services Ebasco offers, send for “The Inside Story 
of Outside Help.”” Address Ebasco Services Incorporated, Dept. C., Two Rector 
Street, New York 6, N. Y. 


Consulting Engineering + Design&Construction + Financial & Business Studies 

industrial Relations + Insurance, Pensions & Safety + Purchasing, Inspection & Expediting 

+ Rates & Pricing - Research - Sales & Public Relations + Space Planning - Systems, 
Methods & Budgets « Tax + Valuation and Appraisal + Washington Office 


| 


*" TBAStO s 


ivess cousustt 


NEW YORK + CHICAGO 
DALLAS - PORTLAND, ORE. 
SAN FRANCISCO - WASHINGTON, D.C. 





ON THE 
ST. LAWRENCE 


SEAWAY 


put the move back 
in the earth movers 


Yes, the Seaway is one of many important projects where Snap-on 
tools are helping top-notch mechanics keep equipment rolling. 

Significant because it’s typical, is the comment of Mechanic 
Don Redmond (left), “Ever since I first tried Snap-on, they’re 
the only tools I’ve bought or will buy.” 


SNAP-ON OFFERS EXPERT TOOL HELP 


Production and maintenance 
tools, sets for original equipment 
and field service — whatever your 
problem, a trained Snap-on sales 
engineer can render professional 
assistance. Consult telephone di- 
rectory for nearest Snap-on 


branch or write us directly for 
free analysis of your tool require- 
ments. 


*Snap-on is the trademark of Snap-on Tools Corp. 


SNAP-ON TOOLS CORPORATION 


8100-F 28th Avenve * Kenosha, Wisconsin 





Take advantage of Mississippi's 
“tailor-made” industrial plan 


Our BAWi Program Opens New 


Doors to Management in Helping 


Select Profitable Plant Locations 


“Mississippi's famed Balance Agriculture With Industry 
program can help you obtain a custom-designed location 

for your plant. In addition to enjoying the many direct advan- 
tages of BAWI, industry moving to Mississippi benefits 

from exceptional cooperation at all levels — state, county 

and municipal. We invite you to know Mississippi.” 


y GOVEONOR OCF miserssiPer 


JACKSON, MISSISSIPPI 


Mississippi Agricultural & Industrial Board iit 
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The Court Backs... 


... civil liberties in a se- 
ries of rulings. In Watkins 
decision it redefines the limits 
of Congressional probes. 


The Supreme Court this week con- 
tinued a trend of rulings that consti- 
tute a strong reaffirmation of basic 
civil liberties. Four new and contro- 
versial decisions following close on the 
heels of two others are widely inter- 
preted as a curb on the powers of the 
executive and legislative branches of 
the government where “an invasion of 
the private rights of individuals” may 
be involved 

The trend is particularly significant 
in view of the current probing into 
charges of corruption and racketeering 
in unions. Witnesses before Congres- 
sional committees are given greater 
protection against questioning 
¢ UAW’s Interest—The United Auto 
Workers had a special interest in one 
of the current decisions, which upset 
the conviction of UAW organizer John 
I’. Watkins for contempt of Congress. 

Watkins, now on UAW’s agricul- 
tural implements workers staff, fought 
the auto union as a staff representative 
of the leftwing United Electrical Union 
before 1953. In August of that vear, 
he led 12,000 UF farm equipment 
workers in a bolt to the auto union 

Earlv in 1954, the House Un-Ameri- 
can Activities Committee questioned 
Watkins about his past connections 
with Communists. The unionist talked 
freely about his own cooperation with 
the leftists before 1947 and about 
those he believed were still Commua- 
nists, but he balked at identifving 
others who had past Communist con- 
nections but who, he felt, no longer 
belonged to the leftwing 

He was convicted for contempt. 
UAW felt that the case posed a basic 
civil liberties issue, and financed his 
defense 
¢ Overstepping—In the Supreme Court 
majority (6-1) opinion Chief Justice 
Earl Warren held that the House com- 
mittee had exceeded constitutional 
limits on the scope of Congressional 
investigations I'he majority agreed 
that Congress should—and does—have 
investigative powers, but ruled that 
the jurisdiction and purpose of probers 
must be clearly defined. Congress, it 
said, should determine that a “par- 
ticular inquiry is justified by a specific 
legislative need.” 

“There is no general authority to 
expose the private affairs of individuals 
without justification in terms of the 
functions of the Congress,” Warren 
said in his opinion. eno 
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Johns- Manville Fibretone 
ceilings muffle disturbing 
noise in the Merchants and 
Manufacturers Club in the 
Merchandise Mart, Chicago, 
Ili. Architect: Victor Gruen 
& Associates, Inc., Los Angeles 
Detroit —New York. 


End fhe holSe nenace ... 


quickly, economically—with a Johns-Manville Fibretone Ceiling 


In clubs, offices, schools, hospitals 
and auditoriums. In almost any in- 
closed traffic area having a noise- 
quieting problem, J-M Fibretone 
Ceilings are attractive and decora- 
tive, as well as providing very high 
sound-absorbing efficiency. 
Johns-Manville Fibretone Acous- 
tical Units are scientifically designed 
to absorb noise. Hundreds of small 
holes act as “‘noise traps’? where 
sound energy is dissipated. Because 
an average ceiling, 15’ x 15’, con- 


2 


its 100th Anniversary 


THE AMERICAN 


Consult an architect 


: reeeere Johns-Manville congratulates the 
American Institute of Architects on 


use quality materials. . 


tains 108,900 of these holes, Fibre- 
tone is called the with 
100,000 noise traps.” 

Fibretone Acoustical Units are 
furnished uniform drilled, variety 
drilled and random drilled. They 
make possible a wide range of archi- 
tectural design possibilities to create 
ceiling interest. Fibretone units can 
be quickly and easily installed over 
present ceilings. 


“ceiling 


Take advantage of the services of 
J-M’s staff of acoustical engineers, 


JOHNS -MANY 


located in the principal cities. They 
will gladly make analyses and give 
specific recommendations on your 
acoustical problems. 


Before you decide about 
acoustical ceilings, get 
the facts about Johns- 
Manville. For a free 
copy of booklet 
“Sound Control,” 
write Johns-Manville, 
Box 158, New York 
16, N. Y. In Canada, 
write 565 Lakeshore Road 
East, Port Credit, Ontario, 


M Johns-Manville 
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When missions 


G-E X-ray inspection detects 


trouble before it starts 


This lean and lethal atomic bomber travels lighter, faster, 
safer thanks to engine weld inspection with the General 
Electric OX-250. No beefed-up design to compensate for 
weak welds on its J-57 turbo-jet components. No excess bulk 
to hamper speed. G-E x-ray spots troubles before they start 

In addition, the semi-automatic OX-250 at Ford's Aircraft 
Engine Division plant in Chicago does the work of four 
conventional units. Speeds inspection while it cuts down 
risks and costs. 

Whatever your own production “mission” . . . from light 
alloy to armor plate . . . General Electric has x-ray apparatus 
to meet your needs, Call your local representative. Or write 


X-Ray Department, General Electric Company, Milwaukee FORD AIRCRAFT ENGINEERS GIVE J-57 COMPONENTS 
1, Wisconsin for Pub. AO-64. A LIFE-SAVING “LOOK” to assure defect-free welds. Stain- 


less steel .093-inch welds on diffuser cases above are about 
10 feet long . . . must be 100% sound. Operator prepares 
second case for radiographing while first case moves into cabinet. 


Progress ls Our Most Important Product 
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} Fewer Workers in Factories. .. 


1947-49 = 100 
120 








2 ...Work Fewer 


Hours per Week 
42 
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3 More Are Being Separated _— Hired. . 7 ¥ 


4 ...And Workers Are Less Prone to Strike... 


Thousands of Man. ‘Days Idle 
5i00°- -— mas 





Rate per Hundred Employees 


Separations 4,000 - 








Accessions 


) SRC ET 
Pe Fe ee Pee Te oe ee’ | 


1955 1956 1957 


| 








aD 6 wD ee a hie eee ee es 
1955 1956 1957 








5 .While Gross rr Pay Has Flattened Out 
1947 49=100 — 
160 


Factory Gross Hourly 


eae Earnings 


140 —— 








Dota: Dept. of Lobor. 


Job Naslead Shows Weak Spots 


Industrial employment particularly is on the decline, eee 7 ane ne pats 
. lal Gecine OI ms perio iCCOTaMNE 
and organized labor is worried about it. However, total 


» g miment reports—is interpreted 

employment and unemployment, too, are about the same as im indication of a mild recession in 

a year ago, government statisticians point out. age t,o = hg Preeti ace 
Manufacturing employmént, drop fewer than last December. The number — ployment 

ping more sharply than usual for this of factory production workers dropped ¢ Seasonal Gain—Employment rose to 

time of the year, declined in May for to 12.8-million—about the 1947 averag: 65.1-million in May with the normal 

the fifth consecutive month, to a level despite a continued rise in factory out expansion of farm and construction jol 


of 16.7-million jobs—a_ half-million put nd increases in employment in whol 


+] 
14 
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TRU-LAY 


PUSH \\\. 


REMOTE CONTROLS 


make hundreds of 
products more useful 
- +. more salable 


2) , 
ee 


The DATA FILE offered below 
shows how the Precision Con- 
struction of these PUSH-PULLS 
provides sustained accuracy, 
lifetime service and improved 
operating characteristics for 
literally hundreds of products 
(ranging from relatively deli- 
cate photographic equipment 
to the roughest and toughest 
dirt-moving equipment) to 
make them more useful... 
more salable. 


Here is a picture of 
SIMPLICITY vs COMPLEXITY 





COMPLEX MECHANICAL 
> LINKAGE 
a 
af, A 


SIMPLE 
TRU-LAY 
PUSH-PULL 








; Tru-Lay Push-Pulls are Simple 
have One Moving Part 
provide Lifetime Service, 
Lifetime Accuracy, Low 
Over-All Cost and they are 
Noiseless. We have never heard 
of a Tru-Lay Flexible Push-Pull 


wearing out in normal service. 





Mechanical Linkages, as shown 
dotted inthe drawing, are Com 
plex, have Many Parts, Many 
Points of Wear to create In 
creasing Back-Lash with Loss 
of Accuracy and Multiple Vibra- 
tion Rattles. 


The six bulletins and 
booklets in the 
DATA FILE 


provide a clear picture of 
how the Flexibility of 
Tru-Lay Push-Pull Re- 
mote Controls simplifies 
Design and Assembly 
. cuts costs for Engi- 
neering and Production. 
acco AUTOMOTIVE and AIRCRAFT DIVISION 
AMERICAN CHAIN & CABLE 


601-A Stephenson Bidg., Detroit 2 
2216-A South Garfield Ave., Los Angeles 22 
929-A Connecticut Ave.. Bridgeport 2, Conn 
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sale and retail trade, service industries, 
and government. Even so, according to 
a joint report by the Labor and Com 
merce Depts., the “substantial” gain 
of 917,000 in May left the emploved 
total at about the level of a vear ago. 
¢ Jobless Totals—Unemployment _ re- 
mained unchanged, at 2.7-million, al- 
though it usually declines moderately 
between April and May. The govern- 
ment report noted, however, that ad 
justed figures for both the jobless total 
and rate of unemplovment are “not sig- 
nificantly different from the correspond 
ing 1956 levels, as has been the case 
so far in 1957.” 
Labor disagrees. AFL-CIO takes a 
generally less optimistic view of the fig- 
ures, and deplores “sagging factory em- 
ployment” that reflects “job cutbacks in 
heavy industrial products, automobiles 
and their supplving industries, and con 
sumer durables other than radios and 
television.” 
e Signs of Weakness—The factory em 
ployment figures tell only part of the 
story. Other signs of a somewhat weaker 
labor market include 


¢ A further drop in the average 
factory work week to 39.7 hours in May, 
fractionally lower than a month before 
and the lowest level since September, 
1954. The recent peak was a 41-hour 
average in December. 

e More separations (layoffs or 
quits) than accessions (hirings) in May. 
Labor turnover continued at a 
rate than a vear ago 

e The number of new strikes 
showed an upturn in May, but con 
tinued than a year ago—while 
man-days of idleness stood at a very low 
level. Long-term contracts are a_ big 
factor, but unions and their members 
generally strike 
action at a time of unemployment un 
certainty 

¢ Gross hourly pay flattened out 
at $2.05 earlv this vear. and has staved 
at that plateau for five months while 
the consumer price index continued to 
climb. In large part, the leveling-off of 
the pay figure reflects the loss of over 
time premium pay in the decline from 
41 to less than 40 hours a week. This 


offset wage 


low cI 


le wer 


show a wariness of 


INCTCASCS 


Ohio Relents a Little on SUBenefits 


Ruling allows workers to collect UC and SUB payments 
(though not concurrently) on a provisional basis. 


Ohio’s Bureau of 
Compensation _ last 


Unemplovment 
ruled that 
some forms of supplemental unemploy 
ment benefits might be legal. The re 
sult was a quick flurry of excitement 
ind then spreading confusion that may 
not be cleared up until the BUC hands 
down definitive rulings in test cases. 

An employers’ group in Ohio has 
bee 
U.S 


ment 


weck 


imong the most militant in the 
in fighting to keep unemploy 
compensation from SUB _ bene 
Nci4rics 
e State’s Position—Basically, this is 
how things stand now 

In 1956, James R. Tichenor, Ohio 
BUC administrator, ruled that state un 
employment compensation can’t be paid 
ti mvone while he is 
SUBenefits from an employer. The 
ruling, which applied directly to auto 
type plans, stands. Simultaneous state 
and private payments are not allowed 
e Alternatives—Howevcr, there are now 
methods of SUBenefit pay 
imost all auto, rubber, steel, 
ind electrical manufacturing contracts 
The two most common ones differ 
from the initial SUB plans in that 
private payments aren't made concur 
rently with state benefits. Instead, an 
unemployed worker 

e¢ Draws state compensation for, 

say, three weeks and then in the next 
week receives nothing from the state 
but collects all the private benefits 


receiving 


ilternative 
ments m 


due him for the four-week period 
e Or, collects his state unemploy 
ment compensation for the maximum 
period lowed by law, without with 
drawing anv SUBenefits, and then 
1 lump sum payment of the 
full private supplement due him. 
¢ New Ruling—The ruling by 
ors office last 
SUB offices t 
for state unemploy 
though it 


receives 


lichen 
loc il 


process and pay claims 


week instructed 
ment compensation 
known that the 
claimant is using one of the two SUB 
ilternatives. But, significantly, BUC 
warned that the state compensation is 
provisional; pending a legal ruling up 
holding the specific plans, any worket 
who collects state benefits under an 
ternative SUB program mav have to 
refund the money if the plan is 
subsequently held to be 
These local BUC 
offices (1 to SUBenc 
fits for workers under the two alterna- 
tive programs, if only temporarily; and 
(2) more or less invite workers to file 
claims so that test cases mav arise. 
¢ Specific Decisions—So far, BUC has 
issued specific decisions against auto 
type simultaneous payments and in 
favor of “income-securitv’” or so-called 
glass SUB plans—under which an un 
employed worker may draw only from 
funds in an account in his name and 
built up by contributions based on his 
own hours of work. eno 


even 


illegai 
mstructions to 
open the way 
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WANTED: 
Odor Problems 





no one else 
has solved 








Odor problems are profit problems. 
Airkem, in hundreds of installations, 
has overcome odor problems no one 
believed possible to solve economically. 
Here are a few of the many instances 
in which a product, sales, production 
and public relations have been im- 
proved by Airkem treatment. Yours 
may be among them. If so, the coupon 
may bring the answer. 

















What’s New In Automobile 
Air Conditioning? 


Automotive engineers have found that 
passengers get drowsy, they complain 
of “proximity odors” and feel “closed 
in” despite the finest air conditioning 
equipment Io combat this, to relieve 
the sensation of stuffiness, Airkem de- 
veloped a simple system of odor con- 
trol. Experts find that even major 
changes in present air conditioner de- 
sign could not achieve the results of 


this Airkem equipment. 


Transit Lines and Steamship Com- 
panies use Airkem services to relieve in- 
terior odors. Freight Carriers free cargo 


space of objectionable odors when haul- 


~ - 
, 


— 


—— 


Q _~ 
airKem 
The odor counteractant for 


industrial and professional use 


Mail in coupon for 


more information 


ing susceptible cargoes with Airkem 
services. Smoke odor or other obnox- 
ious Odors are removed from valuable 
cargoes by this same international or- 
ganization. 




















This Airkem Device Ended An 
Office Manager’s Nightmare 


At Percha & Rubber, Ltd., in 
Toronto, Canada, the odors of rubber 


Gutta 


and processing chemicals were drawn 
into the offices by the air conditioning 
system. Working conditions were dif- 
ficult for the staff. An Airkem Osmetrol, 
shown in the illustration, was installed 
in the air conditioning system. By va- 
porizing an Airkem odor counteracting 
solution into the air stream, the prob- 
lem solved 


was Working conditions 


are now excellent. 


Onions or other foods, chemicals, in 
dustrial baking processes upset people 
Airkem 


a great many 


in your plant and outside it 
has made installations for 
types of odor sources to protect em- 
ployee morale or to improve commu- 


nity relations. 


Tell me about 
My odor problem IS 


can you solve it? 
Name 

Title 

Company 
Address 


City 
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Airkem’'s answer to industs 


AIRKEM, INC., 241 East 44th Street, New York 17, N. Y. 





















How To Make Friends With 
Your Neighbors 


A major mid-west chemical plant, man- 
ufacturing ammonium sulphate ferti- 
lizer, received complaints about odors 
from its operations. Since objections 
were heard from residential and busi- 
ness areas, plant management decided 
to try to stop the odors. Cooling towers 


were installed, but these units could 


not control the odors 


Airkem equip- 
ment, simple, low in cost, and easy to 
operate, was installed and the odors 


were quickly killed! 


Pick out your Problem. Our lab- 


oratory has the answer to these and 


many others 


ultural Sprays 
Air Conditioning 
Systems 

Ammonia Odors 
Asphalt Manufacture 
Brake Lining Baking 
Burnt Rubberized Hair 
Cement Manufacture 
Cotton Fiber 
Processing 

Cutting Oils 

Drying Foods 
Enameling Metals 
Feather Processing 
Fertilizer Production 


Kraft Paper 
Manufacture 

Latex Coating 

Meat and Fish 
Rendering 
Mercaptan Extraction 
Paperboard Products 
Rubber Reclaiming 
Sewage Odors 

Sulfur Dye Baths 
Tall Oil Production 
Varnish Cooking 
Vinyl Plastics 

Wire Coating 


Agric 
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| and business odor problems 


Zone State 
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The Young Man Who Solved a Fleet Problem 





Sure, | was perplexed. So is everyone these 
days who is responsible for operating a fleet 
of automobiles. 


We found our salesmen wasting a lot of valuable 
time looking for parking spaces big enough 
for thelr overgrown dinosaurs. 


Rambler costs less to buy and saves gasoline 
every driving mile. In fact, it’s the border-to 
border and coast-to-coast economy champ. 


fae 3 


Operating costs of our fleet units were shooting 
skyward like a guided missile 


But when we learned we would have to rebuild 
the company garage to house these fleet 
monsters, we decided it was time for action. 


Parking is a cinch, too—even in the tightest 
places. And, of course, we didn’t have to 
rebuild the garage to house these trim, 
compact cars. 





FLEET LEASING 


ARRANGEMENTS AVAILABLE 


if your firm leases fleet units, 
ask your leasing company for 
low Rambler rates or write 
us for the names of leasing 
companies with whom we 


With rising gas prices, the “gas hogs’ in our 
fleet were drinking us out of house and home. 


So the Boss and | put our heads together . . . 
compared all the cars on the market . . . and 
discovered a most important fact. 


{eee TON 





Well—you guessed it. We replaced our whole 
fleet with Ramblers and watched our operating 
costs plummet. You'll have the same experi 
ence when you switch to Ramblers. | know! 


ae 
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have working arrangements. 


AN AMERICAN MOTORS EXCLUSIVE 


A Special Service To Fleet Managers. One Phone Call Handles All 
Details Of Fleet Unit Replacements At Any Point—Coast To Coast 


FLEET SALES DIVISION 


AMERICAN MOTORS CORPORATION 
14250 PLYMOUTH ROAD ¢ DETROIT 32, MICHIGAN 











oy | AMERICAN MOTORS MEANS MORE FOR AMERICANS 





Merging of AFL and CIO Units 
Completed in Half the 48 States 


Mergers of AFL and CIO organizations have now 
been completed in 24 states, and only the formalities 
stand in the way of unification in two others. 

Connecticut became the first of the Eastern seaboard’s 
highly industrialized states to have a combined AFL- 
CIO federation when a merger was O.K.'d this month. 
\ new Connecticut State Labor Council (AFL-CIO) 
will represent nearly 200,000 unionists. 

\ few days earlier, Mississippi labor groups merged, 
completing unification efforts that ran into trouble in 
1956—when AFL unions rejected proposed merger terms. 
he new council has a membership of 30,000. 

Ihe latest consolidations bring national AFL-CIO to 
the halfway mark. R. J 
federation’s Pres. George Meany, 


lhomas, special assistant to the 
and others assigned 
to merger negotiations expect consolidations at a fastet 
pace during July and August. However, they acknow! 
edge that “major problems” are ahead in many of the 
big industrial states. 

lwo deadlines are important. Union bodies that 
haven't completed mergers by early August must report 
their progress—or lack of it—to Meany before the execu 
tive council meeting. The AFL-CIO will assign trouble 
shooters where needed. 

If mergers still haven't been worked out by December, 
despite the troubleshooters, AFL-CIO’s biennial conven 
tion will dissolve existing, rival AFL and CIO organiza- 
tions and set up new, unified councils to replace them. 


Federation’s No-Raiding Pact Called 
“Highly Satisfactory”; 122 Cases Processed 


The AFL-CIO No-Raiding agreement—adopted in 
July, 1954, as a first step toward labor’s merger—has 
proved “highly satisfactory” in its operation, Secy.-T'reas. 
William F. Schnitzler of AFL-CIO reported last week 

Since mid-1954, 122 inter-union disputes have been 
processed under the agreement—69 of them before the 
merger, the remainder since labor's amalgamation. Of 
the cases already disposed ot 

¢ $5 were resolved through direct negotiations between 
the disputing parties, with federation mediators helping. 

* 29 were submitted to an impartial arbitrator, David 
L.. Cole, for final and binding determination under terms 
of the agreement. Six were later withdrawn, 20 deci 
sions were handed down—and accepted by the parties, 
and three are pending. 

Cole agrees in general with Schnitzler’s enthusiasm 
for the pact that has, he says, “accomplished at least 
as much as we ever hoped.” But while commenting 
that the agreement “has definitely been effective,” Cole 
noted that there has been “some increase in activity, 
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and some of the cases get more and more difficult.” 

The agreement is a voluntary pact which covers only 
the signatory unions—currently, 103 of AFL-CIO’s 135 
affiliates. Its big weakness is that some important 
unions—including “raider” unions such as the ‘Team- 
sters—won't accept the pact. As a result, many em 
ployers are still plagued by costly, troublesome intet 
union disputes that occur outside the machinery of the 
no-raiding agreement 


State Can Exercise “Wide Discretion” 


To Bar Picketing, High Court Rules 


The U.S. Supreme Court ruled (5-3) this week that 
a state has “wide discretion” to bar picketing by unions 

The decision upheld a Wisconsin injunction barring 
picketing pressure against a nonunion employer—in 
tended, the state court found, to “coerce” workers into 
joining a union Phis constitutes an unfair labor pra: 
tice under Wisconsin labor law. 

Three AFL-CIO unions carried the case to the highest 
federal court, contending the injunction violated con- 
stitutional rights. However, the Supreme Court ma- 
jority ruled that there is “a broad field in which a state 
in enforcing some public policy {can| constitutionally 
enjoin peaceful picketing.” 

The court minority protested against “formal sur 
render” of constitutional protection of peaceful picketing. 


Georgia Court Bars Enforcement 


If Union Shop Imposes “Ideology” 


Georgia’s Supreme Court last week handed down a rail 
road union shop decision that, some attorneys say, could 
be far-reaching in its implications. ‘The court said it was 
“required” to uphold the union shop, but it ruled that 
nobody can be forced—by threat of loss of “bread or the 
means of obtaining it’—to join a union if dues may be 
used for “enforcing ideological conformity” on workers. 

Phe U.S. Supreme Court has upheld the validity of 
union shop « gotiated under the Railway Labor 
Act in states with “right to work” laws that bar com 
Ihis is the ruling the Georgia justices 
said thev “must follow 

\t the same time, 
reserved judgment on the enforceability of a union shop 


lauses ne 
pulsory unionism 
thev noted, the high federal court 


agreement if money paid to the union is used “to pro 
mote ideological and political issues and candidates {a 
worker 
lective bargaining. 

Ihis would be a contravention of constitutional rights, 
the Georgia court held, ruling: “His right to immunity 
from such exactions is superior to any claim the union 
may have on him.” 

lhe court ordered a case involving the Georgia South 
em & Florida Railway Co. reheard by the trial court on 
the basis of complaints against the “substantial” use of 
union funds to “support ideological and political doc- 
trines. 


opposes,” and which are not germane to col 
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FINANCE 


Guaranty 

Stock Transfer 
Services Help Improve 
Stockholder Relations 
in N.Y. Capital Market 


Efficient transfer services ates, » che cks and notices in the fastest 
by experienced staff aiso way possible. 


eliminate corporation's © 
peak work loads in- + It Etiminates a pono ramew 
clays in » @ ot-towtl 


volving transter and points for tran 
dividend details. certainties of 
risk of loss 
the New 


Because the corporat 
facilities are provid 


fun tion involves e\ 
chnicalities, tax problems, and peak 
load work periods, mot nd mor @ Eliminates Unnecessary Ex- 
corporations are using stor transict pense. he orpor on s nsur 
facilities such a I ffered | ance a 
Guaranty Trust Comp 
Guaranty’s cust 
stockholder relationshiy my l 1d 
because of the fa ficient way the chedules o1 
bank handles all stock transf nd are elimin: 
dividend disbursement detail et Guaranty 
these services in n 
the corporation's 
stockholders 
There are man) 
securing the servi 
transter agent: 


ee WContributesto.a Stock’ igo mg 3 
New York transfer facili Help ¢ on Your Veanefer Problems. What 
possible for stock certificates to mov ever the size of your c pany, Guar 
from broker mar ay trom buyer t anty’s experienced personnel, modern 
PEOPLE seller more efficiently. This enhan equipment, at 1 prof ional guidance: 
a stock’s standing when traded in tl are available to perform stock transfer 
a Ye country’s primary market. or registra! vices for you. If you 
would like to rn more about the ad 
vantages of New York transfer facili 
ee mE Danae Ranga ny ONS ties from the corporation viewpoint, 
A New York transfer agency provides write for a complimentary copy of 
a ready source of information regard “Your Company, ts Stockholders, 
ing transfer requirements in the im one the New York 
portant New York capital market Capital Market.” Ad 
Guaranrty’s experienced personnel and 
modern equipment are assurance that Prust Stock Trans- 
stockholders will receive their certifi- fer Dept. BW-2 


dress ( orporate 


GUARANTY TRUST COMPANY 
OF NEW YORK .- ___s140 BROADWAY, NEW YORK 15 


Capital Funds in excess of $400,000,000 


MACHINES awe fn Ave at 44th St, New York 36. + Madion Ave at 60th St, New York 2 


aza. New York . London «+ Par * Brussels 


! Member Federal Deposit Insurance Corporation 





THE MARKETS 


Wall St. Talks . . . 


. . . about how the selec- 
tive market stresses oils . . 
Revlon rumors 





. damper 
on bond popularity . . . dis- 
counting steel’s high output. 


I'he ultra-selective market: Streeters 
sav that about 40% of all recent buving 
has involved oil stocks, both for long- 
term investment and short-term specu 
lation. Next in order of popularity 
have been the drugs and chemicals 

\ flood of rumors on Revlon, Inc. 
Ihe Street has heard variously that the 
osmetic company is (] 


th drug end 


negotiating for 
of Schenle 
Inc 2) trving to bu 

Schering Corp. in the 
BW —Jun 15’57,pl 59); 
for the Squibb (drug) divis 
Mathieson Chemical; (4) talking mer 
ger with National Distillers Corp., (5 
hoping to buy Warner-Lambert Phat 
All the talk has had a con 
derable effect on Revlon shares; ‘Tuc 

dav thev were the stock on 
the Big Board 


Industries 
stock control of 
market 

dickering 
on of Olin 


open 


maccutical 


most active 


Bonds haven't been drawing much 
stock market money of late, despite 
the liberal returns thev’re offering. In 
reasing fear of inflation is the 
brokers sav it has brought a growing 
equities that offer “capital 
gains” possibilities, rather than for fixed 
interest obligations even when thev offer 
a much higher cash return 


Treason; 


desire for 


The rise in steel output should be 
discounted, some Streeters claim. They 
irgue that much of it is Julv business 
pushed into June to escape 
price next month operations are 
likely to slump to around 70% ot ca- 
pacity. By September, though, they 
expect low steel inventories to bring a 
rush of replenishment orders 


coming 
TISCs; 


Echo from the past: The 1956 an 
nual statistical report of the Northern 
Pacific Ry. lists the purchase of two 
cords of wood for locomotive fuel, along 
with 9.3-million gal. of and 
395.000 tons of coal 


fuel oil 


Analysts mulling over the near-term 
business prospects are, keeping a close 
eve on the increasing tightness of the 
monev market at a time when business 
is presumably engaged in liquidating 
inventorv. In this they find an im- 
portant question: Where will the 
monev come from to finance the wave 
of inventory reaccumulation that econ 
omists predict for this fall? 
BUSINESS WEEK e 
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Yields in Percent, June 1949 


The Security-yield pattern: 
how sharp has been its change 
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Oqta, Standard & Poor's Carm 


Bond Yield Tops Stocks 


For the first time in 20 years, 
the high-grades offer a bigger 


return than the commons. But 


no one is panicky. 


Early this week the stock market was 
busily engaged in getting its breath 

Whatever over-all trend did appeai 
in these “‘breather” sessions of the Big 
Board was definitely on the 
under the pressure of increased proft 
taking. Thus on Monday only 413 
listed issues showed gains, compared 
with 511 that declined. 

The gap was much larger on Tues 


down side 


dav, when there were only 288 gainers 


compared with 669 losers. And Wednes 


down 
most 
down 


day saw but 201 up and 708 
Still, the over-all decline at 
times was strictly limited to a 
ward drift, rather than any sharp acros 
the-board drops spurred by numerous 
ind determined liquidation program 
And the end result at midweek—despite 
Wednesday's rather rough session—was 
that the bulls were not overly 
nor the bears particularly jubilant—at 
least on the surface. 
¢ Big Event—Just the same, what hap 
pened up to midweek may well be the 
first fruits of a new uneasiness brought 
on by a momentous event pertaining to 
the market’s technical structure. That 
event occurred on Monday when Stand 
ird & Poor’s announced that its index 
of common stock vields for the first 


worried 
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ToRNADO PAYS OFF ON THE 


PRODUCTION LINE AT AMERICAN BOSCH 


REWER HECTRIC MEG. CO. 


5104 North Ravenswood Avenue Chicago 40, Illinois 


162 The 


Two Tornado Jumbo Vacuum Cleaners at American 
Bosch in Springfield, Mass., help keep the production line 
humming—and by the way, have paid for themselves 
many times. 

In the photo above, you see two Tornado cleaners “gulp- 
ing’ non-ferrous metal chips clear of expensive dies, thus 
enabling machinists to work uninterrupted and safely. And 
these chips also have a high reclaim value when sold as scrap. 

A Tornado Jumbo Conversion Cleaner could mean 
speedier production, greater safety and extra profits for 
your company, too. Why not try it—we know you'll buy it! 


yw JUMBO CONVERSION 


If you need greater suction—in 
addition to larger storage—the 
Tornado Jumbo Plate which fits 
all standard 55-gallon drums will 
deliver, by using two motor units, 
up to 3 H.P. of suction. Tornado 
also supplies a 4-wheel dolly with 2 
swivel wheels and a pulling handle. 


Write for Bulletin No. 758 


Marke ts 





time in 20 years had dropped below the 
matching measure for high-grade bonds. 
S&P’s said that on the basis of June 12 
computations the average vield of 50 
representative Big Board commons was 
down to 3.82%, while a composite of 
high-grade corporate bonds showed a 
vield of 3.93 chart 

Actually, of course, common stock 
vields have been much lower than they 
are now at various times in the past. 
In August, when the 1949-1957 bull 
market reached its peak, S&P’s index of 
stock vields was only 3.70%; and in th 
spring of 1946 the index had been 
down to 3.36‘ 

But low as those past vields wer 
they were higher than the contemporary 
figure for high-grade bonds. Last Au 
gust, the bond index was a modest 
3.35%, which left common stocks with 
1 return 1.1] times greater than th 
fixed-interest obligations. The disparity 
was even greater back in 1946, whe 
common stock vields were almost 4 of 
1% lower than now At the earlicr 
date, the average bond return was onl 
2.56%, leaving the common vield | 
times higher 
¢ Bond Market—\Wall Streeters 
cluding many bears—see no cause 
panic in the fact that the vield of 
high-grade bond now higher than 
that of common stock lor one thing, 
high stock prices are not solely re 
sponsible for the pr 
situation on yields. Just as big a rol 
ind some sa‘ bigger one—has been 


sent abnormal 


plaved by the serious deterioration of 
the bond market that began a few 


has been sharpening 


vears ago and 
page 26 

Streeters also point out that this 
is not the first time ever that bond 
vields have topped common. stock 
As one of them observes—though the 
illustration has its uphapp\ connota 
tions: “For an extended penod in the 
1920s, a similar situation prevailed.” 
¢ Counsels of Caution—These consid 
erations don’t mean that the present 
era is so different that the situation can 
be ignored—and many “pro” counselors 
ire very emphatically not ignoring it. 
lor imstance 

Moody’s Investors Service doesn't 
believe that the situation is prima facic 
evidence that stock prices are too high. 
But it does “think that the current 
comparison shows somewhat vividly 
that this is no bargain time for stocks 
generally.” 

Standard & Poor’s says that the situ 
ition ““does call attention to the 
level of stock prices, which is high by 
almost any historical vardstick,” and, 
S&P’s adds, “it emphasizes the desira- 
bility of having some cash reserves as 
protection against reversals, and_ the 
need for extra care in selecting issues 
for investment of new funds.” END 
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...1f you display them in CLUSTER-PAK' 


peter, Two, three, four . . . even six cans! In Cluster-Pak 
multi-unit cartons, they’re almost as easy to sell as a 
single can. Sometimes even easier! For Clustcr-Paks, with 
their greater display area and greater ‘‘grab-appeal”’, 
actually trigger impulse purchases. And, because they 
make it convenient for housewives to buy ahead, they 
fit into today’s trend to less frequent shopping. For 
quicker, bigger sales—put your products in Cluster-Pak. 
STRONGEST CARTON MADE! 
No other carton offers Cluster- 


Pak’s double protection. You get 
unequaled strength of famous 


vittwalina siete Atlanta Paper Company 


write P. O. Box 4417, Alanta 2, Georgia Where Packaging is Advertising 
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Experience gained while working on the nation’s first and fore- 

most nuclear projects has equipped Stone & Webster Engineering 

Corporation to meet the challenges of the Atomic Age. 

Among the newest projects now being designed and, built by 
Stone & Webster, in partnership with Westinghouse Electric Corporation, is the 134,000 kw Yankee Atomic 
Power Project at Rowe, Massachusetts — a plant which will bring to New England its first source of electric 
power from atomic energy 


Write or call us for information as to how our experience can be of assistance to you 


A SUBSIDIARY of STONE & WEBSTER, INC. 
New York + Boston + Chicago + Pittsburgh + Houston +* San Francisco + Los Angeles + Seattle + Toronto 











PERSONAL BUSINESS 


BUSINESS WEEK Will you be looking at new houses this summer? If so, a simplified 
JUNE 22. 1957 written checklist may be a good idea—whether you'll just be scouting for 

, ideas to talk over with your architect, or searching in earnest to find a house 
before school starts in September. 





Here are some basic construction pointers that apply to any new 
house no matter what style it is—traditional, contemporary, or even super- 
electronic like Monsanto’s new all-plastic cantilever (BW—Jun.15’57,p179): 


Basement: Check for cracks in the floor—which mean thin concrete. 
A BUSINESS WEEK Floor should be 4 in. thick, with steel mesh reinforcement. Look for 
spots of dampness in the walls—due to lack of waterproofing (cement plaster 
and tar) between the masonry and the outside earth. Ask if floor drains 
SERVICE run to the sewerage or drainage system, or, in a country house, if they run 
to dry wells remote from the house. Don’t be alarmed if you see a sump 
pump and generator—this may simply be a wise precaution in case of flash 
floods. But check carefully. It could mean excessive ground water. 


Heavy wooden beams, in place of steel, are proper in some cases— 
if they are properly designed—usually not over 8 ft. or 9 ft. Go upstairs 
and come down hard on your heels on the ground floor—any noticeable 
bounce or shaking probably means weak under-construction. Look for 
a termite shield in the basement—a metal strip between the masonry wall 
and the first tier of wooden beams. Check for the letter “CONST” on 
exposed beams, indicating first-grade lumber. Don’t be fooled by the wide- 
ness of these beams—this is really no selling point. Their height in relation 
to width, and the type wood, are what determine strength. 


Open the electric panel-board. A house in the $40,000-plus range 
should have something like 20 separate circuits—you can tell by counting 
the fuses or circuit-breakers. Check the hot water tank—it should have a 
10-year guarantee, about an 80-gal. capacity, and an adequate recovery rate. 
An expert is needed for even a casual inspection of heating and air-condi- 
tioning systems. 


Outside hose or pool connections should have inside cut-off valves 
to prevent pipe-freezing in winter. Be sure there’s a step-down of 4 in. 
to 6 in. from the basement to the garage—to keep gasoline fumes from 
entering the house. Check to see that single garage doors are 9 ft. wide 
—not 8 ft. Double-doors are hard to operate, in spite of what the builder 
says. If your wife will handle them, you’ll want a motor ($300 and up). 


Shell: Look closely at the outside siding lumber—if it’s A-grade, it’s 
knot-free. If it’s a brick house, check to see that the space between the 
bricks is even and that the mortar is not patched in color, which indicates 
a poor mix. And don’t believe that brick or stone properly stops at the 
foundation level—because in an expensive house, it should go all the way 
to the ground. Brick veneer does not indicate cheapness in some localities 
where solid masonry is unduly expensive. 


If you’re looking at a flat or low-pitched roof, don’t expect to see slate. 
Slate is fine on steep pitches, but tends to leak on a flat surface—and it’s 
hotter, too. It costs about three times as much as asphalt shingle. There’s 
a new trend toward light-colored and white roofs—to reflect heat from 
low-built contemporary houses. 

Proper gutter material depends a lot on climate—no one type is best. 
As an example of what climate can do: Aluminum unless specially treated 
may not hold up well near the ocean because of salt in the air. 


PAGE 165 Interior: Double-laminated drywall (not the standard plasterboard) is 
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as good or even better than wet lathe-and-plaster. Cost is about the same 
For a $40,000-or-more house, the allowance for wallpaper should be $5 to 
$10 per roll. Experience with radiant heating (in floors or walls) has been 
good; but it’s usually only used in a house without a basement—and it 
can’t be used in a dual equipment system along with air-conditioning. 
A staircase step-up should not rise more than 7 in ——for comfort 


Biggest new electronic trends—all tested and practical: dimmer con- 
trols for dining and living rooms ($30 a room); multiple switches for con- 
trolling lights in remote parts of the house and grounds ($300 to $500 
for a complete job); built-in hi-fi speakers and inter-com systems (combined 
for around $1,200). 


Bathroom tips—based on complaints often made by new owners to 
builders and architects: compartmentalized bathrooms are fine, but the 
tub and shower should be separate. Square bathtubs waste space and are 
hard to keep clean. Shower stalls should be big enough to accommodate 
a stool. Exhaust fans are a must for comfort. 


Now’s a good time for children’s health records to be brought up to 
date—before the kids are packed off to summer camps, and hot weather 
activities get into full swing. The pediatrician has a record, but it’s wise 
for parents to keep one at home, too—and send a copy along to camp 


The record should include: Dates of inoculations and “booster’’ shots, 
details of operations or serious accidents, allergies or reactions to drugs, 
any repeated conditions such as colds, earaches, etc. It’s a good idea 
to note blood type and Rh status—in case of an emergency. A suggested 
health record form is included in the informative new book: When Your 
Child is Ill, by Samuel Karelitz, Simon & Schuster, $4.95 


Remember that children’s backyard wading pools need protection 
from germs just as much as a full-sized swimming pool. A new germicide 
called Sani-Swim (said to be safe for infants) is available at $1.49 from 
the Nutheme Co., 4941 So. Racine Ave., Chicago, Il. 


And for good summer play and exercise, children can jump to their 
hearts’ content on a new miniature trampoline that has a special safety 
handlebar. The Kangaroo Kid measures 36 in. by 24 in. by 10 in.; $17. Write 
to Tekay Products, 9140 N. Meadowlark, Milwaukee, Wis. 


While you're in France, you might try a new bird’s-eye tour of the 
chateaux region along the Loire—by helicopter. With plenty of time and 
opportunity for camera fans, the 12-passenger Sabena Airlines helicopter 
tours for 9 hours, including a lunch-stop at a chateau. Price is around $75 


Yachtsmen can get a new aluminum boarding ramp that adjusts to 
tidal changes and has steps that remain horizontal. Tide-Ride (2012 Purdy 
Ave., Miami Beach, Fla.) will hook to most cruisers, has six steps, is 
5 ft. long with a rise of 54 in., weighs 42 lbs., cost $300. 


And there’s a new pocket-size windmeter that reads like a thermometer 
to use aboard any boat. F. W. Dwyer Mfg. Co., Michigan City, Ind.; $4.95. 
— 
Who knows what city will have a major league ball club next year? 
But one thing sure, is an amusing, instructive new book on the game 
(just in case}—How to Watch a Baseball Game, by Fred Schwed, Harpers, 
$2.50. 
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Now and then we get human interest reports on the 
success of our products. These reports are often called 
“the small incident.” We prefer to think of each as one 
of many success stories—happening every day. 

This particular story concerns a man, an iron lung 
and 77¢. It happened just like this: 

For months this man listened to the vibrating sounds 
of one V-belt after another, slipping, flapping and 
wearing. In the silence of a hospital room...in the 
helplessness of an iron lung...these sounds took on 
terrifying significance. The man knew only that should 
the belt fail, the respirator would fail, too. 


Mechanical Goods Division 


He got new Calm and Reassurance for| only 77 cents 


Then, a U.S. V-Belt was installed —cost: 77¢. 

From that day, the patient has had new calm and re- 
assurance. The motor hums steadily, the belt performs 
perfectly, with no sign of wear, no sound of flapping. 

Just “a small incident” involving only 77¢—but it 
gives us a pretty good feeling about the quality of 
material and workmanship that goes into U.S. V-Belts 
(built with electronic controls and new molding 
methods) and every “U.S.” product. 

U. S. V-Belts are obtainable at any of our 28 District 
Sales Offices, at selected “U. S.” distributors, or by con- 
tacting us at Rockefeller Center, New York 20, N. Y. 


SEE THINGS YOU NEVER SAW BEFORE. VISIT U. S. RUBBER’S NEW EXHIBIT HALL, ROCKEFELLER CENTER, N. Y. 





the Unique 
W..E. 1. 


Dual Worm 


EQUIPMENT 


IS YOUR KEY 
TO HIGHER QUALITY 
PLASTIC PROCESS/NG 


On the highest level in 

the largest plastics manu- 
facturing organizations in 
America, management is assign- 
ing the most difficult . . . and the 
most important . . . compound- 
ing-extracting-extruding jobs to 
Welding Engineers’ all-in-one 
operation equipment. 


With pre-proven performance... 
they KNOW they've made the 
wisest investments. 


There is no doubt that W.E.I. 
custom-fitted equipment can 
work wonders for you, too. Ar- 
range today for a get-acquainted 
conference with our sales engi- 
neering staff . . . or for a labora- 
tory demdnstration: We treat 
your plans, processes and mate- 
rials with utmost confidence. 


WELDING ENGINEERS, INC. 


NORRISTOWN, PA 
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Not Only the Trucks 


Fast shifts in trucking industry make for fewer, bigger lines, 
bring first steps toward integrated truck-rail-sea-air system. 


(TH BANK STATEMENTS and _ busi 
Wis records in their briefcases, a 
hundred or more businessmen, most of 
them aging and a little anxious, have 
filed through the doors of the he udquat 
ters of Consolidated Freightways, Inc., 
at Menlo Park, Calif., these last few 
vears. In each case, their business with 
the company, the nation’s third largest 
common carrier trucker, has been the 
same. 

They have come to seek deals by 
which Consolidated would buy and 
merge into its operations the trucking 
companies that they and their families 
have built up and run for the last 25 
or 30 vears. Consolidated, fast expand 
ing its trucking svstem, has signed ac- 
quisition 
them 

Across the nation, in Miami, Fla., 
James A. Ryder, head of Great South 
erm Trucking Co., and of its parent, 
Ryder Svstem, Inc., has alreadv added 
to his carrier operations a truc k renting 
system, and a bulk cargo and trailer 
carrying ship in service between Florida 
ind Puerto Rico. Some time—a vear or 
two hence—he wants to add an ai 
freight line to his transportation busi 


igreements with manv of 


ness 
¢ Growing Up—These two moves in 
two widely separated companies arc 
clues to major shifts going on inside the 
trucking industry. Born in the Depres 
sion, reared in wartime, it is growing in 
prosperity into a form of maturity 

The two chief signs of this are (1 
the consolidations and mergers that are 
speeding the growth of the larger truck 
ers, and (2) the testing of a new con 
cept in the industry, a concept that 
causes truckers to see their business less 
is an industry in itself, more as a part 
of the whole transportation industr 
¢ Passing Era—The first change marks 
the end of a generation in trucking 
Thousands of mergers and acquisitions 
have taken place in the last decade 
Nobody knows for sure just how high 
the total is, but it’s probably more than 
8,000. Many that have taken place dut 
ing the last half of that decade have 
been prompted solely by inheritance 
tax laws. The men who, with $500 
stakes, set up small trucking outfits in 
Depression days and watched them 
grow through war and postwar pros 
perity until their stakes multiplied a 
thousandfold, have sold out to spare 
their families and businesses from the 
sharp bites of the estate tax collectors. 


Others, more recently, have been 
prompted to sell by the disappearance 
of easy credit. Too small to interest the 
bankers, too large to remain profitable 
without continuing growth, — their 
trucking operations seemed to them a 
waste of time and effort, especially 
when other fields opened where they 
could look for faster gains. So thev, 
too, have sold their interests 
e New Idea—The second major change 
marks the spread in the trucking indus 
trv of an idea that is also gaining 
ground slowly in the h« idquarters ot 
some railroads and airfreight lines, a 
few barge lines and shipping companies, 
and in the offices of the Interstate 
Commerce Commission. It’s the idea 
that efficient operation of the country’s 
transport system requires the integra 
tion of all the different means of mov 
ing freight 

The growth of piggvbacking of truck 
trailers on railroad flatcars (BW—Feb 
16°57,p114) is the biggest, most obvious 
practical result of the spread of that 
concept. And one sign that the con 
cept is still gaining is that, under ques 
tioning, truckers say more frequenth 
these davs, “We're not out to fight the 
railroads, we'd like to cooperate with 
them.” 
been high treason among 
couple of vCars ago 
¢ Plenty of Room—There’s no dispute 
that these changes are signs of maturity 
in an industry whose trademark sincc 
its beginning has been volatile growth 
ind competition. But “maturity” is a 
relative term. When it’s applied to the 
trucking business, it doesn’t mean that 
the industry is due for a shakeout 
similar to the one that swept through 
the appliance industry lately, 


only a dozen or so 


Such a comment would have 
truckers a 


leaving 
companies in busi 
ness out of the scores that shared the 
early postwar market 

I'rucking’s maturity is more kin to 
the construction industry’ Vhere, a 
score of large companies lead the bid 
ding for the nation’s major construction 
jobs, and there’s still plenty of room for 
thousands of smaller 
handle local jobs 


companies to 


But because the trucking industry is 
so fractionized, a set of definitions and 
statistics is necessary before anv more 
generalizations can be made. 
¢ Split Industry—Of the 10-million 
trucks on U.S. highways today, about 
3-million are owned and operated by 
farmers, and another 54-million are op- 
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erated by private truckers (manufac truckers that the new maturity and the 


ontract carriers hauled around 4-billion 
turers, distributors, store 


and so on new concept of the industt on-miles of freight. By 1939, as the 
None of these truck operators reports preading—for these are, after all, the ition climbed out of the Depression 
his business activities to the Interstate nly truckers who are strictly in th 


they stepped this up to 16-billion ton 
Commerce Commission Lhe freight business of transportation niles 


thev haul adds to the ton-miles total for The stor 
the industrv, but since they do not I. Changing With Growth 
operate for revenue, they add nothing 

to the industry's dollar volum« It has taken th truckers 25 


S¢ 


ince then is well known 
lhe nation’s total freight movement 
1as zoomed from 543-billion ton-niul 


veal in 1939 to 1,342-billion ton-miles 
Another ]14-million trucks are run on f struggle, and a high degree of succes 1956. In the 


} 


ime period, truck { all 


for-hire basis, but about 1|.1-million of is a group, to reach this stage kinds have doubled their share of total 
these haul commodities, mostly agri I'he greatest numbers of them started ton-miles, climbing from about 9 of 
cultural products, that are exempt from their outfit frequently one-man op the total in 1939 to about 19 of last 
ICC regulation crations, in the early 1930s. The indus vear’s total. ‘The common and contract 

Phat leaves 400,000 trucks operated — try was then under Jittle or no control Carrie! hare of the whole. freight 
for hire by common and contract cat Rate wars and fierce competition among movement has kept pace; it’s up from 
ricrs, whose business is subject to ICC _ the truckers, and between them and the ibout of the total in 1939 to more 
regulation. Common carriers—there are railroads, flourished more wildly than now And although thes« 
about 15,000 of them—serve any and all _ they ever can again. By 1935, the fu regulated truckers produce onh 
shippers. Contract carriers—they num they made produced the beginning of ibout one-third of all truckers’ share of 
ber about 2,600—haul specific commod federal control in the form of the Motor — ton-miles, they collect about $6-billion 
ities for one or more shippers, but not Carrier Act, regulating for-hire carriers 1 vear in revenues. ‘The railroads’ total 
for the general public. in interstafe commerce freight revenue last vear was only $3 


It’s in these last two categories of The following vear, the common and ilhon more than that, and the reason 
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Need a paper 
that’s 


Bade), ic 
WHEN 
WET? 


...try Patapar 


High wet-strength is an inherent char- 
acteristic of Patapar Vegetable Parch- 
ment. This wet-strength is obtained by 
parchmentizing 100% pure cellulose 

rs ‘atapar is non-toxic, odorless 


i tasteless 


Resists grease, too 


New types of Patapar provide the most 
positive grease-proof barriers ever 
offered. Grease and oils will not pene- 
trate or spread on its surface. These 
new Patapars completely prevent 
“crawl” and stop all tendency of wet- 
ting : 


Many different types 
for special needs 


iced in more than a hundred dif 
types, Patapar offers qualities 


an amazing range of exacting 
ment Applications if 
wrappers; release liners 
ire sensitive and tacky sur 
nner grease-proof ply for multi 
bags and fiber drums; wrappers 
ed machine parts; florists wrap 
! ndustrial filter papers 
IN YOUR BUSINESS it may be that 
nique qualities of Patapar can re 
! nprovement and economy 
u. Write us, outlining the appli- 
ou have in mind. 


r 


VEGETABLE 
PARCHMENT 


HI! -WET-STRENGTH - GREASE-RESISTING 


| PATERSON PARCHMENT PAPER COMPANY 


Bristol, Pennsylvania 

Sales Offices: New York, Chicago 
j 
' 
I. 


West Coast Plant: Sunnyvale, California 
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that half the tonnage the railroads 
haul is in low-rated bulk commodities 
whereas the truckers can concentrate on 
high-value freight 

l'oday, the leading truckers are multi- 
million-dollar enterprises The half- 
dozen largest each has a yearly operating 
revenue of well over $30-million. The 
revenues of the top three are each 
around $50-million 
¢ Plenty of Heat—But trucking is still 
a rough-and-tumble business. Costs are 
high, profits are low. Operating ratios 
the percentage of revenues consumed 
by expenses—average about 95%, leav- 
ing little room for misjudgments in 
management 

Even the biggest carriers can get into 
trouble and end the vear in the red, or 
close to it. Last vear, for instance \s 
sociated ‘Transport, Inc., reported to the 
ICC that on a gross operating revenue 
of $52.6-million—the second highest in 
the industry—it wound up with a net 
ifter-tax operating income of $14,000 

lor reasons like these, bankers and 
investors long shied away from any sig 
nificant interest in trucking. Not until 
ifter World War II was more than one 
trucking company publicly financed 
e New Climate—In the last few vears 
the atmosphere has been changing. The 
fast expansion of the bigger, better- 
managed trucking lines has attracted in 
vestors. And the lines themselves have 
been working harder to attract more 
investment, so thev can keep their ex 
pansion going. Since 2 
other trucking companies have been 
QO.K.'d bv underwriters and have sold 
stock to the public 

Cautious about handling — stocks 
which thev still consider for the most 
part speculative, underwriters set stern 
tests for truckers seeking public financ 
ing. They won't often spend time on 
one whose net after taxes is less than 
$500,000 a vear. Only 20 carriers re 
ported making more than that last vear 

Underwriters examine the 


1951. some 5 


manage 
This is one reason 
why most of the managements of the 
rapidly truck lines—thos¢ 
battling to stav in, or move into the 
dominant group in the next few vears 


ment closely, too 


expanding 


re losing the old aura of cigar-chomp 
ing, side-alley businessmen 
Probably the most extreme exampk 
of this trend is Consolidated Freight 
wavs’ transfer of its management head 
quarters from its operating center im 
Portland, Ore., to a ranch-style office in 
i San Francisco suburb. The reason 
for the move was to bring management 
closer to the company’s bankers and un- 
derwriters *n San Francisco 
Such offices, where heavy thinking is 
done away from the pressures of day-to 
day operations, are not built just to 
impress the bankers. In their growth, 
the major truck lines are runing head- 
n into the problems of control that 
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DIRECT PRINT 
COPY MACHINE 
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TESTING SHEET 


PATAPAR® TRANSLUCENT 
PARCHMENT-~— high speed 
whiteprint master 


Quality controlled texture of 
Patapar Translucent Parchment 
and uniform translucency assure 
superfast transmission of the 
ultra-violet rays. The result is 
speedier operation and sharp, 
clear copies every time! 

Anything typed, printed, drawn 
or written on Patapar Translu- 
cent Parchment can be faithfully 
reproduced with today’s white- 
print copying machines. 

Try It and SEE THE DIF- 
FERENCE! Write on your busi- 
ness letterhead for brochure of 
testing samples. 

Name of nearest distributor on 
request. 


r 


TRANSLUCENT 
PARCHMENT 


Bristol, Pennsylvania 
Sales Offices: New York, Chicago 
West Coast Plant: Sus yrale. Ca ornta 
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Hes new here, 


OR HE'D DITCH THE MASK AND 
COME UP FOR CLEAN AIR!” 


“Don’t see many new men here 
since we got our Wheelabrator 
Dustube® Remember 
how we had to break in new guys 
all the time when we had to 
struggle with those masks? Now 
that the 
maces, and the other stuff’s all 
hooded and ventilated and the 
plant’s nice and clean, men don’t 
leave the way they used to. Don’t 


Collector. 


grinders, mixers, fur- 


have much absenteeism, either. 
And I heard the Big Boss say 
those Wheelabrator people sure 
know their stuff. He says they 
gave us the simplest, lowest-cost 
solution to our problem.” 

For detailed information on Wheel- 
abrator Dustube Collector principles 


and savings, write today for Catalog 


372-C. 


WHEELABRATOR CORPORATION 
461 S. Byrkit St., Mishawaka, Ind. 





WHEELABRATOR 
Dust & Fume Control 
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. advances in manage- 
ment and engineering have 
gained truckers a larger 


share of the market...” 
TRUCKING starts on p. 168 


iffect any fast expanding — business 
e Researchers—The nation’s _ largest 
trucker, Pacific Intermountain Express 
Co., has set up a two-man operations 
research team at its Oakland (Calif 
headquarters. The team’s long-range 
um is to build an integrated informa 
tion system. One of the most pressing 
projects is to establish an equipment 
maintenance and replacement policy. 
Ihe researchers suspect the company 
is overanxious to keep its trucks rolling 
without interruption and could casih 
spend less on maintenance 
Ihev’re also trying to work out a 
profit-and-loss statement for each PII 
terminal, a difficult accounting job 
e Trucks—These management meth 
ods out of the latest textbooks are 
being applied to operations conducted 
with equipment that, so far as the 
larger truck lines go, is just as new 
PIE, for example, spends 95% of its 
cquipment repl icement money not to 
get worn-out trucks and trailers out of 
service but to take advantage of the 
newest developments in trailer design 
ind tractor power. It has bought mor 
than 1,500 of its 2,189 pieces of linc 
haul equipment (tractors, trailers, re 
frigerator vans, and so on) since 1954 
Ihe greatest pressures behind this 
high rate of obsolescence are the limi 
tations imp sed by states on trucks’ 
length, width, and height. The truck 
ers struggle to get maximum trailer 
capacity within those limitations. ‘They 
have scored plenty of succes 
¢ Designs—In 1944, trailers 35 ft 
long weighed 13,700 Ib., had a ca 
pacity of 1,870 cu. ft. Some 40-ft 
trailers produced last vear weigh 7,900 
Ib., have a capacity of 2,900 cu. ft 
Substitution of aluminum for steel 
brought much of the gain, but not all 
\ir suspension systems dispensed with 
the need for heavy steel-leaf spring 
Massive, heavy-duty tractors used for 
long-haul runs have been undergoing 
some of the same changes. One weigh 
ing 17,800 lb. and made in 1945 has 
been replaced by a new model weigh 
ing 5,300 Ib. less. Stepped-up horse 
power cuts fuel consumption by 1 
ducing gear shifting—and to gain the 
savings the larger truckers must 1 
place their lower-powered tractors. 


ll. Pinches and Pressures 


Steadily, these 
agement and equipment engineering 
have gained the truckers a larger share 
of the transportation market. Just as 


advances in man- 










Esther Williams 
says: 


“Get Into This 
Great 


New Business 
With Me” 


Esther Williams Swimming Pool 
DISTRIBUTORSHIPS OPEN 
for Able Businessmen... 

Big profit opportunities in the boom- 


ing swimming pool business with the 
largest organization in the industry 
New-Type, All-Concrete Pool—Sclls 
as a package complete with all finest 
equipment. Exclusive features, Good 
Housekeeping Seal make sales easy 
Million-Dollar Promotion — \{cans 
volume sales for you. NBC-TV “Home 
Show”...full pages in Life, Better 
Homes & Gardens and other publica- 
tions sensational promotion tie-in with 
Pepsodent ...dynamic local support 
And Esther Williams, Too! — The 
greatest name in swimming sets you up 
as the leader in your area as soon as you 
hang up your sign. Esther Williams is 
the magic name that gives you pres- 
tige, product identity and sales. 
Action Now Gets Results Now—Thiec 
biggest season ever is just ahead. You 
stock and sell our dealers in an ex- 
clusive area. Five-figure invest- 
ment required for working capital, with 
profit potential of $25,000 to $250,000 
per year. 
DEALERSHIPS OPEN 
Small inventory gets you st irted. In- 
stallation so simplified it’s no problem, 
Make good profit this yeor—write now 
INTERNATIONAL SWIMMING POOL CORP. 
Largest Organization in the Industry, Esther Williams, 
President . 83 Court Street, White Plains, N. Y. 
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ACCOUNTS 
RECEIVABLE 


Don't end protection when 


the risk of credit loss begins 


When a shipment is made—title passes—and you create an account 
receivable. You are more certain of the end result—PROFIT—when 
you protect accounts receivable with Credit Insurance. That's why an 
increasing number of executives have decided that NO cycle of protec- 
tion is complete unless capital invested in accounts receivable is insured 
by ACI. To learn more about Credit Insurance, call our office in your 
city, or write AMERICAN Creptt INDEMNITY Company of New York, 
Dept. 42, 300 St. Paul Place, Baltimore 2, Maryland. 


Liquidity of capital is the 
prime responsibility of management. 
Protect your working capital 


invested in accounts receivable 


with . 
" American 

Credit 
insurance 
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steadily, they have helped to drive up 
the truckers’ capital costs 

PIE’s statistics show this clearly. 
Ihe average cost of trailers it bought 
between 1945 and 1949 was $2,719 
Replacements bought in 1952 avei 
ied $4,687 apiece; in 1955, $8,076 
each Last year, as the company 
started adding refrigerator vans, the 
werage cost jumped to $10,427 
I'ractors, which ran to an average of 
$7,000 between 1945 and 1949, last 
vear cost $19,000 apiece. Inflation 
caused part of the rise, but equipment 
improvements contributed heavily 

Labor costs are also leaping. In 
1950, the average pay for PIE’s 1,500 
employees was $3,769; last vear, the 
company’s 4,000 emplovees averaged 
$6,348 a vear. The line’s report to 
the ICC last vear listed 36 officers 
ind executives getting $10,000 a vear 
or more—and 43 line-haul drivers who 
also topped $10,000 
¢ Doubtful Answer—There’s one im 
mediate answer for truckers con 
fronted with leaping costs like these 
Thev can raise their rates. They have 
done this repe itedly in the last 10 
yvcars. 

But now the ICC is waving warning 
flags at the common and contract 
truckers Private carriers,” says the 
commission, “have advanced relatively 


more than carriers sul 


yect to our juris 
diction.” 
e Shift—The warning brings echoes 
from within the industry itself. Savs 
James Rvder, head of both Great South 
ern ‘Trucking Co. and Rvyder Truck 
Rental System, In Perhaps our truck 
leasing service has the greatest future.” 
In his own organization, Rvder has 
witnessed the shift of some of his cus 
tomers from clients of his trucking com 
pany to clients of his truck leasing serv 
ice. Among the latest to shift have been 
1 number of Florida-based manufac 
turers of aluminum jalousic windows 
Last vear, Rvder’s own Great Southern 
trucks hauled components from the 
Midwest to Florida, and took finished 
windows back to the North. This vear, 
trucks he has leased to the manufac 
turers are doing the hauling jobs 
Elsewhere comes further confirma 
tion of the trend teward the growing 
use of fleets of private trucks. One r 
cent survey of more than 300 businesses 
showed that two-thirds of them operate 
their own trucks and more plan to do 
SO soon 
¢ Tax Burden—The common and con 
tiact carriers do have one strike against 
them from the start. Thev must add to 
their freight bills a 3% federal transpor- 
tation tax, which private carriers do 
not have to pay 
* Railroad Pressure—Competition from 
the railroads is getting warmer. too. 
For vears, railroads have owned trucks 
to provide auxiliary service. Now the 
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from abrasive slurries 
to delicate foods... 


NO PUMPS 


CUT HANDLING COSTS 


4 _ oo 
> mye. 
EST Te 


The Moyno “progressing cavity” pumping principle has enabled 
thousands of plants to pipe difficult materials that were transported 
by hand and other expensive means. Moyno is the only pump that 
can handle many abrasives, pastes, slurries, chemicals, foods, sus- 
pended solids, etc., without foaming, aerating, crushing or excessive 
pump wear. 


rh 
je 


As shown above, Moyno Pumps have a screw-like rotor that revolves 
in a double threaded stator creating progressing cavities which 
smoothly move material through the pump. They will pump any- 
thing that will move through a pipe . even plaster and non- 
pourable pastes! 

Moyno Pumps are available in capacities up to 500 gpm and 
pressures up to 1000 psi. 

Examine your processing methods. No doubt there are several 
places where Moyno Pumps can drastically cut costs. Ask us, we'll 
give you a frank answer. Send us an outline of your problem today! 
Write for Bulletin 30-BZ 


ROBBING €§ MYERS. we. 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 








increases profits) ways 


new 1957 
Phillipsburg 


INSERTINGS 


MAILING MACHINE siashes costs 90s 


Make Immediate Savings of 
Over $2,000 Yearly 


Mechanization is the newest way to cut 
operating costs, increase profits. One 
inserting and Mailing Machine takes 
over complete mail preparation—gathers 
multiple enclosures, opens flaps, stuffs 
envelopes, moistens, seals, prints postal 
indicia, counts and stacks. Dozens of 
clerical workers are released for more 
productive work. Valuable floor space is 
freed; expensive supervisory time 
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reduced. Small mailers, handling as few 
as 17,000 pieces monthly, save over 
$2,000 yearly. Large mailers save more. 
All mailers profit by new ease, speed, 
accuracy. 


Open the Door to 
New Business 


Inserting & Mailing Machine turns out 
4,500 to 6,000 pieces per hour. Now it is 
simple.to mail price lists, bulletins, cata- 
log sheets, special offers; advertising and 
sales promotion; house organs and 
annual reports. Now it is easy to move 
ahead of competition, clear stocks, 
anticipate price changes, increase sales 
by mail. 


Check Your Savings...Get Cost Analysis 


Ask for an estimate of your savings. It will be 
prepared without obligation. 
Peet ac actri a, . se 
0 Kindly estimate our savings. 


(C0 Send booklet Wider Horizons with 
Mechanized Mailing. 
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rails are taking the emphasis off “auxili- 
ary,” and are seeking to give complete 
truck service to some of their routes. 
Within the next couple of years the 
core of the dispute between truckers 
and railroads is due to come to a critical 
point. ‘Today, railroads must get ICC 
approval before they make changes in 
their rates. For the future, thev want 
more freedom The truckers oppose 
this fervently, and so the ICC, 
on the grounds that it would start rate 
wars and strain the structure of 
the transportation system 
e Credit Pinch—For the smaller truck- 
of the 


does 


whole 


ers, Outside competition is one 
least of their troubles. ‘Their 
chief worry is financing of new equip 
ment. Too small to swing a substantial 
line of credit from a bank these davs, 
they must finance much of their equip- 
ment purchases through cquipment 
manufacturers’ credit organizations. In 
the pinch on credit, they're having to 
pay steep discounts to get this financing, 
and manv are, in effect 
8% for their loans 

l'o help them, the American ‘Truck- 
ing Associations are working on a plan 
for a central credit organization that 
might be able to get bank loans for the 
smaller truckers collectively at a better 
rate than thev can get individually 

Of all these the cost 
squeeze is probably the most pressing. 
In searching for wavs around it, some 
truckers are coming up with that new 
concept of their business as a part of 
the whole transportation industry. 


current 


paying /%e or 


problems, 


lll. Links to a Wider System 


Last vear, the big Midwestern truck- 
ing firm of Riss & Co. signed agree- 
ments with the Pennsylvania RR and 
Missouri-Kansas-Texas RR, linking a 
substantial part of its operations with 
theirs in piggybacking of trailers by 
flatcar. The prime reason for the move 
was to cut costs. The agreements, says 
Pres. Robert Riss, also went a long way 
to promote the integrated national 
transportation system that the ICC is 
trying to foster 

Ihe agreements seemed to work well 
at the start. Now the honeymoon is 
Savs Robert Riss: “Our volume 
with the railroads is down 25% from 
the beginning of this vear. We had no 
sooner got the svstem working well than 
the railroads started sclective rate cut- 
ting in virtually all the lines of freight 
that were moved in our piggvbacked 
trailers.” 

Now Riss is putting the company’s 
main emphasis on trucking lines of 
freight in which it has a major advan- 
tage over the railroads—mostly 
foods. 


over. 


frozen 
For a start, the company has 
bought 553 new refrigerator trailers in 
the last few months 

But Riss savs he 


has no intention 
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put Synthane laminated plastics to work 


Slide for cut film holder —made from Synthane 
sheet because Synthane is opaque to infra- 
red rays. 


At first glance the connection between 
color photography and Synthane lami- 
nated plastics may seem obscure. Ac- 
tually, Synthane has long been at home 
in the manufacture and processing of 
film and in the developing of the 
finished picture. 

Many types of rolls, loop sticks, and 
structural parts made of Synthane are 
used by the film manufacturer. Racks, 
film sprockets, reels and rollers em- 
ploy Synthane in developing proc- 
esses. In the infancy of color pictures 
(and ever since), racks and reels made 
of Synthane proved to be exactly what 
were needed to resist developing solu- 
tions, prevent film fogging through 
contamination. Film holde er slides and 


CHEMICAL RESISTANCE LIGHT WEIGHT 








gt os 
sy 
a 


various parts for cameras are other 
uses of Synthane in photography. 

The photographic industry needs 
Synthane for its unique combination 
of ge mtr ne Resistance to moisture 
and chemicals, non-fogging qualities, 
its hard, smooth surface are all impor- 
tant characteristics. Synthane is tough, 
light in weight (half the weight of 
aluminum) and easily machined. These 
and many other chemical, electrical 
and mechanical properties make Syn- 
thane valuable throughout the length 
and breadth of industry. 

Over 30 grades in sheet, rod or tube 
form or completely fabricated by us are 
looking for work with you. Write for 


information. 
‘ % 


EASILY MACHINED MECHANICAL STRENGTH 


SYNTHANE| .. . industry's unseen essential 
|S} 


SYNTHANE CORPORATION, 1 RIVER ROAD, OAKS, PA. 





“ .. the further integration 
goes, says ICC, the more 
costs are bound to come 
down...” 

TRUCKING starts on p. 168 


of abandoning the agreements with th« 
railroads. Piggybacking still helps to 
cut the truck line’s costs, and there’s 
still a chance that cooperation through 
piggybacking will soften the fight over 


rates 
Riss’ troubles with piggybacking 
agreements haven’t stopped at least a 


score of other truckers—mostly smaller 
ones—from making similar arrangements 
with railroads 
e Broader Fields—In Florida, Jame 
Rvder is fighting the truckers’ cost bat 
tle along broader lines. While expand 
ing his truck leasing svstem through 
icquisitions northwards into Pennsy] 
vania, west int New Mexico, and 
New northwest _o Colorado, he - been 
pe = connecting his Great Southern ‘Truck 
Director ing Co. with other means of transporta 
Series tion 
Model 28-TA !'wo months ago he signed a piggi 
Executive Chair backing agreement with Florida East 
$5 950° Coast Ry. for movement of trailers b 
rail between Jacksonville and Miami 
It’s a one-year experimental 
ind under it eight trailers a day ar 
being hauled bv flatcar between the tw 


cities. His truck renting service is aid 


($63.50 in Zone 2) 
igreement, 


ing his trucking company’s competition 
through an agreement leasing trailers 
ind tractors to Atlantic Coast Line RR 
\ 5,500-ton ship Ryder has chartered 

is hauling Great Southern trailers back 
ind forth between Puerto Rico and 
Florida, and he is negotiating now 
Upholstery of chair pictured is Cohama in white 
to charter at least one more ship for 


the same service. He has loose transship 


7] 


+) 
ping agreements with several airfreight 
carriers, and is negotiating for a close 
& h ireement with one of them so he can 


offer shippers a precisely scheduled, 
same-day service 
@ These handsome Cosco Chairs are new . .; ¢ Stronger Links—Ryder hopes that 
in a few years he will be able to buy 
control of an airfreight carrier. He be 
tubing. Designed by seating engineers. produced Secretarial Chair lieves the pre sent climate at the ICC 
by skilled craftsmen, to offer day-long comfort, @te.50 le Zone 2) gives him a good chance of winning 
5 approval of such a deal. But the big 
barrier probably will be the Civil Aero- 
. nautics Board, which has long opposed 
are foam-cushioned and upholstered front and Model 27-UA permitting any road or rail carrier to 
back. Give Cosco “Office Fashioned” Chairs a free Conference gain control of an air carrier 
ten-day trial. Call dealer, listed in yellow section — All these are moves that the ICC is 
of phone book, or write factory. We'll welcome a ($43.50 in Zone 2) trving to foster. It is steadily pre iching 
chance to prove that Cosco can help you earn a the theme that an efficient transport 
more comfortable living... can actually help your system requires the integration of 
staff feel better and work better! truck, rail, airfreight, and shipping 
Model 23-LD services. The further this movement 


HAMILTON MANUFACTURING CORPORATION ee ~~ goes, it savs. the more costs are’ bound 
“ g > > al 
COLUMBUS, INDIANA ($21.95 in Zone 2) to come down At le ist some truckers, 


pinched harder by the cost squeeze, arc 


and news! More generously proportioned, more 


luxuriously cushioned, styled in smart square Model 25-S 


life-long wear. De luxe features include dual-con- 
tour molded foam rubber seats, and backrests that 


All ¢ shown are for DuPont Fabrilite upholstery; ot slight her. (Zone 2—Texas and 11 Western States) beginning to agree. END 
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= Atomic power in Caesar’s day? 


Certainly! 
It was there, in the ground, in the air and water. It 
always had 
today than there were when Rome ruled the world. 
The only thing new is knowledge . 


been. There are no more “raw materials” 


.. knowledge of how 
to get at and rearrange raw materials. Every invention 
of modern times “available” 
Charlemagne. 


was to Rameses, Caesar, 
In this sense, then, we have available today in existing 
materials the that 
longer, happier, and inconceivably easier. We need only 


raw inventions can make our lives 
knowledge to bring them into reality. 

Could there possibly be a better argument for the 
strengthening of our sources of knowledge 
and universities? Can we possibly deny that the welfare, 


progress—indeed the very fate—of our nation depends 
on the quality of knowledge generated and transmitted 
by these institutions of higher learning? 

It is almost unbelievable that a society such as ours, 
which has profited so vastly from an accelerated accumu- 
lation of knowledge, should allow anything to threaten 
the wellsprings of our learning. 


our colleges’ 





Yet this is the case 

The crisis that confronts our colleges today threatens 
to weaken seriously their ability to produce the kind of 
graduates who can assimilate and carry forward our 
rich heritage of learning. 

The crisis is composed of several elements: a salary 
scale that is driving away from teaching the kind of 
mind most qualified to teach; overcrowded classrooms; 
and a mounting pressure for enrollment that will double 
by 1967. 

In a very real sense our personal and national progress 
depends on our colleges. They must have our aid. 

Help the colleges or universities of your choice. Help 
them plan for faculties and The 


stronger expansion, 


returns will be greater than you think. 





If you want to know what the college 
crisis means to you, write for a free book- 
let to: HIGHER EDUCATION, Box 36, 
Times Square Station, New York 36, 
New York. 


HIGHER EDUCATION 


KEEP IT BRIGHT 











Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 
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Adding Depth to a River 


The U. S. Steel ore boat shown 
above has to navigate the Dela- 
ware River above Philadelphia 
half empty because the river 
only has a depth of 25 ft. 

Dredging operations began 
last year, but not until last week 
did it appear that the federal 
government would underwrite 
the job of digging the 40-ft. 
channel required for shipping 
needs. 

INCE LAST NOVEMBER, dredges have 
S been sucking up muck from the 
bottom of the Delaware River (pictures) 

1 start on a project to deepen the 


river channel from Philadelphia to Tren 
ton, N. J. This stretch of the river now 


: cannot accommodate fully loaded ore 

ett ee ’ boats. The work was begun despite a 
es ae running controversy over how deep 
- the channel should be and who should 


sucked up by dredges in the upper Delaware is dumped on the Jersey shore. pav for digging it 
MUCK rhe channel is being deepened to 40 ft. between Philadelphia and Trenton. Now it seems certain the channel 
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will be 40 ft. deep and will be paid for 


by the federal 


iny contribution from the chief benef 


‘ 


government, without 


ciary, U.S. Steel Corp. That's the war 
Congress wants it done. And last week 
the House Appropriations Committe: 
tood its ground against the Administra 


tion's plan for a 35-ft. interrm channel 


pending settlement of the cost-sharing 
Issuc 
$9-million 


continua 


voted the 


isked for 


Lhe committee 
Pre Fisenhower 
tion of dredging operations, but stip- 


ulated that a 40-ft. channel be dug at 
federal expense 
e The Issue—In its battle with Con- 


s in Pennsylvania 
Administration 


gress and local interest 


ind New Jerse the 


ontends that 40-ft. channel mainly 
would benefit U.S. Steel Corp., whose 
Fairless Works sits on the river’s 
edge at Morrisville, Pa. The steel plant 


with the ide that 
going boats from Venezucla would de- 
directly to the plant— 
only 25 ft. 
carriers re- 

Since a 


is built ocean- 


liver iron 
even though the 
fully laden or 

quired a channel of 40 ft 
depth of 35 ft. is considered adequate 
for normal shipping needs on the river, 
the Administration insists that the main 
of the deeper channel pay 
extra 5 ft. 
belief 
local 


partners 


river Was 


deep ind 


beneficiaries 
half the cost of digging the 
This falls in with 
that the federal 


interests should be 


Eisenhower's 
government and 
financial 
in publi 


, ae ] 
Stantial local 


developments in which sub- 
benefits are involved 

message of January, 
isked for $6-muillion 


1956, the President 
i 


for fiscal 1957 to start an interim proj 
ect of 35 ft depth Congress went 
long with him, although it had turned 
down a prop for a 35-ft. channel 
the vear before. But the House Appro- 
priations Committe iction ist week 
in authorizing a 40-ft. channel at federal 
expcns¢ indicate Coneress 1 fullv de- 
termined to have its own we\ 


Action—Actualiy the ad- 
$0-ft. channel didn’t get 
they asked for from the 
In his budget, the 
requested $9-million for the 
hannel; th 
4(0-{t 
Jersev interests 
to O.K. $16.5 
could be 


« Committee 
vocates of the 
much as 
House 
Pro ident 
35-ft 


ommiuttec 


committee 
channel. 


interim 
this 
Pennsylvania and New 


voted sum for a 


commiuttec 
real start 


wanted th 
million so a made 


on the project 


As things stand now, mud removal 
will continue this year and next. Rock 
excavation will begin in 1959. At best, 
the complete job will take five years 


But if appropriations come in dribs and 
drabs, it could take 14 vears 

¢ Economy Pitch—Proponents. of the 
deeper channel talked economy to the 
House trving to 
approval for a 40-ft. channel and for a 
larger appropriation. They argued that 


ommiuttee im win 
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This is what’s being dredged 
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now are scooping mud and silt from the river bed. After this is done, 


DREDGES the rock ledge that remains will have to be cut away (cross-section above). 
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ros s-Tafele). 4 
what you 


can't see 


J 





You can’t always see 


what makes a gear- 








motor outstanding. so 





It's the attention FOOLPROOF METERMATIC 
paid to small design moter bearing lubrice- 

tion, and oil bath gear 
details that makes the lubrication furnish safe, 
long-life protection 
against wear. 


difference. Here are 





a few of the details 
that make the New 


Reliance Gearmotor 








stand above the rest. 





SIMPLIFIED GEARING with 
few moving parts re- 
duces friction losses and 
lessens chances of break- 
down. 


Find out the complete story for yourself— contact your 
Reliance representative or write for Bulletin E-2408. 


RELIANCE incinttaine ce: 


DEPT. 346A, CLEVELAND 10, OHIO « CANADIAN DIVISION: WELLAND, ONTARIO 
Sales Offices and Distributors {n Principal Cities 
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’.. . the Senate may come 
across with more than $9- 
million for the channel 
project...” 

STORY starts on p. 178 


to slice awav rock to make wav for a 35- 
ft. channel and then come back at a later 
date and cut away another 5 ft. (see 
cross-section on page 179) we uld add to 
the over-all cost of the projec { \ 40-ft. 
channel dug in one operation is €x- 
pected to cost $105-million Doing the 
work in two stages would cost $112.5- 
million. And, of course, the further 
work is stretched out, the greater the 
chances are that construction costs will 
risc Ihe 1953 estimate for a 40-ft. 
channel was $94-million 

Che committee was sympathetic and 
quite anxious to save money in the 
long run by completing the project in 
one operation. Spending more money 
immediately was something else again, 
ind it refused to up the figure suggested 
by the President. Significantly, how- 
ever, it did not cut it either, as it has 
done in regard to so many other Ad- 
ministration budget requests 

Now the funds bill goes to the floor 
of the House and then to the Senate. 
Congressional approval is expected. And 
there’s still a good chance the Senate 
may come across with more than $9- 
million for the channel project for fiscal 
"58 Iwo of the proj t's strongest 
e in each party—sit in 
the Senate They are Pennsylvania’s 
Edward Martin Republican, ind 
Joseph S. Clark, Jr., Democrat 
e¢ How It Started—The tussle over 
deepening the Delaware River above 
Philadelphia dates back to 1950, the 
vear U.S. Steel purchased 3,800 acres 
just below Morrisville, Pa., for the 
Fairless Works. The river had a depth 
of 25 ft. from Philadelphia to Trenton. 
Below Philadelphia, it had a 40-ft. 
channel 

The announcement of the U.S. Steel 
plant breathed new life into the area 
‘round Morrisville. It was expected 


upporte! n 


that smaller steel-consuming _ plants 
would cluster around the giant Fairless 
Works. And apparently, U.S. Steel 
expected the federal government would 
deepen the river channel so it could 
handle ocean-going ore boats bv the 
time it had completed its new plant 

The first expectation has not been 
fully realized. The Fairless Works 
never attracted as many ancillary plants 
as some people hoped. The new in- 
dustry that did locate in the area didn’t 
require river transportation 

And U.S. Steel has never been able 
to run fully laden ore carriers right up 
to the Fairless Works. Instead, its ore 
boats have been forced to “top off” 
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How Can You Build Company Acceptance ? 


Russell M. Sanderson of Smith, Barney & Co., Investment Bankers, says: 


“New issues of securities are priced just like 
other merchandise. The company’s reputation 
helps establish the value ... the price. 

“If recognition of the company, and its rep- 
utation, have been created by a successful pro- 
gram of advertising, it is reasonable to expect 
that it will be properly reflected in the price 
of the stock on the exchanges. 

“This does not mean that advertising is a 
kind of stock price magic that will ‘sell’ securi- 


ties if they aren t good. But if other factors are 


equal, a well- and favorably-known company 
will command a better market price for its 
shares than one that does not have these 
benefits.”” 

If you have a financial interest or respon- 
sibility in a company, encourage its manage- 
ment to invest adequately in advertising. 
McGraw-Hill magazines serve important men 
in business and industry, and provide a most 
effective way to win recognition for your com- 


pany and its products. 


MeGraw-Hill Magazines 


¢ 


Mc Graw-Hill Publishing Company, Incorporated - 330 West 42nd Street, New York 36, N.Y. 





To The Solution 
of Management 
Men’s Problems 


closes 12 days in advance. 
line (position wanted $4 
minimum 2 lines. Count 2 


E fie clive July 


clues: 


Pub weekly 
Rate eA per 
per line), 
words for number. 
1957, $9.30 per line. 


box 





REPLIES (Box No.) 
NEW YORK: P. 0, Bow 12 (36) 
CHICAGO ON. Michigan Ave i? 
SAN FRANCISCO: 68 Post St. (4 
= Employment Service == 
Seareting for Management Men? Cut recruit- 
Write National Job Clearing- 


ise i} Cannon St Poughkeepsie, N 
Attention Forbes. Est. 1949 


iddress to office neareat you 








b 


=== Positions Wanted —— 


Controlier-Treasurer, available for seasoned 
rwanization »,000 No 
Business Week 
Sates S. Carolina. Couns married aggressive 
Grad good bkerd appear ability 
uccess yrs. sales and sales prom. De- 
es pos. 5S. C. PW-5385, Business Week 
Over S&S yrs. Research mupestense in bus. 
problems, mngemt planning & « cost 
rojections, proposals et« Age 36, 
sful record Prefer West of 
River PW-5146, Week 


SELLING OPPORTUNITIES 


= Selling Opportunity Offered —— 


Sateisehed Manufacturers ~. yoo 
»w handling lines similar to die e¢ astings 
tamping & machine products in 

northern Ohio, Missouri and Michigan terri- 

tories wanted to represent reputable metal 
powder parts manufacturer RW-5022, Bus- 
iness Week 


eperina 500 to 


agents please. PW-5398, 


ance 


mtrol 


to locate 
Business 


screw 


=== Selling Opportunity Wanted 
as Agent —_ ind. Maint. lines for West- 
N. ¥ RA-5394, Business Week 


rep. = additional machine tool & 
gag lines Syracuse and Upstate N. Y 
RA 68, Business Week 


SPECIAL SERVICES 


Satcomen? s color prints. 24 hour color film 
Whole Cameras, National Color 
ion, Box 55 M Northside, Atlanta, 


woe Wouldn't Sy A Pair Of Shoes Without 
rying them on!!! Solve your engineering 
vd upervisory problems permanently with 
silhire Mechaneers, Incorporated West- 
port, Conn 


ay eo Inc. will do your Calculating at 
low hourls Jse our Calculating 
ice for computing interest, dividends, inven- 
tories, et« Our employees work n your 
office or ours Write for illustrated bro- 
chure Dept CS, Manpower, Inc., 820 N 
Piankinton A Milwaukee, Wisconsin 
Over 100 offices coast-to-coast 

Detail Draftsmen Assigned in Our Offices 
under the supervision of one of your people 
Work performed when and how you want it 
$4.2 per hour no extras of any kind 
Draftamen, Inc Tudor Arms Bldg 
land 6, Ohio. SWeetbriar 5-6303 


rates serv- 


venue 


Cleve- 


——=== Registered Patent Attorney —————— 


Patent Information Book without obligation. 
G. Miller, 67-BW 4. Warner Bidg., Was D.C 


Every type commercial & realty financing. 
Stock issues arranged. New ventures financed 
Sy Field, 1457 Broadway, New York 36, N 
Ph. Wis 9 





THE classified section of 
BUSINESS WEEK, which pene- 
trates the top management men 
bracket, is published every 
week. For further information 
write 
“Clues” BUSINESS WEEK 

P. O. Box 12 

New York 36, N. Y. 


“clues” 
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part of their loads at Philadelphia for 
shipment by rail to the plant. The ships 
then proceed upstream to Morrisville 
half-full. 
¢ Political Dispute—At Congress’ re 
quest, the Army Corps of Engineers’ 
district engineer in Philadelphia filed a 
report in 1953 on the advisability of 
deepening the river. He recommended 
1 40-ft. channel from Philadelphia up 
to the head of New 
ibove the U.S. Steel plant 
channel from there to 
also said the benefits of 
the improvement would be national 
rather than local and that the 
should be borne by the federal govern 
ment without any help from U.S. Steel 
The district engineer at New York 
concurred. But later that vear, Lt. Gen 
Samuel D. Sturgis, Chief of Army 
Engineers, reported that “use of depths 
greater than 35 ft. now or in the fore- 
secable future will be confined to a 
single company.” So the Administra- 
tion urged that the channel be deep 
ened to 40 ft. only if U.S. Steel or 
other local interests put up half the 
additional cost—then about $18-million 
for the extra 5 ft 

But Congress went ahead in Novem- 
ber, 1954, and authorized a 40-ft. 
channel. Cost-sharing, said the Senate 
Public Works Committee, “would be 
inconsistent with the national policy 
followed for many years. 

e Work Starts—Pres. Eisenhower re 
fused to be badgered. In making his 
budget request for fiscal 1956, he asked 
for $6-million to start work on a 35-ft 
channel. Congress said no. The follow- 
ing year the President again asked for 
$6-million for a 35-ft. channel, but 
didn’t preclude the possibility of deep- 
ening it another 5 ft. at later date. 
Chis time Congress assented and dredg- 
ing began last November. That’s where 
the matter stood until the House Ap- 
propriations Committee authorized new 
funds specifically for a 40-ft. channel, 
built in one stage. 

« New Developments—( Ine factor in 
the House committee’s action un- 
doubtedly was the opening of another 
big plant on the upper Delaware—Na- 
tional Gypsum’s Co.’s new facility in 
Burlington Township, N. J. Operations 
it the plant began last year. The com 
pany built three specially designed ore 
carriers, drawing 40 ft., to haul in rock 
gypsum from Nova Scotia. The boats 
also are having to navigate the present 
channel with partial loads 

In addition, two other steel con- 
cerns, Barium Steel Corp.'s subsidiary, 
Phoenix Iron & Steel Co., and Na- 
tional Steel Co., have bought land on 
New Jersey banks of the river. 

These developments make the river 
project less exclusively a benefit for 
U.S. Steel—and therefore _ politically 
more palatable. ENo 
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THE TREND 





The Push Behind Cost Inflation 


Nine months ago, susiness weex pointed to a curi- 
ous phenomenon: The money supply was showing 
less than normal growth, but both wholesale and 
retail price indexes were moving upward. “Is this,” 
we asked, “a picture of inflation?” (BW—Sep.15 
'56,p67). And we suggested that, if this could indeed 
be called inflation, it was a significantly different 
kind of inflation from that customarily described in 
the past as “too much money chasing too few goods.” 
It is true that during World War II and the early 
postwar years, the money supply was expanded enor- 
mously, but it has scarcely grown at all in the past 
couple of years. Instead, the inflationary pressure 
now seems to originate from the cost side, particu- 
larly labor costs. 

In recent months, recognition of the peculiar 
character of so-called “cost inflation” has become 
widespread, and the argument over what causes it 
has become the hottest single issue for businessmen, 
labor leaders, economists, and government officials. 
Statistical studies laying out the complex relations 
among wages, costs, productivity, and prices have 
become front-page news (BW—Jun.1'57,p132) 

In this rapidly mounting debate, there are a few 
basic points to keep in mind: 

* Demonological conclusions that try to pin the 
blame on any single group in the economy for up- 
ward creeping prices won’t stand up. Wage demands 
have helped push up prices in many instances. But 
the whole postwar pattern of wage boosting would 
have been very different if employers had not been 
pretty sure that they could pass the wage boosts 
along to the public in the form of higher prices. 

* Through the postwar years, a changing mix of 
direct and indirect government controls and gener- 
ally cautious business pricing policies has produced 
a long-drawn-out adjustment of the price-and-wage 
level to the greatly expanded supply of money and 
credit. The size of the money supply—and the 
room for speeding up velocity—had made wage and 
price hikes possible; and the tightness of the labor 
market, the bargaining strength of unions, and the 
strong over-all demands of consumers, government, 
and business made them inevitable. 

* The continuation of this gradually rising price 
trend is in large measure due to massive govern- 
ment spending, mainly to give us military strength. 
Heavy government outlays have helped to keep busi- 
ness spending very high and the labor market un- 
usually tight. Through most of the postwar period, 
too many jobs have been chasing too few people. 

* The economy’s vast expansion has eliminated 
any real danger of runaway inflation that might have 
existed immediately after the war. In real terms, we 
are now turning out more than 40% more goods 
and services than in 1946, and could boost output a 


184 


lot higher if we really had to; manufacturing capa- 
city has in fact increased 100% since 1946. 

* Calling the present U.S. price trend “infla- 
tion”—a term that, in most people’s minds, still 
seems to connote something like the galloping Ger- 
man inflation after World War I—may be to use a 
dangerous misnomer. For it may breed a danger- 
ously emotional response to relatively slow upward 
price adjustments that are virtually inescapable 
in a period of prosperity such as we have enjoyed 
In any. case, the over-all upward price creep masks 
a highly mixed set of trends in different industries 
In fields like textiles, electric appliances, in raw 
materials like lead and zinc, the trend has actually 
been toward price softening. 

In an unorthodox “inflation” such as this one, with 
highly mixed price and production trends in many 
fields, are orthodox over-all anti-inflation policies, 
especially tight money, sufficient to deal with the 
problem? The experience of the past year clearly 
suggests they are not. It begins to look as though 
the great need is for a more efficient set of tech- 
niques to cope with diverse and unbalancing price 
movements within an upward creeping pattern—a 
trend that may curb economic growth and ultimately 
induce a sharp recession. 


The Hard Sell 


The Russians have hinted strongly that they’d like 
a reciprocal arrangement for us to use Soviet radio 
and TV time in return for their using our air. The 
idea is provocative, but we would want as good 
a listening and viewing period there as they would 
get here; we would want networks in the two coun- 
tries reaching approximately the same number of 
set owners. There are other such details to be dealt 
with, but the whole idea is well worth trying—on 
one conditon. 

That condition is that we are completely free to 
use our time on the Russian air in any way we want. 
They will, of course, be accorded the same privilege 

On those terms, if we were running the program 
we'd exclude all politicians, especially those who 
think they’re statesmen. We'd sign Betty Furness 
for an intensive course in the Russian language and 
turn her loose to demonstrate to Russia’s housewives 
the marvels of a modern American home, including 
that coming stove that will play “Tenderly” when 
the roast is done. Then we’d throw in all the best 
commercials Madison Avenue can produce for the 
fabulous cornucopia of consumers goods turned out 
by American industry. 

Handled that way, we’re pretty sure the Soviets 
would have cause to regret that they’d bruited the 
idea. 
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Meat Packer... A small meat packer keeps his 


rices in line by using IBM 


equipment for fast, 

urate cost analyses. Tuesday morning he 
knows the complete cost of each item processed 
1t the week before—figures that took 
weeks to obtain by former methods. 
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help assure dependable performance of modern outboord motors 
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of efficient fastening techniques. Sems fasteners 
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Washers and Screws. They provide a two-fold 
advantage: the unique lock washer with taper-twisted 
teeth is never forgotten in assembly—and, there 
is only one part to handle. Sems were developed and 
are manufactured by the Shakeproof Division, known 
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